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A World-wide Favorite for the past 38 years! 


Beaver No. 3 Ratchet Threader is a deluxe tool with 
fully-enclosed ratchet teeth that cannot get gummed-up or 
mutilated—thus eliminating the danger of serious accidents 
caused by ratchet slippage. 


Die segments square in shape — no weak sections — are 
easily removable for sharpening and can be inverted for 
close threading. Ample openings between segments for 
oiling and chip clearance. 

Diehead carrier free 
extra. 


-~ enclosed metal tool-box available 


Beaver No. 3 threads Pipe, % to 1”; Bolts, % to 1”; 
Conduit, %2 to 1”; Brass Tubing, %-20; % or %-27 Thread. 
Also specials. 

Write for complete new Catalog No. 49 — free! It shows 
a complete line of hand tools, % to 12-inch; electric pipe & 
bolt machines, power drives, etc. Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U. S. A. 
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Clog-free openings for 
rapid chip clearance and easy 
oiling. 
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Square-shaped die seg- 

ments have no weak offsets. 

Easily removable for resharp- 


ening. Can be inverted for 
close threading. 


— TS 


Ls 














& 


Handy carrier free with 
orders for tools with three or 
more dieheads. 
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Enclosed ratchet mech- 
anism protects teeth and elim- 
inates slippage — and acci- 
dents! 














Patented chip-free Die- 


head for threading bolts and 
rods up to | inch. 
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Do You Need More Money? —An editorial 65 


The Factory Man Can Open Doors for You 66 


Close Cooperation Urged for Industry 
Manufacturer-distributor cooperation is theme of annual convention 


College Men vs Shop Experienced Men 

This is the way to determine the type of salesmen you should have 
Inventory & Buying Geared to Sales 

One type of card records both sales analysis & inventory data 


Around the Clock with a Salesman 
-You can check your activities against this salesman’s 


Our Next Tool Show Will Be Different 


The reasons why will give you tips on how to stage a shou 


100 at Forum Hear: “It’s 50-50 in °50” 


{ picture report on the second of three scheduled meetings 


Your Small Orders Can Be Profitable 

You, too, can cut handling costs on small orders 
“Your Voice—Its Your Key to Sales” 

1 buyer discusses the sharpest tool in your sales kit 


Do You Avoid Demonstrations? 
Here’s how to prepare & conduct successful product demonstrations 


Are You Getting the Most from Advertising? 
Follow this simple, low-cost plan & make advertising pay 


A New Building with a Selling Angle 
Special features make this warehouse & office building custom-made 


Paul Bunyan & the Mobius Strip —4 good way to win a bet... - 


DE PA RET Rea NW FS 
Washington Briefs 7 Keeping Up With Business 92 How They Do It 
Talk of the Trade 6l Production Indexes 94 News 


Supply Sales Trends 90 —s Selling Is My Business 96 In the News 


Questions & Answers 106 New Products 





COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 
“Write The Order Right” Plant Minded 


When you don’t it costs you and your firm You'll find out just how to “case” a joint, ’scus¢ 
ev and customers’ good will. You'll want to ( , we meant plant. Yes, here’s a story that 
id and profit from a distributor's campaign to s you what to do when you get in that hard-to 


Write The Order Right” 


How Are Your Assets? 
We obtained figures from a group of averag« you've seen him in most every imaginable role 
size companies. You'll be able to compare averagi Now look at him as a salesman. It’s 1 picture story 
assets with yours you'll find both interesting and helpful. 


Sales Contests Sales Meetings 
.. . Been thinking of staging a contest? Then don’t We've all got opinions on them. See how your 
miss this case-history report ideas stack up against the results of a study. 








the plug that must work under pressure 


Holo-Krome Socket Pipe Plugs, dryseal included, 
are precision products which are designed and pro- 
duced with the care and skill usually reserved for a 
fine watch part. Physical properties, degree of taper 
and cleanness of threads and sockets are under con- 
stant scrutiny. Before packaging, every H-K Pipe 
Plug is individually inspected. Why such concern 
over a pipe plug? Because H-K Pipe Plugs are used 
for sealing purposes, often on systems involving 
high or low pressure. The success of a machine, 
even the safety of men, often depends on their un- 
failing performance. Our only business is to make 


the finest socket screw products . . . better. 


Holo-Krome Authorized Distributors, however, 
don’t have to work under pressure. They know that 
they are backed by Holo-Krome’s 10067 Distributor 
Distribution Sales Policy, the unwavering policy 
that assists and protects them in opening up new 
markets and increasing the volume of repeat busi- 
ness. They know that their stocks are backed by 
complete factory stocks and that the Holo-Krome 
principle of service is constantly working to help 
them maintain their efficiency. SATISFACTION ? 


. ask the men who sell Holo-Krome 


HOLO-KROME 


eanr 
i “¢ 


° 
> 
. 
He meas™ 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 
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IT’S EASY TO SELL THE PLUS VALUES in 
LINK-BELT Ball and Roller BEARINGS 


cone DEEP ‘GROOVE, 
SINGLE ROW BALL BEAR- 
LUBRICATION FITTING WITH PRESSURE RELIEF 
FEATURE TO PREVENT EXCESSIVE GREASE 
CAPACITY = RADIAL PRESSURE. BEARINGS ARE PRELUBRICATED AND 
THRUST LOAD: SEALED AT FACTORY, READY FOR OPERATION. 


SPRING-LOCKING COLLAR 
SELF-ALIGNING IN ALL DI- WITH TWO-KNURLED CUP 
RECTIONS. FREE. ROLLING POINT SETSCREWS KOLDS 
ACTION AND FULL LOAD BEARING FIRMLY IN 
CAPACITY MAINTAINED POSITION ON SHAFT. 
EVEN WITH SHAFT DEFLEC- 
TION OR MISALIGNMENT 


LONG INNER RING DISTRIBUTES BEAR 
ING LOAD OVER LARGE SHAFT AREA. 


SELF- ALIGNING SEALS 
AL api 8 $8 ng ? d . 
GREASE IN ANI . j é 
veneer ot sit ~ weer sm ore 
REGARDLESS OF ALIGN- 1D OUTER RING 

OT: SS re j RESERVOIR TO tubicare 
SURFACES ARE PRO- 

TECTED BY SEALS AND . 

FULLY LUBRICATED. 





CATION INTERVALS. 


EASILY #NSTALLEO BY 
SIMPLY SLIPPING INNER 
RING ONTO SHAFT AND 
LOCKING IN POSITION. 


SLOTTED BOLT HOLES 
FACILITATE MOUNTING 
ON SUPPORTING STRUC. 
TURE. BOTTOM OF 


BASE 
MACHINED. AMPLE RDY, MPACT, 
SPACE FOR DRILLING each é$ pit 


DOWEL PIN HOLES. ING REQUIRES MINIMUM 
SUPPORT SPACE 


Distributors are finding it easier and easier to sell Link-Belt Ball and Roller Bearings from their local stocks .. . 
because the many outstanding features built into these bearings (as indicated by the above presentation of 
Series 200 Ball Bearing Pillow Blocks) are being so enthusiastically proclaimed by thousands of dependability- 
conscious bearing users. 

The Link-Belt line is COMPLETE . . . a wide variety of mountings for every type of industrial service. Catalog 
2550 gives detailed information. 


VARIETY OF MOUNTINGS for WIDE RANGE OF APPLICATIONS 


Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, 
L ] N K- e F LT © '@) M PA N Y San Francisco 24, Los Angeles 33, Seattie 4, Toronto 8 


Offices, Factory Branch Stores and Distributors in Principal Cities. 11,701-A 
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BEALL 


SPRING WASHERS 
STEADY DEMAND ~ ond continuous REPEAT business. 


Almost every one of your customers who uses Nuts, Bolts and Screws, 
now uses or can be sold BEALL KANT-LINK SPRING WASHERS — the 
nationally accepted type. 

BEALL Helical Spring Washers have Long range “live” action and 
adequate PRESSURE POWER to combat ALL causes of looseness. 


NATIONALLY ADVERTISED — and nationally accepted. IN 
STOCK in all standard sizes; made of Carbon Steel, Stainless Steel, 
Everdur, Duronze and other metals. 


BE ALLTOOL DIVISION, Hubbard & Co., tagrarron ne 


TIGHT 


when assem bled 


BEALL Spring Washers 
— prompt shipment — 
in cartons and bulk. 


TIGHT 


ofter long service 
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The Cover 
Ring out the old—ring in the new! 
Ring up the curtain on the second 
half of this eventful century! And 
while you’re ringing bells—why not 
ring the sales bell by reading arti- 
cles that will tell you how to do just 
that? If you do, we feel sure that 
our wish will come true—a happy 


and prosperous New Year for you. 
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KEYSTONE LUBRICATIN, | 


PHILADELPHIA,PA« 
ESTABLISHED ! 
MADE IN USA 


& 


No. 44 Grease for Ball and Roller Bearings 


| farewell to bearing troubles when 
Keystone No. 44 Grease is on the job. 


This versatile member of the large family of 
Keystone Specialized Lubricants is a soft, 
anti-friction, high oil content grease that 
provides instant lubricating activity with low 
starting and running torque. It follows the 
balls or rollers, at speeds up to 20,000 r.p.m., 
without liquefying or leaking. Its high melt- 
ing point and sub-zero cold test give it a wide 
temperature range. 


Though primarily recommended for ball and 
roller bearings in motors, fans, blowers, 
pumps, woodworking machinery and similar 
equipment, Keystone No. 44 Grease proves 





SPECIEALIZED 


rs 





its versatility by providing effective lubrication 
for rock crushers and vibratory screens—in 
fact, for bearings of all types and sizes! 


You can guarantee cooler, long-lasting bear- 
ings, and, most important of all... a lower 
lubrication cost when you sell Keystone No. 
44 Grease. This quality product is a result of 
Keystone’s authoritative experience—gained 
over nearly three-quarters of a century of fine 
lubricant manufacture. 


Keystone Distributors from coast to coast 
find No. 44 an industry-desired leader of their 
profitable Keystone line. KEYSTONE 
LUBRICATING COMPANY, 21st, Clearfield 
and Lippincott Sts., Phila. 32, Pa. « Est. 1884 


LUBRICANTS 
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The new idea in V-Belt Sheaves 
that saves you time and money! 
Proved in over 3/4 million installations! 


TAPER‘LOCK 


pa Always ° pe 
fh tight os 
izes. Ay 
range of siz 
5 Compnerooves: in stock. 
a 


dize 
an ou' Il standar 
wedge 6 data 


o collar. \"'s different. 


s | No flange-N 


on it! 


rews that 


INDIANA” 
he bushing: cei ; 
> ACTURING coRPORAT 
MANUF , 
popcGceE 


CALL THE TRANSMISSIONEER, your local Dodge 
Distributor, for information on new and better 
methods of transmitting power. Look for his name 


under ‘Power Transmission Equipment” in your j 
classified telephone book. of Mishawaka, Ind. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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“Accepted Webster 
of Our Industry” 


“I have just had an occasion to 
briefly compare a December, 1922, 
issue of Mill Supplies with the cur- 
rent September Industrial Distribu- 
tion. Times have certainly changed 
in that brief span of years and every 
compliment to your organization for 
a job ‘Very Well Done.’ 
Distribution is, of 
course, I believe, the accepted ‘Web- 
ster’ of our industry and without it 
we certainly 


“Industrial 


would 
much of the information packed into 


flounder for 
each issue. 

“If our office can be a criterion of 
the industry, then I can unhesitat- 
ingly state that I know of no maga- 
zine or trade paper which receives 
the careful perusal of each of ow 
men that is given to Industrial Dis- 
tribution. It seems to be the standard 
practice, and please be assured that 
the 
front cover and peruse the entire 
issue, page by page. Obviously, we 
direct their attention to the special 


we encourage it, to start with 


articles, etc., however, the advertise- 
ments likewise are a ‘must’ with all 
of us so that we may know our mar- 
ket and the competitive market as 
well 

“Our most sincere desire is the 
continuance of a very fine publica- 


tion, Industrial Distribution.” 


Yours very truly, 


Byron B. Cushman 
Rochester Office Manager 
R. C. Neal Company, Inc. 


Our thanks to Mr. Cushman 
for his unsolicited 
comments on behalf of 
the readers at 

R. C. Neal Company, Inc. 


From cover to cover INDUSTRIAL DIS- 
TRIBUTION is your magazine. Do you 
cash in on the many values it offers 
you in your daily work? 


Industrial Distribution 


WASHINGTON BRIEFS 





McGraw-Hill Washington News Bureau 


reports on events, trends and outlook 


TRENDS IN DISTRIBUTION 

For the first time, the Bureau of Labor Statistics is publishing hours- 
of-work and earnings figures for workers in wholesaling and various bran- 
ches of retailing. Up to now, such figures weren’t broken down; BLS had 
only an overall figure for the entire distribution field. 

Now the economists figure*they’ll be able to: 

Single out divergent trends in wholesaling and retailing; 

yet better information on what’s happening in the ‘‘elastic demand’”’ 
industries---consumer goods like appliances and autos---that respond quite 
directly with changes in price or consumer income; 

Compare business trends in a wide variety of lines. 

The figures are broken down for: furniture and appliance dealers; 
wholesale trade; general merchandise stores; department stores and mail 
order houses; food and liquor stores; automotive and accessories dealers; 
and lumber and hardware supply stores. 

Here’s the first breakdown reported by BLS: 

Average 

Weekly Earnings 
1947 1948 .Aug.’49 


$51.99 $55.58 $57.36 
30.96 33.31 35.31 
34.85 37.36 38.96 
43.51 47.15 S117 
51.80 56.07 60.14 
38.08 39.60 40.85 
48.99 51.15 53.48 
45.20 49.37 52.39 


Average 
Weekly Hours 
Nonsupervisory Employees In Aug.’49 
Wholesale trade 
General merchandise stores 
Dept. stores, mail order houses 
Food, liquor stores 
Automotive 
Apparel stores 
Furniture, appliance stores 
Lumber, H’ware supply stores 


‘‘THE LAST WORD’’ ON INLAND PLANTS 

The last word---for the time being, at least---has been said on the 
transplanting of important plants for defense purposes. 

To a group of New Englanders worrying about the impact of such 
action on their section, Secretary of Defense Johnson said: 

‘“‘There isn’t and there never has been a word of truth in those re- 
mors. . 


build 


.I do beg of you, in accepting that statement of mine, when you 
the new plants, 
miles apart.’’ 


don’t put them too close together---put them a few 


BUSINESS IN '50 

Business experts in the Department of Agriculture’s Bureau of Agri- 
cultural Economics have looked into the prospects for 1950, and have 
predicted that business will continue to slide off a bit. 

They forecast: 

1. A slight reduction in business activity, -and a slow decline in 
prices 

2. Consumer spending will drift down as the auto industry works its 
way out of the backlog of demand. 

3. Employment will decline a shade. 


(Continued on page 10) 
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makes 


Any customer goes for tools 





DOUBLE SEAL 


peut SEAL SHIELD 





These typical features mean 
“extra value” to buyers! 


Never need oiling they re Perfectly round, true to size, manutacturing operation re- 
lubricated for life before they leave ctly positioned, proper moves ‘end play [his provides 
the factory. Double-sealing keeps ed. Bearings fit closely, maximum rigidity and accuracy un- 


ali 
dirt out, lubricant in tightly held, cannot become loose der load, and increase bearing life. 


jy Lubricated-for-life Ball Bearings. 2 Precision-bored Bearing Seats > Preloaded Bearings An extra 
© 
cor 


| Precision-ground Shofts. All ™ Dynamically-balanced Pulleys 
spindles, arbors, and collars e Pulleys which transmit the 
are ground for accuracy to pro- power from motor to machine are 
vide tull, even contact between shaft balanced to help eliminate dam- 
and bearing — and assure accuracy. aging vibration. 





Delta easy to sell? 


that do more, last 





BEARING 
BEAR RELOADED 


pee 





yous got an “ace in the hole,” with Delta 
quality — a winning edge in the competi- 
tion for power-tool business. 

With Delta machines, you can talk produc- 
tion savings of course. And every prospect 
listens to a “cost” story, today. yure, some of 
your competitors can talk about lower costs, 
too. But Delta quality at cent Bs gives you 
that “extra something” you need. It offers your 
prospect the most value for his money — ata 
price he likes. So you write the order. And 
with this complete line you find prospects ev- 


Delta Multiplex ° 


longer ... yet cost less 


There are 
prospects everywhere for 


top quality 
at the right price 


in the industry's broadest line: 


I Delta-Milwaukee® Machine Tools 
2 Crescent Woodworking Machinery 
3 Delta® Multiplex Machines 


erywhere — in every plant and shop — to get 
your orders from. 

What's more, you can always count.on being 
ahead with new Delta developments—and new 
Deita machines. The Power Tool Division of 
Rockwell Manufacturing Company has a man- 
agement that tri€s to anticipate customer de- 
mands. It has the money, men, and facilities to 
give you the finest machines—at the lowest cost. 

Make the most of your opportunity with 
Delta, Multiplex, and Crescent: Sell top quality 
at the right price. 


Crescent ° Homecraft 


Sold only through authorized industrial distributors 





POWER TOOL DIVISION 


Rockwell 


Manufacturing Company 


MILWAUKEE 


1, WISCONSIN 

















MORE AND MOR 


E JOBBERS 


_ARE “SEEING THE LIGHT” 


WIDE 


—for STEADY SALES, 
IT’S 


The COMPLETE Puller Line—the PULLING 
SYSTEM of most universal application, 
FACTORY APPROVED by leading bearing 
manfacturers for use on their bearings, 
RECOMMENDED by tractor manufacturers 
to their dealers, widely ADOPTED by many 
industrial concerns as Standard maintenance 


tools. 


PLUS the widest range of SPECIAL TOOLS 
for specific problem jobs, with NEW ones 
added whenever new maintenance and pro- 
duction tool needs arise 

A Quarter Century of Service has proved 
OTC quality and dependability in making 
maintenance and service operations easier, 
faster and safer 

NON - COMPETING — OTC has 


strongly established and fast-growing mar 


it's own 


ket, promoted by continuous National Adver 


tising and Factory Selling Cooperation. 
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OWATONNA TOOL COMPANY 


312 CEDAR ST., 


OWATONNA, MINN. 
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WASHINGTON BRIEFS 


(Continued from page 7) 

4. So will spending of busi- 
ness for new plant and equipment. 

Allof which doesn’t look good 
for business generally. But there 
are some brighter angles to the pic- 
ture too: 

1. The housing boom will con- 
tinue at the 1949 level. 

2. Distribution of almost $3- 
billion to veterans in the form of 
refunds on their GI life insurance 
will give business a boost during 
the first six months of the year. 

3. AS spend a 
smaller proportion of their income 
on food, there’ll be more available 
for non-food spending. 

4. Government spending 
expected to go up slowly during the 
first half of the year. 

5. Spending by 
schools, roads, etc., is likely to in- 
crease. 

The net: 1950 looks like an 
excellent year but you’ll have to 
plug a little harder for your share 
than you did last year or the year 
before. 





consumers 


is 


states for 


CATALOG OF INFORMATION — 
The Department of Commerce has 
prepared a guide booklet for distri- 
butors, manufacturers, trade groups, 
and, especially, retailers. 

The booklet is called ‘‘Gov- 
ernment Information on Retailing’’ 
and you can buy it for 15 cents from 
your Department of Commerce field 
office or the Government Printing 
Office in Washington. 


NEW TAXES THIS YEAR? — Con- 
gressional experts are working with 
the Treasury Department to figure 
out what kind of tax legislation is 
to be passed this year. 

The group is covering the 
field--with one eye cocked to Pres- 
ident Truman’s prediction that the 
federal deficit will be $5.5 billion 
for the year ending next June 30. 
They’re checking on sources of 
revenue, revisions of existing law, 
closing tax loopholes, and possible 
reductions in wartime excise taxes. 

New taxes---if any---are most 


(Continued on page 14) 








FLUORESCENT 





LAMPS 








General Electric announces 
two new white fluorescent lamps 


that bring out all colors! 


N° for the first time, you can have fluorescent light- 
ing that gives near-perfect color rendition! The 
secret is a revolutionary new phosphor, “D-R"’, which, 
added to the inside coating of two new General Electric 
fluorescent lamps, transforms the effect of the white light 
they give. The new lamps —1) DELUXE COOL WHITE 
and 2) DELUXE WARM WHITE—show colors better 
than fluorescent ever could before, and at the same time 
offer you a choice of cool atmosphere or warm. 

It’s the greatest advance in fluorescent since G.E. intro- 
duced the first fluorescent lamp in 1938. And they'll give 
fluorescent lighting sales a big boost. These two new 
lamps will be available soon in 40-watt size, later in 
other standard sizes. 


NEW WHITE LAMP LINE MAKES SELECTION EASY! 
The whole question of which “white fluorescent lamp” 


to use is now simplified. The two new lamps—plus two 
“high-efficiency” lamps—create a line of four G-E white 


fluorescent lamps that fill practically every fluorescent 
lighting need. 

STANDARD COOL wuite (formerly 4500 white) —offers high 
efficiency with reasonable color rendition. Widely pre- 
ferred for most working and selling areas. 

DELUXE COOL WHiTE— gives best possible color rendition 
with good (but not highest) efficiency. Recommended 
for areas where color rendition is most important. 
STANDARD WARM wuite (formerly Warm Tint) provides 
highest efficiency combined with color impression of 
filament lighting. 

DELUXE WARM WHITE combines excellent 

color rendition with good (but not 

highest) efficiency. For warm environ- 

ment where true color is essential. 

FREE SELECTOR GuipE shows which lamps 

you need to meet your lighting require- 

ments. Write General Electric, Div. 166- 

ID1, Nela Park, Cleveland 12, Ohio. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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THE NEW 1950 
MODEL 600 
Lummins 


SAW 


Every single feature is a 
“must’’ for maximum 
utility, performance and 
long life. 


Motor power is 25% greater 
than ever before. Now cuts 


faster, smoother os 
fe 

“ 

*) - 


rope. 3 
no 
Ne re 
Greatly increased velocity of air 


directed at front of saw base 
keeps line of cut clean of saw- 


dust. 


Restyledforeasier, moreefficient 
handling on straight, bevel or 
pocket cuts 

wr 


ye a 


Blade speed increased from 3600 
to 4200 R.P.M. for faster cutting 


ney increased by 
long motor life 
more comfortable to use 


Ait 


Position of cord in handle adds 
to convenience of placing cord 
over shoulder out of the woy 
of work 


New method of mounting tele 
scopic guard insures quick return 
action cannot become clogged 
with sawdust 


Wider, stronger base improves 
accuracy in cutting in all posi 
tions 

Easy to recch wing nuts for 
adjusting buse for depth and 
bevel cuts 





| Portable Toals (2 


LINE 





Here is a combination of power tools that is creating o 
sensation in industry. Think of it!—a 6” portable saw, 

a 4” belt sander and a 4” planer, doing all the jobs 
illustrated here, for only $176.00. You know from experience 
that if you were to attempt to sell these three practical 

and efficient power tools with independent motor drives, 

the cost to your customer would be in excess of $350.00. 
For just about half that amount you can sell your customer 
this great Cummins Power Tool Combination. 


It takes less than five minutes to mount Cummins Model 600 
Saw on either the Sander or 





Planer unit. Here is versatility; 
here is practicability; 


tee EVERY CARPENTER, BUILDER, WOOD- 
convenience; here is the WORKER AND PLANT MAINTENANCE 
anger rt MAN IS A PROSPECT FOR THIS POWER 
and we remind you TOOL COMBINATION WHICH SELLS FOR 


again, the price is 
only $176.00 





An attractive brochure 
has been prepared, 
to present to you and 
to your prospects the 
tremendous value 

that is built into this 
3-tool combination. 
Write for your copy 
today. 


BEVEL PLANING 


PORTABLE 


» 
Lumminsino 
@ | noe ince eae 








WASHINGTON BRIEFS 


(Continued from page 10) 
likely to fall on corporations and 
high individual incomes. 

Wartime excises on transpor- 
tation, communication, light bulbs, 
and other consumer items are al- 
most sure to be eliminated or Cut 
HOMEBUILDING — Homebuilding 
since the war has been a strong 
prop under our present. prosperity: 
it ereates a tremendous demand not 
only for such raw materials as lum- 
ber, glass, cement but also for ap- 
pliances, furniture, television, and 
the whole gamut of equipment and 
supplies needed to keep houses 

| Tunning. 
introduces es Oe Homebuilding the last couple 


iy /) / of years has been running around 
to your customers / 2 900,000 units a year--a terrific rate. 


eB : But Leon Keyserling, New Dealish 
j : member of the President’s duo of 
, * ie economic advisors, says that if 

. ‘a 


prosperity is to be continued over 
the next ten years, homebuilding 
will have to group to about double 
this figure, or about 2 million new 
cc units per year by 1959. 

This target, set by so promi- 
nent an economist so close to the 
President, has sent construction 
men into a turmoil. 

The builders are wondering: 
what’s going to happen if such a 
vast amount of private housing con- 
struction fails to materialize? Is 
the Truman administration going to 
propose that public housing make 
up the difference? 





BUSINESS FOR SMALL BUSINESS 
The introduction of the Red Rocket provides you | — To help small business through 
with a power hack saw blade you can recommend the ropes of foreign trade, Paul 
wholeheartedly for production metal cutting. This Hoffman’s Economic Cooperation 
new blade is tough and flexible. It stands the Administration is sponsoring ‘‘field 
abuse of excessive feeding pressures. The Red counseling groups’’ throughout the 
Rocket's resistance to breakage makes it a suit- country. 
able blade for use on machines not in the best The idea: help the smaller 
mechanical condition. The Red Rocket is a safe company get the information it’s 


: fter closer to home, thus elimina- 
1 t is | danger of shattering. = , 
oaiee Sevens Chose & Sete Cong 9 ting the need to write to Washing- 


ton. 
The groups consist of local 
+ OO Ne ete Ath “th “6 bankers and Chamber of Commerce 
VV) ~r ~f7 - officials whose job it is to keep in 
Ve @,. BIA RMSE (e(., ING. touch with foreign trade and ECA 
1297 TERMINAL AVE. DETROIT 14, MICH.) | operations. 
= = tama (Continued on page 18) 
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Lamps in all regular pre-heat types have been sold with 
a guaranteed rated life of 7500 hours! * 


WHAT DOES THIS MEAN TO YOU? 


Without costing you a single extra penny, Champion Lamps have 
been giving you up to triple operating value. The cost of maintenance, 
because of fewer lamp replacements, is much lower. 

Better look into this big bargain in better light — the Champion 
7500 Hour Lamp. Get in touch with your local distributor or write 
us for full details on this amazing Lamp value. 


*On 3 hour or longer burning cycles 


BUSINESS 


— because every one of your 
customers and prospects will 
be seeing this striking adver- 
tisement. 


Note that they are urged to 
get in touch with you. 


Now is the time to make the 
most of this great advance in 
Fluorescent Lamp value. 


Champion 7500 Hour 
Fluorescent Lamps mean 
new accounts, new profits 
for you! 





a 


N LAMP WORKS 
Lynn, Massachusetts 
“A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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DON'T LET “HABIT” KEEP YOU FROM SWITCHING TO 
THE PACE-SETTING 


If you're a “Last-Minute Latimer,” you’re not alone. Too many of us rush 
along from day to day, goaded by time and guided by habit. But it pays to 
stop occasionally and plan ahead. 


Right now, for 1950, you ought to be looking for the most cooperative, 
profitable valve franchise available. Leading distributors all over the country 
are turning to OIC for valves with powerful sales appeal — for a long line 
of up-to-date valves, engineered and tested to satisfy customers’ strictest 
requirements. In addition to fine valves, OIC offers you real cooperation: 
two million ads a year to pave the way for your salesmen . . . training meetings 

. catalogs and printed sales aids . . . fast transportation service . .. and a 
Selective Franchise that lets you sell — without competing with your manu- 
facturer. Write direct to OLC for more information on the valve profit picture 
in your territory. 
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@® UNION BONNET 
BRONZE GATE VALVE 


GIVES YOU MONEY-SAVING 
FEATURES YOU'LL WELCOME 


When sales are needed most, OIC acts — quickly and forth- 
rightly — to stimulate business. Introduction of this new line 
of 200-pound Union Bonnet Bronze Gate Valves means more 
orders and more profits for every OIC distributor. It further 
emphasizes the ability of OIC valves to fill every customer's 
requirements. It represents help where help counts — in the 
creation of a completely new group of gate valves, built for 
use on water, oil, steam, or gas lines. Look at these business- 
getting features: 


ve seeeee 
‘peneeee. 


te ge 


LONGER LIFE-LOWER COST 


CR POON IO TONE 


Scientifically designed, constructed of highest quality materials, 
accurately machined and thoroughly tested for trouble-free operation. 


EASILY SERVICED LOWER MAINTENANCE 


Easy to dismantle and reassemble. Quick inspection and servicing. Easy 
repacking. 


EASIER OPERATION—SAVES TIME 


Perfect seating without binding or undue wear. Straight-through flow. 
Minimum pressure drop. 


STRONGER—GREATER SAFETY 





Ample wall thicknesses. No dangerous stress concentrations. Leak- 
proof joints. 


SPECIAL INTRODUCTORY OFFER 


If you'd like to check this OIC bronze 200 lb. union 
bonnet gate valve, simply send us the size and we'll 
deliver you a sample on memo billing. Inspect it, 
analyze it, take it apart, test it. At the end of 30 days, 
if you’re not convinced of its superiority over any 
comparable valve you’ve ever used, return it for full 


credit. * 
THE OHIO INJECTOR CO. 


113 PINE ST. WADSWORTH, OHIO 


*This special offer is being made to users through 
our national advertising. Requests will be handled 
through our distributors as usual. 


BRONZE e« IRON e CAST STEEL « FORGED STEEL 
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a (MARKET. FOR YOU--- 
© THROUGH PRODUCT DESIGN AND 
 ON-THE-J0B PRODUCT PERFORMANCE 


es ALSO BECAUSE THE LINE 1S COMPLETE T0 
_ MEET VARIOUS INDUSTRIAL APPLICATIONS 


V-BELT DRIVES 


Medart V-Belt Drives give your customers 
these benefits... positive speed 
quietness... cleanliness... 


compactness.. 
..dependability... 
shock absorption... 


easy on bearings... low 


maintenance cost...smooth driving and safety. 


Other WMedart Products 

Belt Shaft 
Adjusters Couplings 
Write. 


Pillow 


Blocks 


Literature on each is available. 


Fm continues relentlessly 
to seek ways of economizing.. 
to hammer down costs and keep 
them at the lowest possible level. 


That is your cue for action...that 
is the signal to distributors that 
industry is wide open to the ad- 
vantages of MEDART Mechanical 
Power Transmission Equipment. 


You can get the full profit benefit 
of this opportunity because the 
market around you knows the 
name MEDART...You are equip- 
ped with a line that does a 
selling job that is continuing. 


Make that good sound busi- 
ness move now and send for 
Catalogs No. 56-V, 77 and 88. 


MEDART 


Simple to mount and 
Bushing is split for entire 
length on one side assuring full length fit 
on oversize, standard or undersize shaft. 


dismount. 
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“SL” SHEAVES 


Sleevelock Type 





1950 
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(Continued from page 14) 

Also, ECA is distributing to 
European importers and other agen- 
cies abroad a book which lists a 
description of product, name, and 
address of small U.S. businesses. 
The list was compiled through the 
help of local Chambers of Com- 
merce, and the field offices of the 
Department of Commerce. 

ECA hopes both these moves 
will pay off even after ECA is gone 
by introducing a lot more U.S. busi- 
nessmen to foreign trade. 


ATOMS AT THE CROSSROADS — 
Atoms are going to be enmeshed in 
politics more than ever before. 

The questions that 
are coming up mean just one thing: 

Congress, in one way or an- 
other, is going to be reviewing the 
whole atom program. 

The questions that are going 
to be debated, mostly on a political 
plane, are these: 

Now that Russia has the 
bomb, should the U.S. make another 
try at international control? 

Should the U.S. revive its war- 
time sharing of atom know-how with 
Britain and Canada? 

Should the U.S. atom program 
be turned over to different people, 
turned in different directions? 

This last question is brought 
up by the fact of Lilienthal’s recent 
resignation as chairman of the Atom- 
ic Energy Commission -- and by the 
fact that the terms of all members 
of the Commission expire next Au- 
gust. 


crucial 


But the whole question of new 
men to run our atomic program also 
brings up again for decision such 
more meaningful questions as: 

Should the 
taken from civilian control, 
over to the military? 

Should AEC put 
less -- emphasis on development of 
peacetime of 
atoms as a source of power. 

Or should we spend all our 
atom money for just one purpose: 
developing and stockpiling the most 
of the best kind of bombs we can 
make? 


atom program be 


turned 
more 


- OF 


uses, development 











SAIL TO0ls 





Your customers and prospects know SKIL Tools 


because big, consistent SKIL Tool ads precede your salesmen into 


each office. Wherever you go SKIL Tool quality plus SKIL Tool 


advertising have made SKIL Tools a “household” word in industry. 


In every industrial field selling is easier because SKIL Tools is a 


familiar and respected name. Month after month, year after year, 


you are assured of the kind of advertising support that makes yours 


a better, more profitable business—with SKIL Tools. 


SKIL Tools are made only by 

SKILSAW, INC. 

5033 Elston Ave., Chicago 30, Ill. 
Factory Branches in Principal Cities 

In Canada: SKILTOOLS, LTD. 

66 Portland St., Toronto, Ont. 


{| as 









Ke r Lt? =) 


In 6 Construction Magazines 
American Builder 

Carpenter 

Constructor 

Practical Builder 

Southwest Builder and Contractor 
Western Building 


In 8 Industrial Magazines 
American Machinist 

Factory Management and Maintenange 
Machine and Tool Blue Book 

Mill and Factory 

Modern Machine Shop 

Pacific Factory 

Southern Power and Industry 

Steel 


In 6 School and Vocational 
Magazines 

American School Board Journal 
Industrial Arts and Vocational Educa 
Nation's Schools 

School Executive 


School Management 
School Shop 


In 3 Sheet Metal Magazines 
American Artisan 

Sheet Metal Worker 

Snips 


In 3 Wood Working 
Magazines 


Furniture Manufacturer 
Wood Worker 
Wood Working Digest 


ROPE 
FITTINGS 


Only manufacturer of the complete line —wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York ¢ Chicago ¢ Pittsburgh 
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Tube Working Topics 


BY IMPERIAL... For Men Who Sell Tubing Tools 
and Men Who Work With or Connect Tubing 





Retractable 
Reamer 


ay 


Enclosed 
Mechanism 





Flare Cut-Off 
Groove 





NEW TUBE CUTTER 
HAS BALL BEARING ACTION 


Something new has been added in tube 
cutters. A “free wheeling” tube cutter with 
ball bearing action is the latest develop- 
ment in this type of equipment. This new 
Imperial tool not only makes cutting easier, 
but this free wheeling feature speeds size 
adjustment. 

This cutter makes speedy, right-angle 
cuts on hard or soft temper copper, brass, 
aluminum and thin-wall steel tubing in 
sizes from 14” to 1” O.D. 

An unusual feature is the flare cut-off 


groove which permits removal of damaged 
flares from tubing with a minimum of 
waste. 

Cutter has a retractable reamer which 
folds out of way when not in use. Body is 
aluminum alloy providing high strength 
with minimum weight. Overall length only 
4", making cutter extremely convenient 
in close quarters. 

Tool is listed as Imperial No. 274-F .. . 
$3.30 each. Other cutters available for tub- 
ing up to 2144” O.D. 


FEATURES SINGLE-NUT CLAMPING 


Fig. 2. Yoke slides on 
over end of die holder 
and compressor cone is 


Fig. 1. Tubing is inserted 

between segments of 

proper size die block. 

Then cam action clamp is turned down firmly. Re- 

swung into position and sult is a perfect 45° 

thumb screw tightened. flare without scoring the 
tubing. 


Here’s How New Imperial Hi-Duty 


Flaring Tool Does A Better Flaring 


Job .. . Faster 


In place of the usual flaring bar, this unique 
tool has a new die holder with sliding dies 
for clamping the tubing. There is only one 
thumb screw to tighten. This greatly speeds 
up tube clamping. See Fig. 1. 

Yoke slides right over end of die holder 
without twisting or turning; then a few turns 
of the compressor screw and a precision 45° 
flare is made. See Fig. 2. 

Due to construction of the extra depth die 
blocks, tubing is not scored—an advantage in 
making stronger flares. 

This tool will flare 5 different sizes of soft 
copper, brass and aluminum tubing—4”, 
", Ye" and 5%” O.D. It is listed as 
Imperial No. 300-F. Sells for $5.45. 


Bs. ash 
Ae ¥% 





MAKES BENDS WHEREVER 
YOU WANT ‘EM 


These convenient open-side hand tube 
benders will slip over the tubing at the 
exact point where bend is desired. This 
makes them especially handy in hard-to- 
get-at-places where tubing has been par- 
tially connected. 


They will make neat, accurate bends to 
short radius to any angle up to 180°. Cali 
brations on bending form show deg 
positions. 

Imperial No. $64-F Benders are furnished) 
in 7 sizes for bending tubing %g” to 4%” 
O.D. A separate bender is used for each) 
size. Prices range from $6.35 to $31.00. 


HANDY TOOL REAMS 
INSIDE AND OUTSIDE 


Here is a 

handy tool 

for fast and 

efficient 

reaming on 

both the in- 

side and out- 

side edges of 

copper, brass or aluminum tubing. 
Just the thing for preparing tubing 
for connection. It has three hardened, 
hollow-ground steel cutters. It is 
known as Imperial No. 208-F Inner 
and Outer Reamer and is for use on 
tubing from %”" to 114” O.D. Priced 
at $2.20. 


TUBE WORKING HANDBOOK 
HAS WEALTH OF INFORMATION 


This practical book is a ready reference on 
working with tubing. Gives valuable “how- 
to-do-it” information 

on tube cutting, flar- 

ing, bending, ream- 

ing, pinch-off 

soldering, swedging. 

Write for a copy. 

















The Imperial Brass Mfg. Company, 511 S. Racine Ave., Chicago 7, Ill. 


IMPERIAL 





Pioneers in Tube Fittings 
and Tube Working Tools 
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) Socket Head Cap Screw 





...is specified by designers and production men everywhere be- 
cause of its time-saving knurled head and its uniformly high quality. 


Other “UNBRAKO” Products include: Socket Set Screws with Knurled Cup Points, 
Socket Set Screws with Knurled Threads, Square Head Set Screws with Knurled Cup 
Points—all patented Self-Locking screws that won’t shake loose ! Knurled Socket Head 
Stripper Bolts, Precision-Ground Dowel Pins, Fully-Formed Pressure Plugs. 


SOCKET BRA () SCREWS 
SPS STANDARD PRESSED STEEL CO. 


BOX 519 JENKINTOWN, PENNSYLVANIA 


"Serving Industry continuously since 1903 through In 
S Ind ly 1903 th h 4 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS ARMSTRONG HIGH SPEED ARMSTRONG Turret Lathe and 
F Permanent, multi-purpose tools, for every Ready-to-grind Bits ...Ground Cutters. Screw Machine TOOL HOLDERS 
operation on Lathes, Planers, Slotters and ARMALOY Cast Alloy CUTTER-BITS Drill Holders, Cutter Holders, 
Shapers. ARMIDE Carbide-Tipped CUTTERS Finishing and Knurling Tools for 
6 cutter shapes, 12 sizes—2 grades. standard operations. 





ARMSTRONG Drop ARMSTRONG Drop Forged ARMSTRONG Setting Up ARMSTRONG Drop Forged 
Forged DOGS “C’" CLAMPS Tools Eye Bolts 

Lathe Dogs, Milling Ma- Heavy Duty, Medium Serv- A complete line of Drop Plain or shoulder pattern. 

chine Dogs, and Clamp ice, Deep Throat, and Tool Forged Strap Clamps, Planer Blank or Threaded. 14 sizes, 

Dogs. 12 types, all sizes. Makers’ types in all sizes. and Bracing Jacks and T-slot Drop Forged and heat 
Also Machinists’ Clamps. Bolts. treated. 








ARMSTRONG Ratchet ARMSTRONG Drop Forged ARMSTRONG Detachable ARMSTRONG Machine 
Drills Wrenches Socket Wrenches Shop Specialties 
All steel wearing parts hard- Both Carbon and Alloy Steel. All sizes and types with driv- Drill Drifts, Tool Posts, Drill 
¥ ened. Packer, Railroad, Over 100 types in all sizes. ing handles, extensions, and Holders, Cutter Grinding 
Standard, and Short types, Improved designs, steels, and drop forged ratchets. Sold Holders, and Tool Makers’ 
both plain and reversible. heat treating ... stronger. singly or in cased sets. Vises. 





ARMSTRONG BROS. TCOL CO. 


Better Pipe Tools. A complete line, each a better “The Tool Holder People” 
5205 W. Armstrong Ave. Chicago 30, Ill 


7 tool with hardened, alloy or drop forged parts Eastern Whse. and Sales: 199 Lafayette St., New York 12, New York 
wherever they will add to strength or tool life. Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif 
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GIVE YOUR CUSTOMERS THESE 





Brightboy Rod in drill 

press, burring and pol- 

ithing inside of guide 
le 


Cleaning and smoothing 
of threads with Bright 
boy Hand Tablet 


r 
Due best opportunity for your metalworking, woodworking and 
plastics products customers to increase profits, cut production 
, Tage . : i Polishing base of e’bow 
time, lies in labor-saving operations. This is why more and more Ge with Goldie 
manufacturers in these fields are turning to versatile, rubber-cush- Wheel 
ioned Brightboy, which not only BURRS, FINISHES, CLEANS and 


POLISHES in one operation, but also performs many other time 


saving functions in conventional and special finishing. 


You, too, ean profit by Brightboy’s outstanding adaptability. It 
is a “natural” to sell in combination with rough grinding wheels, 
coarse abrasives and cutting tools; it logi- 
cally follows their uses on the production 
line. You need highly popular, consistently 
advertised Brightboy to round out your com- 
plete abrasives service to customers. You'll a ae ee ae 
want Brightboy because of its extra sales dural and stainless steel 
opportunities. Dealer franchises are availa- fp.) “ ih ak 
ble in choice industrial localities. Write nou 


for details 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co., Newark 7, N. J. 
A perfectly “balanced” combination of abrasive and rubber, America’s Pioneer Manufacturers of 
Brightboy is used following the rough grind. It: Rubber-Bonded Abrasives 
1. Bridges the gap following the rough grind, through the buff, 
frequently in one operation em. 


WELDON ROBERTS 


2. Works to close tolerances; can be shaped to contour. 


3, Produces a wide variety of conventional and special finishes 7 
and patterns; frequently the final polish. ) 1 o h t oO a4 
: Ret ‘ 


4. Requires no before-use preparation or dressing; no skilled 
labor to handle it. 


U.S. par 
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There's no other file like a “Red Tang”’ File, because: 1— It’s the only file SIMONDS 
made to Simonds’ single standard of quality. 2—lIt's the only file made with teeth =. | SAWAND STEEL Co! 
designed like Simonds Metal-Cutting Saw teeth. . . teeth that cvt instead of scrape. ' 


. a : ace eo : FITCHBURG, MASS. 

3 -_ Every “Red 7 ang’ File is individually hardened, brine-quenched, and 3 Divisions of SUAONDS SAW AND STEEL CO. 
straightened. Prove Simonds Consistent Cut-Ability for yourself. See your ; making Quality Products for Industry 
Industrial Supply Distributor ...or call the nearest Simonds office... and get ‘ 


oe (— more file-miles per dollar. 
f. . } : 
0. § 


*(° 


-_- ~~, 


A Ue tinea 
INSERTED-TGOTH, SEGMENTAL, AND SOLID SAWS METAL BANDS FLAT GROUND STOCK HACK SAW BLADES 








BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, Calif. ; 228 First St., San 
Francisco 5, Calif.; 311 S, W. First Ave., Portland 4, Ore.; Canadian Factory: 595 St. Remi St., Montreal 30, Que. 
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Hosé@ for cleaning by air 


Hose on stationary carbonating pumps 


Hose on paper mill machine 


Bondoc HOMO-FLEX Hose “Flexible as a Rope” 


“Maybe your hose problem’s not so tough, maybe tougher .. .” 


“., . But whatever it is, chances are that Raybestos- 
Manhattan has a hose to solve it.” This is the testi- 
monial of the Lewis Supply Company, Memphis, Tenn. 


One of their customers was having trouble handling 
anhydrous ammonia. Ice formed in the hose, which 
caused the hose to become brittle and to crack. Lewis 
Supply turned the problem over to Manhattan research 
men. They quickly developed a special “anhydrous 
ammonia hose”. 

This, of course, enabled this Raybestos-Manhattan dis- 
tributor to render outstanding service to the customer. 
It’s a story that has been repeated many times with 


many hose problems. Manhattan engineers have de- 
veloped no less than 63 different types of hose, each 
for a specialized purpose. 

Famous among Manhattan’s standard constructions 
are CONDOR, for heavy duty jobs from sand blasting 
to dredging . . . and HOMO-FLEX, the easy-to-handle 
hose for air, water, suction, paint spray, etc. Newest 
development is RAY-MAN, made with rayon cord for 
extra light weight and flexibility on small air tools, 


Many troublesome maintenance and equipment oper- 


ating problems are eliminated when you make Man- 
hattan your choice. 


Keen Ahead With Manhattan 


MANHATTAN RUBBER 


DIVISION 


_ PASSAIC, NEW 


JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts © Brake Linings * Brake 


Blocks ® Clutch Facin 


gs * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels © Bowling Balls 
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This 


oPeraion 


LunkeNnHeimer advertisements for 1950 
—like the one shown here—will 
emphasize new, streamlined man- 
ufacturing facilities, metallurgical 
research, distinctive design and 
nearby engineering service, all 
of which add up to Leadership 
through Achievement. Prominent- 
ly displayed in each advertise- 
ment will be a reference to the 
distributor organization of which 
you are a part—the widest and 


best valve service in the nation. 
Defend On 
UNKENHEIy, 
DISTRIBUTOR - 
T deredee aad 
alue (aventory / a 


n 


These messages will reach 
more than half a million valve 
buyers monthly, through pages 
in the nation’s leading indus- 
trial publications. They'll help 
you build a better valve busi- 
ness in 1950! 
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POWER PUMPS 


CENTRIFUGAL PUMPS 


Be sure you use the direct mail Worthington has pre- 
pared for your use over your name. Get in touch with 
vs for latest printed literature on Worthington pumps. 


~~ 


WORTHINGTON PUMP AND MACHINERY CORPORATION 


PUMP AND COMPRESSOR MERCHANDISING DIVISION 
HARRISON, NEW JERSEY 


POWER TRANSMISSION: sheaves, V-belts, variable speed drives sb 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 


HAN D 


— 


oO '2 2 Vee es 


JA os y Pde 


Here ee the 
Biggest 
Sales Points 


in Pumps 


Nobody else can say: “The people 
who made this pump know most about 


? 


pumps! 

Nobody else can say: ‘‘ Whatever 
your pumping requirement, we have 
the pump for the job!” 

That’s where the Worthington dis- 
iributor has the advantage. The name 
WORTHINGTON on a pump stands 
for the world’s broadest experience in 
pumps. And since you, as a Worthing- 
ton distributor, handle the broadest 
line of pumps (Worthington makes 
all types), your recommendation is 
sure to be unbiased. 


Sell This Pumping Experience 


To help you gain new customers for 
the Worthington line of pumps, we’re 
advertising that you, as our distribu- 
tor, carry the broadest line of standard 
pumps — centrifugal, power, rotary, 
steam—and that your stock is sup- 
ported by factory service. 

Mention Worthington’s line, Wor- 
thington’s know-how, Worthington’s 
service to all your customers. pce, 
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LITIhdaY... 


BUT YOU GET THE 


CONGRATULATIONS! 


With the end of 1949, the S. W. 

Card Manufacturing Company com- 

pleted its seventy-fifth year in busi- 
ness. The last fifty of those years have been spent 
doing business through Distributors. 


You can’t work with a group of business associ- 
ates for such a long time without coming to ap- 
preciate how vital they are to your own business. 
We at Card learned long ago that Industrial Dis- 
tributors form the backbone of any modern, effi- 
cient distribution system ...and for that reason 
we adopted a liberal, progressive policy of coopera- 
tion that helps the Distributor. 


Yes, Card’s policy really backs up the Distribu- 
tor...not. through fair dealing alone... but 
through a vigorous, consistent advertising cam- 
paign, strong merchandising program and en- 
gineering service that helps you to get —and 
keep — more business. 





So, in recognition of those fifty years of associa- 
tion in which America’s leaaing Industrial Dis- 
tributors have played such a vital part in building 
our business, we at Card congratulate our Dis- 
tributors on the service they are rendering to 
industry in general. 


*by the Pittsburgh Testing Laboratory 


ane motors of DIES * SCREW PLATES MANUFACTURING COMPANY 
s mo ' 

ote STOCKS * TAP WRENCHES Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL CO. 
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Show up in large figures 
» THE PRODUCT 


RUST-OLEUM is a scientifically prepared 
rust preventive that is easy to apply and 
is self-levelling. Here is a product with 
either flat, semi-gloss, or gloss finish that 
has great salability because of the excellent 
job it does wherever applied. It is pliable 
and retains its elasticity. RUST-OLEUM 
resists expansion or contraction. It is 
applied by spray, dip, or brush method. 
Any trade area can be a volume sales 
producer. 


* ITS PURPOSE 


There are Industry-Proved RUST- 
OLEUM products for protecting metal, 
wood, brick, concrete, etc. RUST- 
OLEUM is applicable to stacks, metal 
roofs, fire escapes, boilers, structural 
steel, window frames, pipes, ducts, tanks, 
and a long list of other items. It is used 
both indoors and out. In its various types 
RUST-OLEUM resists acid fumes, alkali, 
grease, oil, exterior weather elements, brine, 
slight abrasion, salt water, salt air, etc. 


* THE RESULTS 


Where RUST-OLEUM is used, time, labor, and money are saved. 
This has been true for years past throughout industry, and means 
that you build permanent customers and therefore steady sources 
of profit. Now particularly when all of industry is seeking ways and 
means of saving money, RUST-OLEUM gives you an excellent 
opportunity for increasing your earnings. 


Your MARKET - 


Rust is one of industry's big problems. It is being fought continuously 
It means that you have a market for this rust preventive that is as 
big as all industry itself. Distributors require no complicated, tech- 
nical knowledge. The repeat business in YOUR market is something 
for you ta think about. Yoy can be the “stop the rust” man in your 
territory and make excellent money as such. 


RUST-OLEUM 


Available in colors, white 
and aluminum. 
Decorates as it protects. 


PREVENTS 
RUST 


DISTRIBUTOR 
POLICY 


We cannot emphasize too strongly 
the value of a RUST-OLEUM dis- 
tributorship and the protection it 
gives you. Our policy of selective 
distribution assures fast, profitable 
turnover on minimum inventory. 


Promotional support — Your sales 
effort is backed by an increased 
advertising schedule in Time, 
Newsweek, BusinessWeek, Factory, 
Mill & Factory, Modern Industry, 
and other leading industrial pub- 
lications — plus direct mail adver- 
tising, directories, and our catalog 
in Sweets. 


Cooperative Field Men — RUST- 
OLEUM trained field engineers 
qualifiea to do a thorough sales 
job are ready at all times to help 
you build and maintain high profit 
volume. 


Write — As a good business move 
we suggest that you write for 
complete information and data on 
tested sales promotion and sam- 
pling campaigns. 


CORPORATION 


2413 Oakton ‘Street . Evanston, ‘Ilinois 
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LOGGING 


TRANSPORTATION 


PETROLEUM 


MANUFACTURING 


CONSTRUCTION 


CF 


MINING 


MARINE 








KENNEDY'S sales policy 


HELPS: YOU... 





HELPS YOUR CUSTOMERS! 














FROM MANUFACTURE to the final inspection nothing is 
spared to insure the quality and dependability of Ken- 





nedy Valves and Fittings. 

The same care and thought is extended to sales! 

That is why Kennedy Valves and Fittings for domestic 
and industrial use are sold through a local distributor. 
The prompt, informed service which the distributor 
offers, the knowledge of local conditions and local mar- 
kets which he has, all add up to better service for users 
of Kennedy Valves and Fittings . . . and the establish- 
ment of a relationship that is profitable for everyone. 


* That iswhy Kennedy advertisements, making 
more than 2,600,000 “sales calls” per year, 
all say, “Buy from your local distributor.” 


THE 


VALVE MFG. CO. 
iq: N N 7 DY 1040 EAST WATER ST. 
ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO + SALES REPRESENTATIVES IN PRINCIPAL CITIES 








If You Use Saws to Cut Metal... 


NOW 
TKINS 
CAN HELP YOU 


: 
; 
: 




















sales and bi 
gger 
Y Pushing the full Atkins line 


g 


Call in your Atkins Distributor. Invite him to show you, on your | 
own machines, how the right Atkins Saws can substantially reduce 
your costs of cutting metal. This has happened in plant after plant © 
the country over—through increased output, cleaner output and 
lowered saw replacement costs... Your Atkins Distributor is an 
expert, backed by the most extensive engineering and research fa- 
cilities of Atkins. He handles the complete Atkins line to meet every 
saw need. He's the best man to handle all your saw requirements. 


Aricins Scher Cel au ases 


Industry's “Standard for more than 25 years.” For tough, high-carbon 
steel or any steel that can be cut with a hacksaw. Available in both 
hand and power blades. Also “Curled-Chip” power blades. 


ATKINS Si4c:-/Zash BLADES 


A new blade for sawing lower-alloy steels where high production 
cutting is essential. Tough, flexible and practically unbreakable in 
its field of service. Resists chipping and abrasive action. For all 
makes of power hacksaw machines. 


ATKINS Gand Saw BLADES 


Teeth are milled to uniform size and 
shape, with deep gullets. Flexible 


back, hard edge. For cutting harder 
materials. Other band saw blades ©o 
includeail-hard and “Curled-Chip” 


buttress type. All standard widths. 


gp AORTA LAD 





4) 

g €. C. ATKINS AND COMPANY 
So Home Office and Factory: 402 S. Iilinois $t., indianapolis 9, Ind. 
Branch Factory: Portiand, Oregon 
Branch Offices: Atlante + Chicage + New Orleans + New York 
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or Today’s 
Tough Service Demands 


Ped 





EFFICIENT AND DEPENDABLE 
STEAM GENERATION 
Vogt steam generating units are designed to 
ive maximum rating in a minimum of space 
with high efficiency and low maintenance ex- 
pense. Bent tube types and straight tube, 
forged steel sectional header types to burn 
solid, liquid or gaseous fuels, as desired, meet 
every power, heating or process requirement. 





PROCESS EQUIPMENT FOR 
EVERY SERVICE 

Stills, towers, oil chilling machines, filter presses, 
heat exchangers, etc. are constructed to all 
Codes. They meet all demands for operating 
security and trouble-free performance and help 
to lower costs in important process industries 
around the world, 





SPECIAL MATERIALS FIGHT CORROSION 

AND PRODUCT CONTAMINATION 
Our modern shops produce a wide variety of 
equipment made from special metals and alloys 
to combat corrosion, and product contamination 
or discoloration. Fabrication procedures em- 
ployed insure that corrosion resistant properties 
of welds will match that of the materials from 
which units are constructed, 





MORE TONNAGE AT LESS COST 
Over 60 years of manufacturing experience, 
engineering and research stand behind Vogt 
refrigerating and ice making machinery. Ab- 
sorption Systems, Compression Systems, and the 
Automatic Tube-Ice Machine in a wide range of 
capacities serve in leading petroleum refineries, 
chemical plants, ice and cold storage plants, 
dairies, packing plants, etc., at home and abroad. 





DROP FORGED FOR EXTRA TOUGHNESS 
AND LONG-TIME SERVICE 

Vogt valves, fittings and flanges, for top per- 
formance in oil, water, air, gas, and ammonia 
services, at high or low pressures and tempera- 
tures, are available drop forged entirely from 
carbon steel or stainless steel. Valves can be 
furnished in a combination of materials by 
using stainless steel for parts affected by service 
temperature or corrosion, and less expensive 
alloys or carbon steel for other parts. 





Air View of Vogt Plant 


<a 


HENRY VOGT MACHINE CO. 
LOUISVILLE 10, KENTUCKY 
BRANCH OFFICES NEW YORK, PHILADELPHIA. CLEVELAND, CHICAGO, ST LOUI 
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FULL STRENGTH 
SOCKET WON'T 
STRIP OR WEAR, 


NEVER 
OUT-OF -ROUND 
LEAKPROOF METAL- 
TO-METAL SEAL 


ALLEN TRU-ROUND 
DRYSEAL PIPE PLUGS 
100% Pressur-Formd 





This newest Allen O Head product, 
made of Allenoy steel, meets 
all the demands of a dryseal plug 
in applications involving extreme 
pressure, such as in refrigeration 
and hydraulic equipment. For 
use with dryseal taps. No sealing 
compound required. 

It stands up under repeated 
wrenching as no plug has before. 
Its Pressur-Formd socket, un- 
weakened by drilling and broach- 
ing, is so strong the key will shear 
before the socket strips. 
Pressur-Formd threading insures 
metal-to-metal contact all the way 
by producing burnished threads. 
This method prevents distortion 
and nicked, imperfect threads 
which gouge softer metals and 
impair the seal. 

Accurate fit is assured by 360° 


gecessorily 


roundness, and by a perfect taper, at 
both the pitch and crest diameters. 
Here’s positive protection against 
the high cost of leaky or faulty 
pipe plugs. Get ‘“‘Tru-Round” 
Dryseal Pipe Plugs by ordering 
genuine Allens in the distinctive 
black and silver box. 
Now available in sizes from 6” 
to 14”. No increase in price. 
Write us for samples and en- 
gineering data. 
FOR NORMAL APPLICATIONS 
Our “‘Tru-Round”’ stand- 
ard pipe plug, also Pressur- 
Formd, is leakproof, and 
a sealing compound is not ordinarily 
needed for pressure-tight joints. Pre- 
cise roundness and smoother threads 
make for better seal. Threaded strictly | 
in accordance with Army-Navy Aero- 
nautical Specification AN-P-363. Fully 
guaranteed. 


ALLEN®:) 








According to independent 
case studies 

by the leading authorities, 

ALLEN advertising is... 


BEST READ 
BEST REMEMBERED 
in 
Fastener Advertising 


Well over five and a quarter 
million messages like the one on 
the left have gone to industrial 
screw product users in a period 
of twelve months. 


And as always, Allen backs your 
selling efforts with top notch sales 
literature, informative material, 
displays, plus personal sales help 
and factory engineering when 
required. 


You know Allen makes the finest 
socket screws and related prod- 
ucts money can buy or you 
wouldn't be handling the line. We 
aim to keep it the most profitable 
line by doing our full share toward 
turning in the best ‘‘team selling 
iob’’ possible. Call on the Allen 





MANUFACTURING COMPANY 
Hartford 2, Connecticut, U. S. A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 


Jornd 
wees wee 
this block ver 


representative or the factory 
whenever we can help in sales 
or engineering. 





eeeee FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS. 
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Thread 2° pipe in 22 wuali 


wih TOLEDO 


POWER PIPE MACHINES! 


@ Your customers can save up to 80% on 
pipe threading time—by using a portable 
TOLEDO No. 999 Power Pipe Machine 
instead of hand methods! This saves 
labor ... reduces costs! 


The Super Model threads 2” pipe in 
22 seconds...or 30 seconds with 
Standard Model. Cuts off 2”’ pipe in 10 
seconds. Combines speed, production, 
strength, compactness, portability, de- 
pendability and low cost! Write for 
complete details. The Toledo Pipe 
Threading Machine Co., Toledo, Ohio. 
New York Offices: 165 Broadway, 
Room 1310. 


CONTROLS... entirely within for- REAMING . .. with 12 tooth cone THREADING ... speedy, accurate. CUTTING . . . especially fast with 
ward and reversing switch. Speed type fluted reamer mounted on Thread gauge shows length of 4 cutting knives. Perfect square 
adjusted automatically. arm on cutter head. thread being cut. end cuts. No burred edges. 
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The swing in catalogs today—is to our modern photo-offset way. 


ABRASIVE ——— bd SUPPLY COMPANY HOUSH a saggy r spate COMPANY PERTH spaor 1 yo COMPANY 
Newark, New Jer: Evansville, I Perth ers: 
IRCRAFT STEEL SUPPLY COMPANY HUBBARD’S INDUSTRIAL SUPPLIES —- & Aer eKstoN st SUPPLY COMPANY 
Wichita, Kansas Flint, Mich = Wichita, Kansas 

A a COMPANY a UPPLY COMPANY PRODUCTION vous, & SUPPLY COMPANY 

. a 


low Ric St. Louis, 
ALLIED TOOL & ABRASIVE COMPANY INDUSTRIAL SUPPLY COMPANY — MACHINISTS SUPPLY COMPANY 
ALMQUIST BROS California Salt Lake Illinois 


Ci Utah 
INDUSTRIAL SUPPLY DIVISION RAILEY: INC. 
Angeles, California Louis Berkman Co. Miami, Florida 
ANCHOR = COMPANY Ceepenws Ohio RICKERT INDUSTRIAL SUPPLY COMPANY 
Dayton, INTERSTATE MACHINERY COMPANY 
THE BALBACH A” laa Omaha, Nebraska 
Omaha, Nebrask IOWA MACHINERY SUPPLY COMPANY 
BALDWIN SUPPLY “COMPANY Des Moines, lowa 
Charleston, West Virginia JONES & AUERBACH, INC. Springfield, Massachusetts 
BARRETT-CHRISTIE COMPANY k, N. J. STANDARD EQUIPMENT & SUPPLY CO. 
Chicago, Illinois . . Hammond, Indiana 
BARR HARDWARE COMPANY r . STANDARD MACHINISTS SUPPLY COMPANY 
Joliet, Illinois - co. _— h, Pennsylvania 
WALTER R. CARR COMPANY i 8 STAN -SHANNON SUPPLY COMPANY 
San Francisco, California COMPANY Philadel ae aoe Ivania, 
CASANAVE SUPPLY COMPANY Ohio STAND EQUIPMENT CORP. 
Philadelphia, Pa. LEWIS SUPPLY COMPANY Bal — & id 
CENTRAL & RUBBER SUPPLY COMPANY Memphis, Tennessee 
Indianapolis, Indiana LINDQ _-# ——-, COMPANY 
CHICAGO PULLEY SHAFTING COMPANY 
oe... Illinois 
CLARK HARDWARE ‘ened Williamsport, Pennsylvania 
Jamestown, New York MACHINERY & SUPPLY COMPANY 
CLEVELAND TOOL & SUPPLY COMPANY Kansas City, Missouri 
conan. Ohio MACHINERY SALES & SUPPLY COMPANY 


INS & OWENS COMPANY Dallas, Texas 
land MACHINISTS Toot « § & SUPPLY COMPANY Hlentown, Pennsylvania 
Los Angeles LY COMP 
Blinote nies MANUFA de agg « SUPPLY COMPANY pe nei 
~+ Ra VY HARDWARE 
1OSBIE" COMPANY New York MARSHALL NEWELL 1 SUPPLY COMPANY == 5 


Haute, Indiana 
CROSB San Francisco, California GEO's. THOMPSON CO., INC. 


Washington, D.C. McCONKEY-DOCKER & COMPANY [| Sene, Tames 
R. —_ CAN COMPANY Phoenix, Arizona TOOL SHOP HARDWARE COMPANY 
eapolis, Minnesota —— SUPPLY fe ~ aaa Detroit, Michigan 
HAROLD 1 DESSAU, ard Charl em West inia FRANK TRA 
New roe New Y MECHANIC SUPPLI COMPANY New York, New Yor 
MACHINERY é SUPPLY COMPANY Cincinnati Ohio TRACY, ROBINSON 4 SS LLIAMS 
METROPOLITAN SurPLy CORP. Hartford, Connecticut 
Los Angeles, California NY 
F. MEYER & BRO. COMPANY TRIPLEX SUPPLY COMPA : 
eoria, line TRANTER MANUFACTURING COMPANY 
a iy COMPANY ripitisburgh, Pe Penns lvania. 
Utah MID-STATE | <a —aenae CORPORATION 
Y Rockford, inois 
oe MILL SUPPLY 6 MACHINERY COMPANY WARNER’ HARDWARE COMPANY 
GLESENER COMPANY St. & COMPANY 
San Francisco, California MIZE SUPPLY COMPANY - Me. | 
GLOBE MACHINERY & SUPPLY COMPANY Waynesboro, V ia 
Des Moines, lowa MORRIS ABRAMS, 
THE F. HALLOCK COMPANY New York City, New York 
Derby, Connecticut R. C. NEAL , _ 
HARPER FOUNDRY ° MACHINE COMPANY Buffalo, New York 
Jackson, Mississipp' — i 4 Sag 
HARRIS IRON & S PLY COMPANY ew Yor i ew Yor 
HARRIS PUMP 6 SUPP MPANY pf Rs Wwickite, Koma 
& LY CO inneapolis Brees g 
Pittsburgh, Pennsylvania OLIVER BRASIVE 6 é TOOL COMPANY A.V. WIGGINS COMPANY 
SAMUEL RRIS & COMPANY Buffalo, New 
Chicago, Illinois —<—_ bay & SUPPLY Cees 
MW Okichoma City, —e TRON ON © Y YARROW INDUSTRIAL SUPPLY COMPANY 
HART SUPPLY COMPANY Philadelphia, Pennsylvania 
osh, Wisconsin ERSEN BROS. COMPANY ZONNE ELECTRIC TOOL COMPANY 
-HEALY COMPANY Chicago, Illinois Los Angeles, California ; 
HAVEN SAW 6 TOOL COMPANY Cutting Tools (Drills, Reamers, Taps, etc.) Made of HIGH SPEED STEEL, are priced in red. 
Oakland, California 
HAYS SUPPLY COMPANY 
Memphis, Tennessee 
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Warren, Ohio 











600 West Jackson Bivd., 
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When You Offer Blackhawk Hydraulic Jacks, You 


SELL ALLTHIS 


PATENTED DOUBLE PUMP 


all in ONE unit! A big feature 
of 30-ton and $0-ton models. Speed 
pump provides fast load contact 
power pump cuts in automatically! 
No shifting of handle or double- 
yoking as with separate pumps. 


ALL-DIRECTIONAL OPERATION 


— Full power and travel at any 
angle, vertical to horizontal. Han- 
dle is side-rest for horizontal use. 


Clee a 


EXTRA UTILITY 


A gauge can mount in the base 
to show pressure exerted for 
measuring or testing jobs. 


strong base ch is machined 
from a single piece of steel 


30-TON 50-TON 100-TON EXTRA SAFETY 
_ Model FB-11 Model GB. Model N-12 The pump beam is protected by 
Weighs only 76 lbs Weighs only tt Ibs. Weighs only 183 Ibs. \ the handle and ba se. Th pump is 
\ protectively hidden in tl super- 


These three, jug-sized power houses are part of the world’s most 

complete line of Hydraulic Jack Equipment. Whether you sell a 

1-ton or 100-ton Blackhawk—you deliver extra features and long- vs | BLACKHAWK MFG. CO. 

er jack-life. Every model is one-man operated! Sell Blackhawk’s Dept. J-1710, Milwaukee 1, Wis. | 

with extra confidence. Rush Jack catalog and information on j 
available distribution. 


Name | 


BLACKHAWK:: —_| 


Re 
“PORTO-POWER” * ; » WRENCHES ~~ 
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| HELP your customers save agen money 
2. BUILD business for the future........... 
3. INCREASE your list of cusiomers ........... 


Do it all with MILWAUKEE 
POWER DRIVEN WIRE BRUSHES 














Send for this Bulletin 


No. 42-61 . . . A 16-page bulletin de- 

signed specifically for industrial dis- 

tributors and the industrial purchasing 

agent. Shows special applications and 

detailed specifications of our complete 

line of power-driven brushes, wire hand mainte- 
nance brushes, flue, foundry, bench, floor, win- 
dow, and sanitary brushes. 


BRUSH TOOLS 
for Todays’ Production . . . 


Power Driven Wire Fibre Wheel Brushes 
Wheel Brushes Wire Scratch Brushes 


“Mono-Bilt” Boiler & Furnace Brushes 
“Steel-Clad” 


“Dura-Bilt” 
“Di-Bilt” 
“Peerless” 





@ Your customers, like others throughout the country, have a problem to 
meet in rising costs. One sure way for them to get help in saving production 
Foundry Brushes money is through the use of MILWAUKEE POWER DRIVEN WIRE 
Platers Brushes BRUSHES. Their need becomes your opportunity. 
Bench Brushes These “TOOLS” continue to d rate their ptional fitness for jobs 
“nanauer Floce Sweeping Brushes to which they have been applied. These jobs are many and varied. 
“ y Se ae The reason these “TOOLS” help cut costs is that they have the quality so 
Fine Wire Polishing necessary for quality results even for the toug They too 
Wheel Brushes and fibre help the operators to produce at a good and maintained pace. 
“Sturdi-Bilt” Wire Cup Miscellaneous Maintenance The numerous types of these “TOOLS” enable you to do the broadest and 
Brushes Brushes most profitable selling job. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE ae Prerpcnpetn WIRE SCRATCH BRUSHES 
© . 
The Key to Industrial Brush Problems 








FLUE BRUSHES - FLOOR BRUSHES » PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES’ 
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DISTRIBUTORS PROFIT 
& WAYS with 


MAUREY FHP V-DRIVES 














1. LOW COST ‘SALES 


19 years of outstanding performance have made Maurey 
the preferred FHP Cast Iron and Pressed Steel V-Pulleys. 
The Maurey Quality reputation and the Maurey guar- 
antee of satisfaction bring you prestige and friends as 
well as easy sales. Maurey performance keeps the 
repeats rolling in. 


. LOW COST INVENTORY 


Two Interchangeable Bushings fit the complete Maurey line of Hi-Q Cast Iron single 
and two groove V-Pulleys. To further reduce inventory these pulleys are furnished 
with combination ‘‘A’’-'‘B” groove. 


Because less money is tied up in inventory; because Maurey V-Pulleys and V-Belts 
have a fast turnover; and because there is at least a 40% profit on every Maurey sale 
. the Maurey line is the top profit line for you to sell. 





Maurey Hi-Q Cast Iron V-Pulleys are designed, built and balanced to match the 
performance of heavier, costlier V-pulleys of comparable diameter. That is why 
Maurey V-Pulleys mean economy to V-drive users with no sacrifice in efficiency... 
and more sales opportunities for Maurey distributors. 





The Maurey line includes: Single and two groove Hi-Q CAST IRON V-Pulleys. . . 
single groove PRESSED STEEL V-Pulleys . . . INTERCHANGEABLE BUSHINGS for 
both Cast Iron and pressed steel V-pulleys, bored to fit all standard shafts... . 
MOR-FLEX V-BELTS in all standard O”’, “A” and ‘‘B" sizes . . . a complete selec- 
tion of VARIABLE PITCH V-PULLEYS and V-Drive accessories. 


6. SERVICE, ANYWHERE, ANYTIME 


<A 


Maurey is a fast moving, service minded organization with quick handling facilities 
and heavy inventories that makes possible 48 hour service on stock items. 


DP) 7. ENGINEERING ASSISTANCE 


: es Maurey enyineers stand ready constantly to help distributors solve special FHP 
drive problems. 


8. NEW 100% DISTRIBUTOR POLICY 
~~~ | Maurey V-Drives are sold only through authorized distributors on a SELECTIVE 
DISTRIBUTOR POLICY that assures permanent, friendly and profitable.distributor- 


manufacturer relations. 








THERE ARE STILL SOME TRADING AREAS OPEN. 
WRITE TODAY FOR DETAILS ON THE MAUREY FHP FRANCHISE, 


MANUFACTURING CORPORATION 
2915 S. WABASH AVENUE + CHICAGO 16, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF PRESSED STEEL AND 
CAST IRON FHP V-PULLEYS... SERVING INDUSTRY SINCE 1917 
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ELECTRONIC 
MEASURING 
EQUIPMENT 


This equipment 
provides a reliable means 
for taking external and internal measurements 
with precision and ease that advance accurate 
manufacture and size control. By a simple 
turn of graduation sélector, tolerances can be 
checked from “tenths” to “hundredths”. 
Exclusive advantages: any graduation value 
between .000L” and .00001” . . . separate ampli- 
fier completely isolates heat-producing elements 
. true linear response of amplifier permits 
accurate setting for entire scale with only 1 
gage block . . . amplifier may serve several 
separate testing instruments. 


ELECTRONIC 
INSPECTION AND 
SORTING EQUIPMENT 


Unique design ... manual 
loading and disposal to 
fully automatic... custom- 
engineered at Brown & 
Sharpe to meet individual 
requirements. Simplifica- 
tion of parts and functions 
makes machines more com- 
pact, more dependable. 


~ we 


JOHANSSON 
GAGE 
BLOCKS 


.. world famous 

both for their extreme 

accuracy and for their fast- 

growing importance to manufacturing of inter- 

changeable parts. These precision aids to quality 

control are made by Brown & Sharpe; from single 

blocks to complete sets and useful accessories. 
Jo-Blocks have hundreds of cost-saving uses. 


? 


External comparator with range 
of 0-4". Simplified setting. One 
master only. Reversible anvil. 
Self-checking. Shock-protected. 
Diamond gaging point. 


Internal comparator attach- 
ment for use with external 
comparator and amplifier . . , 
range '/2" to 2". Frictionless. No 
parts to wear. Only one master. 


Gage head cartridge for mount- 
ing in jigs, fixtures or similar 
testing pieces. Measurement 
range .002". Frictionless. Dust 
and moisture proof. 


a me oe om 


et a 


8 Clinch new sales 


with this 
QUALITY CONTROL 
EQUIPMENT 


INTEREST AND DEMAND for precision measuring equip 
ment are growing fast .. . and here’s a way to cash in off 
them. The exclusive features of Brown & Sharpe Elec* 
tronic Measuring Devices will help you clinch new sales 

and the world-wide acceptance of Jo-Blocks for 
highest standards of accuracy will give you a powerful 
opening sales wedge. These, as well as other Brown & 
Sharpe precisiori-built products, are strongly supported 
by colorful, consistent advertising. Brown & Sharpe 
Mfg. Co., Providence 1, R. I., U. S. A. 


We urge buying through the Distributor 


BROWN & SHARPE &5 
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Railroad tracks and CASTOMATIC Solder 

bars are alike in the fact that they are always 

uniform. The tracks are the same distance 

apart; the CASTOMATIC Solder bars are iden- 

tical in composition, weight and appearance. 

And uniform bars mean quicker, easier, smoother soldering for your 
customers ... more sales for YOU! 


CASTOMATIC is the most notable development in the bar solder 
field since tin met lead. Exclusive with Federated, it is a process by 
which patented machines automatically cast bars with a precision 
that hand casting cannot equal. From melting pot to mold, the molten 
metal is carried under pressure in a closed system, thereby completely 
excluding harmful oxides. 


There are no voids in CASTOMATIC bars . . . no segregation to 
slow down the job. Every portion of every bar melts at the same tem- 
perature, because the electronically controlled machines guarantee 
identical composition throughout. CASTOMATIC sur- 
faces shine all over and tell the customer of uniform ‘edewiled 
quality beneath. ital ine the 


Available in standard 11% lb. bars; all commercial ela @ 
compositions. Stock CASTOMATIC Solders now! 





Fedele wernss DIVISION 


‘AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 
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AMERICAN 


PRESSED-STEEL 


HAND TRUCK LINE 


le 
ay % 


< 
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MORE SALES FOR YOU! 


HAND TRUCKS FOR EVERY JOB 


and a sale for every job with the complete line of 50 
AMERICAN Pressed-Steel Hand Trucks. 


see RA ARE AON CAR ATE 


Let these AMERICAN features increase your hand 
truck sales: 


Lj 


Husky Pressed-Steel construction keeps trucks on the 
job—lowers maintenance costs. 


a 


Smooth rolling AMERICAN “Steelite” Ball Bearing 
Wheels—move more materials faster. 


Perfect balanced design reduces trucker fatigue, makes 
big loads easy to handle. 


The Gnrcan Plt, Compary af dail 


PRESSED-STEEL 
4220 Wissahickon Ave., Philadelphia 29, Pa. 
HAND TRUCKS 
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First Gost or Final Gost ? 


There are bearing bronzes which are cheaper than Bunting’s, 


if you are interested only in first cost or purchase price. But 


if, as we believe, your interest is in ultimate cost—then you 
will buy Bunting. 
Bunting Bearing Bronze is made to standards of quality 
maintained and improved through the years. Cast in a foundry 
where the temperature and analysis of each ladle is checked 
and controlled, machined on most modern equipment, in- 
spected for conformity to dimensions, structure and finish, 
Bunting Bronze Bearings and Bars cost less ultimately because 
your scrap loss is virtually zero. The Bunting Brass & Bronze 
Co., Toledo 9, Ohio—Branches in Principal Cities. 


BUSHINGS 


PRECISION BRONZE BARS 
BRONZE BEARINGS ff 
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“Can you top this... 


FOR SOLID BACKING ON THE 
SELLING FRONT?” 


“Your cutting tool volume depends on your own sales efforts and the 
promotion efforts of the manufacturer. 

“It takes both to do the job right. 

“Butterfield distributors get full promotional cooperation . . . because 
we recognize the great importance of distributors in our marketing or- 


ganization.” 











tools.” 


“Consistent national advertising by Butterfield 
reaches your prospects through America's best- 
read metal working publications. In 1949, 
MACHINERY, AMERICAN MACHINIST, 
MILL & FACTORY and MODERN MACHINE 
SHOP carry 972,079 sales messages 
about Butterfield 100% inspected 


- <= axnmes on 
THe I ben RFIE 
[ € INSPEC TED 
fer Foot (ndividvally Yaspecteg TOOLS 
“And every one of those messages is 


designed to build business and di- 
rect it to distributors.” 

















: 
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“Butterfield furnishes merchandising materials you need and use. . . 
tap size and decimal equivalent charts . . . envelope stuffers . . . 
mailing pieces — and distinctive new packages that prevent spilling 


and give unsurpassed protection.” 





“And Butterfield backs you up with factory experts who help your 
customers get top service from Butterfield tools. They're yours to com- 


mand — at any time.” 








“Don't take less than the best. Butterfield’s distributor policy is 
yours to read in black and white . . 
clear, simple, fair. You'll agree it can't 

be bettered. Write us and 
see if there's an open fran- 


chise in your territory.” 








Union Twist Drill Company 
BUTTERFIELD DIVISION 


Derby Line, Vermont 
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fy the Service 
a the RIGHT Valve 


This may sound like a broad statement, but we can prove 
it. Because of the completeness of the Powell Line, we 
are always able to supply the right valves to meet the 
requirements of every industrial flow control service. 


If all the conditions under which a valve must operate 
Fig. 560 — 200-pound Bronze are definitely specified, the Powell Distributor will 


ee ee ee eae usually know which is the right Powell Valve to meet 
screwed-on cap and regrind- them. But if the conditions present a problem, Powell 


- renee Seeman ee Engineers are always glad to help with the solution. 


At all events be sure to supply the right valves—it’s 
easy to do with the Powell Line*. Failure to do so will 
mean faulty performance instead of the long, trouble-free 
operation to be expected from the right Powell Valves. 


Fig. 375— 200-pound 

Bronze Gate Valve. 

Screwed ends, union 

bonnet, inside screw 

rising stem and re- Fig. 1708—200-pound Bronze Globe 

newable ‘‘Powellium”’ Valve with screwed ends, union bon- 

wear-resisting nickel- net, renewable, specially heat treated 

bronze disc. Stainless steel seat and regrindabl« 
renewable, wear-resisting ‘‘Powe) 
ium nickel-bronze disc. 


*The Complete Powell Line includes Globe, Angle, 
Gate, Check, Relief and Flush Bottom Tank Valves in 
Bronze, Iron, Steel and a wide range of Corrosion- 
Resisting metals and alloys. 


Powell Engineers are always at your service 


Fig. 1793—Large 125-pound Iron Body 
Bronze Mounted Gate Valve. Made in 

The Wm. Powell Company sizes 2” to 30’, inclusive. Has outside 
Fig. 1503—Ciass 150-pound Cast screw rising stem, bolted flanged yoke 


Stee! Gate Valve with flanged ends, Cincinnati 22, Ohio and tapered solid wedge. Also available 
outside screw rising stem, bolted in All Iron for process lines. 


flanged yoke, tapered solid wedge. DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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.»-one source for your 


Thermoid offers the complete line of quality 
industrial rubber products to meet all your 
customers’ requirements. Thermoid’s engineer- 
ing and first-hand knowledge of your cus- 
tomers’ demands mean hose, V-Belts and 
conveyor belts built for the job. 


Thermoid helps you sell with complete mer- 
chandising, nation-wide advertising and practi- 
cal on-the-job technical assistance. Thermoid’s 
services are so well integrated that your orders 


Thermo 


Company 


industrial Rubber Products + Friction Materials + 


complete requirements | 


are given personal attention and are on their 
way within.a minimum of time. 


For greater profits and customer good will, 


it will pay you to Sgecg/y Thermoid! 


Thermoid Quality Products: Transmission Belting « 
F.H.P. and Multiple V-Belts* Conveyor Beltinge Ele- 
vator Belting * Wrapped and Molded Hose+ Molded Prod- 
uctse Industrial Brake Linings and Friction Materials. 


Main Offices and Factory * Trenton, N. J., U.S.A. 
Western Offices and Factory * Nephi, Utah, U.S.A. 


Oil Field Products 
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THE NEW SENSATIONAL 








@ Far stronger. Each Buffalo Stainless Steel Extinguisher tested 
to 500 Ibs. (Ordinary types tested to only 350 Ibs.) 


@ Nearly 7 Ibs. lighter... light enough that a woman easily 
can operate it. 


@ Rust-Resistant, Acid-Resistant, Corrosion-Resistant, 
Oxidation-Resistant. 


@ Available in both Soda-Acid and Foam types. Size: 2'% gals. 


@ Approved by Factory Mutual and Underwriters Laboratories. 


Sold through better mill supply houses everywhere 
\ few territories now open. Why not write us? 





/ BUFFALO 
etter-bucl 
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STEEL EQUIPMENT 


, | Factories 
OVER ) Shops 


| L{eyo ” Warehouses 


CATALOGED ae 
Hatha j 2 Offices 


Institutions 
Homes 


METAL PRODUCTS, INCORPORATED 
General Offices: 153 Monroe Avenue, Aurorc, IMlinois a Sie 
Factories: YORK, PA., AURORA, ILL., CHICAGO HEIGHTS, ILL. 
Warehouses, Branches and Dealers in Principal Cities 
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A PARTIAL LIST OF LYON PRODUCTS 


binets ® Filing Cabine 
¢ Cc 
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FAST SELLERS —steany REPEATERS 





A complete line 


Whatever your customers’ file 
needs, you can meet ALL of 
them with Disston Files. File 
users know that the name 


Dis§ton stands for top quality 
and top performance. Disston 


Files create repeat sales for 
they live up to their reputation f 
for outstanding service and 
long life. \ 
Uniform quality is maintained 
by ¢onstant checking and re- 
checking in actual perform- 
ancé tests throughout the 
Disston plant where thousands 
of dozens of Disston Files are ve | 
| used yearly. You can sell i 
| Disston Files with confidence 
| ...4nd with profit. 


DISTON american | 
| PATTERN FILES & RASPS 
All standard cuts... all stand- y 


ard sizes and shapes . . . for all 






types of work—hand or 


: j j 
machine. 
DLISTON SUPERFINE, LISTON BITE-RITE, FILES 


SWISS PATTERN FILES 





Precision made files for exact- 
ing work . . . full line of shapes, 
sizes and cuts for every type of 
Superfine filing. 


WW 


ae 


MENRY DISSTON & SONS, WC. 159 taceey, Penesepate 96, bo, 0.5.4. 


Branches: Chicago, Seattie, Portland, Ore., Vancouver, B, C. * Canadian Factory: Toronto 3, Ont. * Australian Factory: Sydney, N. S. W. 
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chicago, 54/ely Vu 


socket screws cost less 





in your customers’ 


products because 


7EWER GO LAKTHER 


The weight and number of screw fastenings in a product can 
be reduced a fourth or more by using Chicago “Safety Plus’ Socket 
Head Screws rather than standard hexagon or fillister cap screws. The 
greater strength of “Chicago” Socket Screws means that your 
customers can fasten their products more securely with fewer 
screws . . . effecting a neater, sturdier construction at lower cost. 


They save money, too, due to the consistent uniformity of 
Chicago Screw products. The most modern manufacturing equip- 
ment and rigid inspection assure a perfect fit with every “Chicago” Screw. 


When you sell your customers “Chicago” products, in quan- 
tities of thousands or millions, you can be sure they will be 
consistently true to their products. You will be selling them the 
best and most economical screw products made. 


Our merchandising policy is based on complete 
operation with the distributor 


Write for details 


Chicago “Safety-Plus” Products Include: 


Socket Heed Cap Screws * Socket Set Screws 
Stripper Bolts © Square Head Dog Point Set Screws 
Socket Pipe Plugs * Keys for “SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws °* Headless Set Screws 
Fillister Head Cop Screws * Taper Pins * Milled 
Studs * Semi-Finished Hexagon Nuts * Semi- 
Finished Hexagon Castellated Nuts. 
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Morse Tools shall be sold exclusively to or through Morse- 
Franchised Distributors. 
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Distribution shall be restricted, based on the requirements of 
each trading area. 
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The complete cooperation and effort, by Men of Morse, in the 
field, for the exclusive benefit of Morse-Franchised Distributors, is 
pledged, wholeheartedly. 
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An advertising program of imaginative aggressiveness, to be 
increased as conditions warrant, is assured. 
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Vv 
Morse-Franchised Distributor salesmen’s schools shall be ex- 
panded to meet the demand of Morse-Franchised Distributors for 
greater educational opportunities. 
Vi 
Morse Quality, world-recognized, will be jealously guarded, 
improved wherever possible, and never compromised. 
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BENEFIT \ BENEFIT iV 


A Morse-Franchise is ill be planned 
industrial 


to maintain 
e of the 


se gO 
% of all tool users 
ools. 


BENEFIT \\ 


exert all sales assistance to 


BENEFIT 


Morse-Franchised Distributors are urged 
tro send their sales personne t 


of the potential through 
orse-Franchise 
o Morse- 
operated schools, 19 New Bedford, in the 
interests of better service tO Morse Tool 
users, serve by Morse-Franchised Dis- 
tributors- 


eir numbers 
h explo- 


g vol- 
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vable cir- 


sales effort of 
Morse-Franchise 


DRILL MACHINE COMPANY 


BEDFORD, MASSACHUSETTS 


MORSE TWIST 
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ONE LAMP NOW LASTS 
AS LONG AS 3. 


LAMP COSTS 


TIME SPENT REPLACING BURNED-OUT LAMPS 


LAMPS NEED BE REPLACED 
ONLY 14 AS OFTEN. 


Qpwesi nghouse 











FLUORESCENT LAMPS 


NOW LAST 3 TIMES 
AS LONG 


YET COST NO MORE! 


THE FIELD N 


scored 35 firsts 
in producing 

new and improved 
light sources 


Since the war, ] 
Westinghouse has \ 
Ni] 


Three times the life, or ‘3 the cost! How ever 
you look at it, the new Westinghouse Fluo- 
rescent Lamps present a story of increased 
efficiency! You can trim expenses two ways: 
1) by having to buy lamps less often, and 
2) by having to change lamps less often. 


Yes, Westinghouse lamps will last 2’ years 
in average store installations . . . 3 years in 
average one-shift offices or factories. Light 
output, too, has been increased. So, for 
longer life at lower cost, specify Westing- 
house lamps. 


Lamp Division, Westinghouse Electric Corp., Bloomfield, N. J. 
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Jacking Up Sales 


COME OUT—COME OUT—WHEREVER YOU ARE! 


We've got to admit it . . . we can’t find you people who 
need material for good sales meetings. So come on out! 
Tell us when you're holding your next meeting. If you'll 
let T-K in on it we'll trot out a big bag full of Simplex 
sales helps. We won't steal your thunder but we're pretty 
sure we can offer some sound suggestions for helping 
you jack up sales. Say when .. . we'll cooperate. 


115 YOUR BABY) 
———" 
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IT‘LL LAND SMACK ON YOUR DESK, TOO! 


This brand new baby is yours for big sales and good 
profits on Simplex Jacks. It is the new better-than-ever T-K 
Catalog! It's king size... 84%" x 11”, fully illustrated, 
in color, larger easier-to-read type, and complete. You'll 
be surprised and pleased with this new sales helpmate. 
Ask us for your supply. 





—— 


RIVERS CAN’T TALK ... BUT. . 


if they could, you'd find many a one that will be dammed 
in ‘50 under the government's expanded program for drain- 
aae and flash-flood control projects. And on every such 
project there’s need for Simplex Trench Braces. Watch 
your construction journals and newspapers for names of 
contractors awarded such contracts . . . and, of course, 
others involving excavation. Simplex Trench Braces, 
made entirely of drop forged steel, can do an important 
job of helping prevent costly cave-ins and injuries in 
trench work. Seek out the prospects and sales will assume 
profitable proportions on your operating statements. 








UTIL-A-TOOL 
JACKS UP 
ANYTHING 


Yes, even the curve on your sales chart! The Simplex 
Util-A-Tool does just about everything . . . pulls, pushes, 
spreads, bends, clamps, holds, lowers and lifts. Time- 
consuming maintenance and repair work can be cleaned 
up with ease with the Util-A-Tool that has 10 tons of power 
for every job. Show your customers how it pays for itself 
through time and labor savings and it will “pull” for you. 


IF | WERE A SALESMAN . . . 


Recently a distributor salesman with an 
amazing record of selling almost every” 
kind of a Simplex Jack came right out” 
and claimed he had never sold a jack! © 
Quizzed further he said he simply ap-/ 
praises the prospect's specific problems | 
and then applies what Simplex Jacks will 
do to solve them. Maybe he doesn’t 
“sell”, but whatever it is . . . jack scues ~ 
profits roll in. 





M-M-M-ANOTHER BUNH 
OF GOOD PROSPECTS 





ALWAYS MEETS THE RIGHT PEOPLE . . 


T-K advertising for Simplex Jacks, that is. Month after 
month, new developments in the Simplex line, specific ap- 
plications of Simplex Jacks, the many ways all types of 
industry can benefit from their use—all these are features 
of T-K advertising. 1950 will be no exception. Again the 
right people will see and read and know many of the 
features you'll use in your own way to jack up sales. Be 
sure you follow these ads, too,—in construction, oil, indus- 
trial mining and other leading publications. 


i 


TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, Hl 
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.. here's One Reason Why: 
Mia e: > : penne of Directors 


passed this resolution: 


Resolved: 


** That the superintendent 
** shall be held responsible 
‘* for the production of goods 
‘fas near perfect in design, 
‘¢ material and workmanship 
‘‘as shall make them merchantable 
‘¢ and of a character that will serve 
**to establish for this company 
‘¢a high reputation.’’ 


@ This policy has remained unshaken 
through two world wars. The ‘high 
reputation’”’ has been maintained. 
More than ever before, the valves 
offered by R-P&C meet the demand 
for longer and better service. 


it * Houston 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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FOOTE BROS. -LOUIS ALLIS 


Double Reduction 
Foote Bros.-Louis Allis Gearmotor 


@ Here is the new line of Foote Bros.-Louis 

Allis Gearmotors—modern in design, compact, 

efficient. Engineered to offer the maximum in 
Single Reduction performance—in year-in, year-out service—in 
Foote Bros.-Louis Allis Gearmotor minimum maintenance. 

The units are powered by Louis Allis motors 
famous for quality for three generations. 

A wide range of sizes and ratios is available 
in single, double and triple reductions in rat- 
ings of 1 h.p. through 75 h.p. with open drip- 
proof, enclosed, splashproof and explosion- 
proof motors. 

These compact drives are engineered to oc- 
cupy a minimum space, and the husky shafts and 
bearings permit large overhung load capacities. 

Housings are sturdy castings—streamlined 
inside and out—and are designed for proper 
lubrication of gears and bearings. 


Hardened helical gears are of highest quality. 
Extreme precision assures long, satisfactory 
service and quiet operation. 

See your Foote Bros, representative or mail 
the coupon for information 


Triple Reduction 
Foote Bros.-Louis Allis Gearmotor 


Foote Bros. Gear . od Machine Corporation 
Dept. 1.D. 4545 §. Western Bivd., Chicago 9%, Illinois 


Y 
L) é Gentlemen ’ 
~ — Please send me information on Foote Bros.-Louis Allis 
” °@) 4 Gearmotors 


) Name 
Beller Power Truattomiasion Through Collec Learn 





Company 


FOOTE BROS. GEAR AND MACHINE CORPORATION Address 
Dept. LD. 4545 South Western Boulevard, Chicago 9, Illinois City 
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for every purpose 


INDUSTRIAL DISTRIBUTION © JANUARY, 1950 





ROPE SPECIFICATION SHEET 


“American Brand 
PURE MANILA ROPE 


STANDARD AND SPECIAL LAYS IN A FULL RANGE OF SIZES 


c RQQQQAASSDS 


4-STRAND TRANSMISSION 


CABLE LAY 


WEIGHT AND STRENGTH CHART 





nae. Taney 
trengt 
wy Approx. |Approx. | Approx.| ‘‘Ameri- 
Weight | Length eet Weight Baana" ws 
il Esit Pound Ges Manila Rope Seraine 
Ibs. fe. Ibs. Ibs. Ibs ue 
45] 3000 | 66.6 015 450 90 of selected, long-fibre, Philippine hemp by one of the 
~ ot oo po bn pose world’s largest cordage mills. “AMERICAN BRAND” 
66} 1620 | 24.4 041 1350 270 PURE MANILA ROPE reflects its quality in its appear- 
63] 1200 | 19.0 053 1750 350 ; ; , , 
75] 1200 | 16.0 063 2250 450 ance. It is clean, smooth and flexible, making it easy to 
90} 1200 | 13.3 .075 2650 530 
125} 1200 9.61 .104 3450 : 
160] 1200 | 7.50 .133 4400 and strength. The special cordage solution used in water- 
ot ocs Pt ee proofing “AMERICAN BRAND” PURE MANILA ROPE 
270} 1200 | 4.45 .225 7700 imparts a stubborn resistance to moisture and drying out. 
324} 1200 .270 9000 : . ‘ if 
3751 1200 | 3.20 | . 10500 It gives excellent service under the most difficult conditioxs. 
432] 1200 | 2. 12000 “AMERICAN BRAND” PURE MANILA ROPE is made 
502] 1200 : F 13500 ; 
576] 1200 F 15000 in a complete range of sizes for utility and industrial uses, 
720} 1200 : d 18500 
893} 1200 22500 For ready identification by the purchaser, all “AMERICAN 
1073} 1200 : 26500 : ; ‘ 
1290} 1200 f 31000 BRAND” PURE MANILA ROPE 3/4,” in diameter and 
1503} 1200 i § 36000 
1752} 1200 F . 41000 
2004} 1200 46500 
2290} 1200 a 52000 | 10400 
2580} 1209 465 | 2.15 58000 |} 11600 
2900} 1200 d 2.42 64000 | 12800 
3225} 1200 ‘ 2.69 71000 | 14200 
3590} 1200 335 | 2.99 77000 | 15400 
4400} 1200 .273 | 3.67 91000 | 18200 
5225] 1200 .230 | 4.36 105000 | 21000 





This is the very best Manila rope. It is made entirely 


rig and handle. It is always dependably uniform in size 


wn 
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larger has red and green marker yarns. 
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For copies of this page and a handy reference chart of 
the Weight and Strength table, write to Dept. I. 
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4 Strand wgts. about 7% more than 3 Strand 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 
Branch Factories: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. - DELAWARE RIVER JUTE MILLS, PHILADELPHIA 48, PA. 
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Talk of the Trade 








/ 


IN THE BIG CITY: After attending the executive com 
mittee’s mecting in Hot Springs, Mr. and Mrs. Joe Pitts 
(Brown Roberts Hardware & Supply, Alexandria, La.) 
and Mr. and Mrs. George Weaks (Weaks Supply Co., 
Monroe, La.) visited the world’s largest city and therein 
lies a story . . . George and Joe wandered down to the 
financial district and were dutifully impressed by the big 
buildings, etc. . . . In fact, George got so impressed that 
he walked into a revolving door and found himself in the 
not-too-big slot with a stranger . . . It took a lot of teeny, 
weeny steps to manage the journey but it finally ended 
... The stranger sized up George and then suggested: 
“Next time let’s toss a coin to see who goes first.” . . . 
George, according to the report we got, thought up a lot 
of good answers to the crack—later in the day. 


IT’S ASMALL WORLD: It took a meeting many miles 
from home to find out that Paul Roddy (Nicholson File) 
and I are neighbors (I sure wish he wasn’t as good a 
golfer as he is). 


THEME SONG: The executive committee’s convention 
decision should make the theme song for the three 
associations “California, Here I Come” . . . Yup, the 
1951 convention is scheduled to be held in San Francisco 


HURRY AND GET WELL: Here’s wishing a speedy 
recovery to Norm Good, (Clipper Belt) and Wendell 
Clark (Samuel Harris, Chicago) 


THANKS GIVI L 
enucs lying! 


4 





NARROW ESCAPE: Walter Kemphert (Maurey 
Mfg. Co.) had something extra to be thankful for when } 
‘Thanksgiving Day rolled around . . . Walter escaped with 
a mere 16 bruises when struck by an automobile . . . 
Walter tells it this way: “A car coming around the corner 
25 miles an hour .. . He doesn’t see you. You know you 
can’t get away from him. What's going to happen? You 
brace your hands on the front of the car—fly six feet in 
the air away from the path of the car. ‘1 hen you wonder 

it could have been worse—How lucky can a man be- 
how grateful should a man be.” 


CONGRATULATIONS: Our western editor, Walter 
Dawson, is going around with his chest thrown out this 
far .. . No, not because he was a hit at leading the sing 
ing at the Central States meeting, although he did do a 
good job His vest buttons are popping these days 
because he’s a father . . . Sure and there must be some 
Irish in the family—Ida’s and Walter’s daughter is named 
Kathlyn Gibb. 


OUR ONE BIG WISH: Here's a wishing you a happy 
ind prosperous New Year 


R.W.B. 
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LOOK FOR THE 


~ JENKINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 


DIAMOND MARK 








JENKINS DISTRIBUTORS 


| 
Bivens Jenkins Valve sold is a product of expert 
engineering. Design, choice of materials, and manu- 
facture are controlled throughout by a technical 
staff rated A-plus in valve know-how. 

But Jenkins Engineering Service goes much fur- 
ther,to make friends for Jenkins Distributors. When 
a sale involves a problem of pattern selection, appli- 
cation, or placement that is out of the ordinary, 
Jenkins Engineers can provide the answer. 

Jenkins Engineers, in effect, are on the sales team 
of every Distributor. They help him show customers 
how to get all the extra value built into Jenkins 


Valves. They help him to get “in” on jobs in the 


BESIDES giving Distributors direct assist- 
ance, Jenkins Engineers play an important 
part in the preparation of such highly 


blueprint stage. In every way, they help build good 
will that holds good customers. 

Yes, Jenkins Engineering enters into every valve 
sale, along with Jenkins industry-wide advertising 
— powerful sales promotion—and Sales assistance. 
It all adds up to planned, persistent, productive sup- 
port... and it’s the reason why Jenkins continues 
to be the preferred valve franchise . . . why, year 
in and year out, it pays, and pays well, to sell 
Jenkins Valves. 

Jenkins Bros., 80 White St., New York 13; Bridge- 
port, Conn.; Atlanta; Boston; Philadelphia; Chi- 
cago; San Francisco. Jenkins Bros., Ltd., Montreal. 


tions of 25 typical piping layouts with 
complete recommendations for valve selec- 
tion and location in the lines. 


The second 


* 


effective service literature as the ‘Piping 
Layouts’ and ‘Prevent Valve Failure’’ 
booklets. 

The first contains diagrams and descrip- 


is a 28-poge guide to valve economy, fully 
illustrated with case histories of valve 
damage ond recommendations for its 
prevention. 





SOLD THROUGH LEADING INDUSTRIAL 


DISTRIBUTORS EVERYWHERE 

















It’s easiest to sell the best... 
Republic’s Champion Air Hose 


Mr. W. K. MacAskill, President 
MacAskill-Monaghan Company 
Duluth, Minnesota 


REPUBLIC’S 5-POINT POLICY 


e@ A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 

@ A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected. 

e@ A PRICE basis inducing and making possible aggressive compe- 
tition with reasonable profit return. 
FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations 
SELLING helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 


@ One of the world’s largest iron mines recently 
voted Republic Champion the best available air hose for 
use with underground power loaders. Selection was made 
after a series of tests proved it outperformed all other 
competing hose. 


Republic Rubber and its Duluth Distributor, the Mac- 
Askill-Monaghan Company, recommended Champion Air 
Hose for this work because it is ruggedly built and with- 
stands the most abusive operating conditions. 


Champion is a flexible hose of great strength, having ex- 
ceptional resistance to pulsating and high working pressures. 
Special high tensile cord encloses the oil-resistant Reprene 
tube and a thick, highly resilient, low gravity, tan cover 
protects the hose against abrasion and shock. Champion is 
also available with a yellow safety cover that makes it 
plainly visible even in underground operations. 


Like Champion, all of the 840 different types of Republic 
Rubber Hose are the tops for their particular jobs . . . and 
the best is always the easiest to sell! 


Remember, — Rubber has been she specialist in 


the mechanical rubber goods field for more than 48 years. 


MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO D IVI S j ] N 


Lee Deluxe Tires & Tubes : . Conshohocken, Pa. 
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—Industrial Distribution 


Do You Need More Money? 


| thai will readily agree that one of the dis- 

tributor’s prime functions is to supply the indus- 
tries in his community with a long list of supplies, 
tools, and equipment items from stock off his shelves. 
Indeed, this is probably the major justification for his 
existence. And we will all agree with the statement, 
“You can’t do business from an empty wagon.”” Every 
distributor will agree on these points as a matter of 
basic philosophy. But, at the risk of being unpopular, 
I'd like to a the question, “Are you doing the stock- 
ing job you should be doing?” 


Manufacturers Say 


During the past several months, an increasing num- 
ber of fair- and serious-minded manufacturers have 
brought to my attention what they believe to be a 
failure on the part of their distributors to carry adequate 
stocks. They cite the mounting volume of small direct 
shipments they are called upon to make. They rightly 
hold that distributors should maintain stocks to handle 
this business. They are not talking about direct ship 
ments in volume nor the occasional small direct 
shipment of items not normally required by the dis- 
tributor’s customers. They are talking about the volume 
of small repeat orders for direct shipment to customers 
who are evidently using the items regularly 

From their point of view the discount allowed dis- 
tributors among other things is by way of compensation 
for buying and stocking in the quantities required to 
meet the industrial requirements of customers in the 
distributor’s trade area. The point is made that such 
hand-to-mouth buying and the abuse of direct ship- 
ments, opens the door to direct selling. If the dis- 
tributor’s customer can’t rely on his local distributor 
to supply his regular needs promptly from stock, he 
may feel he might just as well place his orders with a 
direct selling alternate source of supply. The goods 
he needs promptly must come from a distant plant in 
either event. 


Distributors Say 


I’ve talked this inventory problem over with a sizable 
number of distributors and a pattern emerges from 
their replies: (1) our dollar inventories are double or 
triple what they were in 1945 or 1946 and before the 
war; (2) the rapid growth in our inventories has 
actually created financial problems in maintaining our 
working capital positions; (3) we are afraid of losses 
we might sustain if prices declined; (4) some manu- 
facturers dumped on us at one time and without 
warning all the goods we had back ordered under a 
scheduled delivery system; (5) this has resulted in 
inventory unbalance which we deplore but which 


takes time to work out on a satisfactory basis. 


The Facts Reviewed 


It seems to me that there is merit in both positions. 
At the same time, however, I do not feel that a short- 
age of working capital is an adequate defense against 
the charge that distributors are not carrying adequate 
stocks and are placing too many small orders on a 
direct shipment basis. This is a matter for the financial 
management of each distributor firm. The finances 
must be forthcoming to support the expanded scope 
of distributor operations. 

Roy Foulke of the Dun and Bradstreet organization, 
after analyzing tens of thousands of financial state- 
ments over the years, is of the opinion that if a dis- 
tributive concern has more than 75 percent of its 
working capital (current assets minus current lia- 
bilities) in inventory, it is beyond the range of sound 
financial administration. 

I have the inventory to working capital figures from 
only 5 widely separated distributors and, while I don’t 
hold that this small sample is adequate, the figures are 
revealing. Here they are—83%; 85%; 87%; 91% 
and 95%. In every case they are beyond the 75% 
figure which suggests the reason for distributor con- 
cern. Had the need for added funds to finance a higher 
volume of business come gradually over the years it 
could have been accumulated by the plowing back 
process. But from the figures I have seen it came very 
rapidly in the years since 1946. Check your own opera- 
tions. How does your inventory working capital ratio 
today compare with that in 1946? (If you care to, 
send me your own figures for 1946 and 1949 and in a 
subsequent issue we'll let you see how you compare 
with the rest of the industry. The figures, of course, 
will not appear in a form that will reveal the identity 
of your firm.) 

The point here is not to minimize the importance of 
working capital problems on the part of distributors 
but to submit that that is not a valid argument against 
the charge that distributors are not carrying adequate 
stocks for the volume they ate attempting to do. 
There are sources of funds. Banks are still in business. 
Their resources are generally available though we stil] 
may have an aversion to “getting into the banks.” 
And, of course, the addition of the same dollar amount 
of funds through the equity route will accomplish the 
same result and twice as fast. Fifty-one percent of the 
stock still gives you control. 


Palla K Eocisller 
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GAINING ENTRANCE to customers’ plants is simplified for Barrett- 
Christie salesmen in Chicago when they have a factory man with them. 


“Factory Men Can Open Doors For You" 


Distributor salesmen also says if you cooperate with manufacturers’ representa- 


tives your sales volume will go up and you'll acquire usable product knowledge 


“PRODUCT KNOWLEDGE that will bring future sales can be gained from fac 
tory experts, “Salesman Christie says. “They'll give you the answers you need,” 
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By ROBERT P. CHRISTIE, Salesman 
Barrett-Christie Co., Chicago 


“FACTORY EXPERT’ is a term that can 
work wonders for you as an industrial 
distributor salesman. But, unless you 
build a cooperative selling spirit, the 
chances are you'll not obtain the sell- 
ing advantages that are yours for the 
taking when you work with a manu- 
facturer’s representative. 

All the industrial distributor sales- 
men may not evaluate this two man 
selling team for what it’s really worth. 
I'eam action can build sales volume 
and supply product knowledge that 
can be used on hundreds of future 
calls the distributor salesman will 
make. This joint sales effort has a 
good effect on customers and, at the 
same time, give the distributor sales- 
man invaluable selling knowledge, 
product information and down-to- 
earth sales education. 

The very words, “factory expert”, 














“BE PREPARED when the factory man arrives,” advises Mr. Christie 


“Have your 


calls all scheduled; be sure they are to plants where there’s a sales potential.” 


impress many plant officials—they are 
words that will open doors to plant 
engineers, purchasing agents and shop 
personnel. 

When a factory representative is 
asked to work with salesmen at the 
Barrett-Christie Co., his action is re 
garded as a servicing operation. He 
transmits to salesmen new selling 
ideas, sales promotion ideas, and prod- 
uct education. We like to show the 
factory representative we mean busi- 
ness—it generates cooperation on his 
part. If he plans to spend a full week 
with us, definite time is allotted to 
each salesman. But the success of 
the operation depends upon the ac 
counts or plants the distributor sales 
man chooses to call on 

To make the effort worthwhile, our 
salesmen set up a planned type pro 
gram of calls. They plan calls on 
plants where there is a definite need 
for the product or where they have 
the product half sold but, for some 
reason, there’s been no order. We be 
lieve that when calls are made where 
there is a good potential for the prod- 
uct, distributor salesmen get the great- 
est return in sales help for the future 

Some of the plants you call on may 
require only the added impetus of a 
“factory expert” to land an order. 

His presence brings to the front 
many production problems the dis- 
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tributor salesman may not have known 
about. If the distributor salesman 
keeps his ears and eyes open, he’ll rec 
ognize many sales opportunities which 
can result in orders for other items. 

While the factory representative, 
naturally, is interested in selling his 
product to your customers, his pri 
mary purpose in working with you is 
to educate, to show you how it is 
done. Don’t look for the factory man 
to make “johnny-on-the-spot”’ sales. 
The initial joint call is designed to 
create interest in the particular tool 
or piece of equipment. It is the fac- 
tory representative’s way of initiating 
a sale for your benefit. 

It’s always better to give your other 
lines a rest when making joint calls. 
A sales discussion built around more 
than one product is confusing to the 
customer and it considerably reduces 
the effectiveness of the factory man’s 
presentation. And, what’s more, it’s 
poor sales strategy. The customer may 
feel the salesmen are “ganging up” 
on him, applying pressure tactics. 

It’s also a good idea to brief the 
factory representative on the calls 
you schedule for him. Give him all 
the pertinent facts you have concern 
ing the account—facts that might 
have a bearing on the sale of his prod- 
uct. For example: what the plant 
makes, how it is made, the buyer's 
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“AN EARLY START,” says Mr. 
Christie, “means a full working day.” 


personal likes and dislikes, the plant’s 
problems as you know them and 
the types of equipment they employ 
in the plant. This briefing between 
calls helps the factory representative 
to make his sales approach more in- 
telligent and interesting to your cus- 
tomer. Chances are, he will be doing 
most of the talking anyhow, and an 
organized sales approach always has a 
better chance of survival if it is aimed 
at the buyer's interest. 

For the benefit of both parties, it is 
better to carry out this joint selling 
operation on a businesslike basis. For- 
get personalities. Don’t make it pur- 
posely difficult for the factory man 
when selecting plants to be called on, 
just to prove you have a tough terri- 
tory. Ask him questions about his 
product. The failure of most distribu- 
tor salesmen to ask enough questions 
ibout the product perhaps is due to the 
fear of being classified as an amateur 
salesman in that particular line or 
product. You'll find most factory rep 
resentatives eager to give information 
ibout their product to the salesmen. 

When working with factory repre- 
sentatives, get an early morning start, 
work a full day and, if possible, carry 
samples of his product. 

If you cooperate with your factory 
representative, you'll find his help one 
of your most effective sales tools. 
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SPEAKERS at the Central States meeting included Harold OTHER SPEAKERS on the program included these three: 
Johnston, The Desmond-Stephan Mfg. Co.; Frank Cruger, Harold T. Halfpenny of the law firm, Halfpenny & Hahn; 
Indiana Manufacturers Supply Co., Indianapolis; and Wil- William C. Stauble, The Holo-Krome Screw Corp.; and 
liam C. Teare, Sterling Products Co., Chicago. Oscar Iber, O. Iber Co., Chicago. 


Close Cooperation 


Central States speakers stress 





500 GUESTS HEARD... 
FRANK CRUGER: “Many of the problems 


encountered by manufacturers and distributors 
are very much in common when they are clear 
ly placed on paper, and the solution is near 
when we get together and discuss them. Mutual 
interest is certainly powerful cement.” 
WILLIAM STAUBLE: “We must give credit 
to the distributor for the important part he 
has played in making us the greatest indus- 
hain PD Tats Sete : trial nation in the world. If you were to stop 
ELL ME TRESDENT a.bah Tog gt | lhe wth tio te 
Seiichelnied president ° , moment throughout this country, you would 
have complete paralysis within a matter of 
days.” 
HAROLD JOHNSTON: “Closer team work 
is necessary between the distributor and manu- 
facturer; to perfect on the spot representation, 
like the manufacturer, the distributor must 
never consider his services and products 100% 
perfect. We must together constantly work 
to improve out products and services for the 
customers.” 
WILLIAM TEARE: “This is the first post wat 
year in which our economy has changed from 
a seller's to a buyer’s market, and right now is 
the time to start changing it back again. And 
salesmen—good salesmen—backed by a good 
legitimate company policy can do more te make 
the change than any other person.” 


OSCAR IBER: “Our industry is too small to 

hold both manufacturers who sell only through 
. ‘~ . distributors and those who sell both direct and 

COMFORTABLY SETTLED after lunch were D. M. ee Sees. She Sele Wien com 

Rie tiie Sachen & Gaal Gate 6S deliver the goods quickly as economically’ will 

ach ° ici t all cry c Pt ° a, e ~. ," 
McShane Co., Omaha, and F. T. Benjamin, Columbus survive 
McKinnon Chain Corp 
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PROGRAM CHAIRMAN was D. M. Condit (left), Ster- 
ling Products, Chicago. He’s with a speaker, J. F. Bennett, 
Couch & Heyle, Peoria; H. J. Stangel, Stangel Hardware, 
Manitowac, W. W. Ethier, Western Iron Stores, Milwaukee. 


Urged For Industry 


importance of distributors, salesmen 


IO MEET SUCCESSFULLY today’s competitive conditions 
and the competitive days that lie ahead, industrial dis- 
tributors and manufacturers must know each other's 
problems and must strive to aid each other in solving 
them 

That was the message speaker after speaker delivered 
to about 500 distributors and manufacturers who gath- 
ered in Chicago for the annual meeting of the Central 
States Industrial Distributors’ Association 

There were seven speakers from the industry on the 
program: W. C. Teare, president of Sterling Products 
Co., Chicago, who talked on “You Can’t Do Business 
From An Empty Wagon”; Harold Johnston, sales Man- 
iger. ‘The Desmond-Stephan Mfg. Co., who spoke on 

There’s A Reason!”; J. F. Bennett, president, Coach 
& Heyle, Peoria, whose topic was “Physical Selling”; 
Harold T. Halfpenny of the law firm, Halfpenny & 
Hahn, who discussed “Government—Your New Part 
ner’; Oscar Iber, treasurer, O. Iber Co., Chicago, who 
told of “Conflicting Ideologies in Policy”; W. C. Stau- 
ble, executive vice-president. The Holo-Krome Screw 
Corp., who described “The Distributor As a Creative 
Force”, and Frank M. Cruger, partner, Indiana Manu- 
facturers Supply Co., Indianapolis, whose subject was 
loo Many At The Table”. 


Luncheon and Banquet 


In addition to the speakers from the industry, Bill 
Dornfield, a humorist, spoke at luncheon, and Robin 
Williams, general supervisor of sales promotion, Inter- 
national Harvester Co., spoke at the banquet on “The 
Neck of the Bottle.” 

Mr. Williams told the gathering that no matter how 
good the materials are that are used in a product or 
how well the product is manufactured, “it still has not 
fulfilled its destiny until you or your salesmen find the 
man or company that can use the product and who can 
be made to want it worse than they want the money 
it costs.” 

(Continued on next page) 
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NEW OFFICERS are George Hemmingsen, Mohr-Jones 
Hardware, treas.; F. W. Swanson, Globe Machinery & Sup- 
ply, sec.; Frank Cruger, Indiana Mfgs. Supply, pres., and 
S. H. Clark, Samuel Harris Co., vice-pres. 


RECEPTION GUESTS included these four Minnesota 
Mining & Mfg. Co., men: J. F. Whitsomb, H. C. Kenyon, 
J. C. Duke, and A. H. Butz 


AFTER A MEETING these four head for lunch: J. N. 
Grimshaw and C. S. Packer, Justrite Mfg. Co.; Sam Clark, 
Samuel Harris & Co.; and Art Dallia, Justrite, who is head 
of Chicago Purchasing Agents 
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CENTRAL STATES (CONTINUED) 


SINGING the praises of distributors and manufacturers are A TOAST is offered by A. D. Armitage, president of J. H 
Milo Adams, Sterling Products, Moline; Bob Norwalk, L. S Williams Co. (center). With him are John Pritzlaff, Pritz 


Starrett Co.; Leon Watkins, Watkins, 
Walter Haskins, L. S. Starrett Co 


Unless the salesman does a good job, 
Mr. Williams said, he “can back up 
ind nullify all the work of the thou- 
sands and thousands of men and 
women, all the way back to the mines 
ind the forests, so far as you and 
your company are concerned. When 
ever you lose a sale, those people 
back there didn’t work for you— 
they worked for your competitor. 
“So I suggest that your investment 
in salesmen is more important than 
your investment in plants, or build 
ings, or property [rain your sales 
men to be merchandisers, business- 
men, who understand their obliga 
tions to you and your customer 
leach them to provide a clean clear 
channel through the neck of the bot 
tle for your goods to flow in an un 
interrupted and profitable stream.” 


New Officers Elected 


Frank M. Cruger was elected presi 
dent of the association, succeeding 
William S. Teare Other officers 
chosen for 1950 were S. H. Clark of 
Samuel Harris & Co., Chicago, vice- 
president; George Hemmingsen, 
Mohr-Jones Hardware Co., Racine, 
Wis., treasurer, and F. W. Swanson, 
Jr., Globe Machinery & Supply Co., 
Des Moines, secretary 

As a token of appreciation for the 
work done by the retiring president, 
the association presented Mr. Teare 
with a gold pen and pencil set. Th 
presentation was made by former 
president James Ruddell 

All speakers at the all-day session 
were introduced by D. M. Condit 
Sterling Products Co., who was assis 
ted on the program committee by 
Mr. Cruger, J. R. Pauly and Mr: 
Swanson. On the arrangements com 
mittee were S. H. Clark, L. L. Dietz, 
Howard Learn and B. QO. Schmaling 
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Inc., Wichita, and laff Hardware, Milwaukee, and three other Williams men 
E. J. Wilcox, Jim Good and Jack Perkins 


ENJOYING A JOKE are W. R. Bar TIME OUT is taken by Clare Metcalf, 
low, Sam Conant and Ray Clark, all of Oster Mfg. Co.; Pete Schwan, Sterling 
Jacobs Mfg. Co Products, and Reese Rogers, Oster. 


SONG LEADER at the banquet was LISTENING to Carl Hedner, Yale & 
Walter Dawson, Western editor of lowne Mfg. Co., is Arch Morris, pub 
INDUSTRIAL DstTRIBUTION. lisher of INpusrRiaL D1sTRIBUTION. 








MORE DETAILED REPORTS 
ON CENTRAL STATES SPEECHES 
STARTING ON PAGE 158 
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IF YOU HIRE OR TRAIN SALESMEN, YOU’LL WANT THESE FACTS ON... 


College Men vs. Shop Experienced Men 


Here’s a sales manager’s list of advantages for each type; he also gives sugges- 
tions on compensation systems and sales meetings—how and when to hold them 


By LELAND R. KIRBY 
Sales Manager, 


Jones Hardware Co., Ltd. 
Long Beach, Calif. 


A CONVENTION could be held in a 
telephone booth of all sales managers 
who agree on the method of picking, 
training, and managing salesmen. 

Qualifications for industrial sales- 
men vary. One firm wants a high 
pressure man; another wants one who 
is quiet, dignified and friendly. 
Human nature must be taken into 
consideration. The approach of a man 
applying for a sales position may ap- 
peal to one sales manager and not 
strike a spark in another interview. 
Regardless of the type, each must 
be able to produce. 


College or shop trained? 


Some firms place their salesmen 
on a plane where a college degree 
is necessary to land a job. Others are 
satisfied with a practical man who 
has graduated from the school of 
hard knocks. Possibly we can analyze 
these types and pick the better man. 

In the case of the college graduate, 
it is possible that firms are looking 
for future executives without too 
much thought to other things. It is 
true that education enables the man 
to talk the language of the men at 
the top, but—How about the man in 
the shop? Your industrial salesman 
gets a great deal of his business from 
men on the production end. These 
men are in those positions after years 
of practical experience. There is a 
feeling, when a man gives them a 
sales talk couched in technical terms 
and using precise English, that this 
salesman is not familiar with their 
problems, and is just giving a sales 
talk he has memorized. This type of 
salesman has to have a magnetic per- 
sonalty to overcome that feeling. 

How about your man that came 
up the hard way? When he walks 
into a shop or out on a construction 
job he can talk the language of those 
workers. He may not be as skilled as 


THE AUTHOR of this article, Leland 
R. Kirby, started his selling career in 
the Wyoming oil fields. He reports he 
has “worked at many things for prac- 
tical knowledge and then, with that 
education, sold lines I knew from work- 
ing with them.” 


they, but he has worked with his 
hands and handled some types of 
equipment, which they recognize. 
These workers feel that this salesman 
is one of them, knows their problems 
and can be trusted. Through that 
trust and being able to talk man to 
man on an equal footing, is wherc 
much business comes from in the 
industrial field. 


Salesman compensation 


There are many schools of thought 
about pay for salesmen. Approxi- 
mately: two thirds of the sales per- 
sonnel in the U.S. are paid salary, 
bonus, and expenses. The slightly 
more than one third left are paid 
straight commissions, commissions 
and expenses, and drawing accounts 
against commissions. Your straight 
commission salesmen run from pitch 
men, house to house canvassers, and 
those representing firms and factories. 

I'he salary seems to give a greater 
sense of security and your bonus adds 
the incentive. In good times or bad, 
a salaried man turns in business be- 
cause of the service which he has 
given, and can continue to give, with- 
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out cutting his income. 

As an example of how this works 
out, I will cite two actual cases in 
which I was involved. 

A customer of mine had a piece 
of equipment which was not func- 
tioning properly. There was no break 
down, it was simply a case of making 
an adjustment on the machine. It was 
too technical for me so I phoned the 
factory branch in a nearby city. One 
of their salesmen was with my cus- 
tomer in less than four hours. The 
service the factory and I gave was 
greatly appreciated. 

The second case was identical, but 
it took repeated phone calls on my 
part to get a factory man in five days. 
Perhaps that was exceptionally long 
but it was not an isolated case. 

In the first instance, the factory 
man was on a salary and in the sec- 
ond, was on commission. Needless 
to say, I always push the first firm’s 
line because they stand behind their 
products and are out to give service. 
I sell the second line with my tongue 
in my cheek, wondering if | will be 
able to satisfy my customer if some- 
thing goes wrong. 

Records which I have kept have 
proven to me that salaried men are 
more consistent producers than those 
on commission. Sales costs are lower, 
men are more content and the turn 
over of personnel is less when salaries 
were paid. 


Sales meetings 

Frequent, scheduled sales mectings 
or just the occasional session brings 
up another question. 

You cannot afford to hold men in 
the morning for a weekly meeting, 
neither can you pull them in from 
the territories in the afternoon. If 
it is held one evening a weck after 
hours there is resentment. Call sales 
meetings, yes, when there is some 
thing of importance to discuss, but, 
when you announce one of these ses- 
sions, be sure you have something of 
importance to talk about. Otherwise, 
these fellows are going to be think- 
ing about what they could be doing, 


(Continued on page 152) 








ADEQUATE DATA on sales, inventories and purchases enable J. D. Rockaway 
(standing), H. R. Garner, L. E. Stivers and E. E. Wentworth to appraise each 
month’s performance at Vulcan Copper & Supply Co., Cincinnati 


Inventory And Buying 
Geared To Sales 


Sales analysis machinery also produces data to control 


stocks, purchases and facilitates budget comparisons 


THE INTRODUCTION of mechanical tab 
lating equipment for the purpose of 
obtaining promptly complete sales 
inalysis data yielded an unexpected 
dividend to the industrial division of 
the Vulcan Copper & Supply Co., Cin- 
cinnati, Ohio. The same equipment 
is producing reliable dollar inventory 
figures at the end of each month 
hese figures have made it possible for 
E. E. Wentworth, treasurer in charge 
of the industrial division, to exert a 
positive budgetary control over inven- 
tory 

Budgetary control over inventory for 
the first six months of operation, Mr. 
Wentworth reported, has produced 
some very gratifying results. Overall 
inventories were reduced appreciably 
Obsolete and slow-moving merchan 


dise has been spotted and, where 


possible, disposed of through special 
sales effort or other means. High spots 
in inventory were disclosed and 
shaved. The demand trend for vari 
ous products and lines were observed 
ind appropriate action taken. Short 
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iges have been minimized. Last, but 
not least, the average turnover has 
been maintained at a previously deter 
mined desired rate. 

From comparing actual inventory 
figures with budget estimates, Mr. 
Wentworth found it possible to exert 
some control over the average rate of 
turnover for the division. The control 
is facilitated by the detailed break 
down of inventory figures provided by 
the mechanical tabulating equipment. 
\ total of 59 product classifications are 
used for the computation of sales an 
ilysis data. The inventory figures for 
the same number of classifications are 
obtained at the end of cach month. 
he detailed inventory report makes it 
possible to determine the average rate 
being achieved from month to month. 
Where the desired rate is not being 
maintained, a check of turnover for 
each of the product classifications will 
disclose the source of trouble. 

The equipment used for tabulating 
sales analysis and inventory data are 
International Business Machine key 
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puncher, sorter and visual calculator. 
Prior to renting this equipment, two 
employees were used to prepare manu- 
ally very limited sales analysis reports. 
With the machines, only an employee 
and a half are used to produce an ex- 
tended and more detailed list of sales 
analysis reports as well as inventory 
figures. Remarking on the cost of se- 
curing sales and inventory data, Mr. 
Wentworth said “The cost of the 
equipment and its operation is nomi- 
nal if all the material produced is used 
to improve efficiency in selling and 
buying. The tangible results are lower 
inventories which still serve sales effi- 
ciently and an increased rate of turn- 
over.” 


One Type of Card Used 


Only one type of card is used to 
record either kind of data. Either sales 
analysis or inventory data can be re- 
corded. This is due to economy in 
design. Only one half of each card is 
used at a time to record a transaction. 
When the record of this transaction 
becomes obsolete, the other half of 
the card is used to record new trans- 
actions. 

Each half of the card contains 40 
columns of numbers from 0 to 9. One 
classification of these columns is used 
for recording sales data. This includes: 
date, salesman’s number, customer 
number, invoice number, entry code, 
product classification with sub-classifi- 
cation, origin, sales amount and cost. 
These are the headings listed at the 
top of the card. When punching out 
a card for sales analysis, the punch 
operator follows these headings in se- 
lecting data for recording. Naturally, 
all data are taken from customers’ 
typed orders which have been coded 
for salesmen, customer, entry code, 
origin and product classification. 

Inventory data are taken from sup 
pliers’ invoices which are coded upon 
arrival for vendor number and product 
classification. In recording inventory 
data on the card, the headings for the 
numerical columns almost half-way 
down the card are used. These head- 
ings are printed between the row of 2’s 
and the row of 3’s (see illustration). 
The headings read: date, vendor, num- 
ber, vendor reference number if any, 
code, product class and cost. Cards 
holding such data are called vendor 
cards. 

In the event that sales analysis and 
vendor cards become mixed, they can 
be sorted quickly and easily in the au 
tomatic sorter. 

At the end of each month, the sales 
cards are separated from vendor cards 
by running all of them through the 
sorter. The sales analysis reports are 
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DESIGN of IBM card permits recording of two types of SALES ANALYSIS information requires the reading of the 
analysis data which produce two different types of reports. headings printed at the top of the card. 
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INVENTORY statistics require the reading of the headings REPORTS which show inventories agreeing with budget 
printed between rows of 2’s and 3’s estimates and sales please H. R. Garner, purchasing agent. 
t 
H 
‘prepared from the sales cards which 
are sorted as needed for the various 
reports. Some of these include: sales = 
by product lines, sales by customers by SALES(COsH) iavesvent 
product lines, sales by salesmen by 150 wae ¢6ela 
product lines, cumulative sales by : 72S 75 Sool 
salesmen; salesmen’s quotas, returns “45 50 2os|— 
for credit, gross margin by product 700 65 465| — 
lines. 
After the sales analysis reports are 
made, the vendor cards are then sent 
through the sorter and visual calcula- 
tor for preparing the Purchasing and 
Inventory Reports. These include: 
purchases by stock lines, purchases by 
special order of items not carried in 
stock, purchases by local pickup and 
inventory by product lines. 
In addition to these reports, man- 
agement can secure many other spe- STATE OF INVENTORIES by major lines and in dollars are shown on a mimeo 
(Continued on page 148) graphed sheet (84 by 11 in.) 


PRODUCT BEGINNING 
CODE ' INVOICES 
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" Equipping himself for sales, Tom 
G. Hp, Mitchel “of Hawley Hardware, Bridge 

s s 2 
port, pauses at the stock bins to pick up 


1 new multi-cutting-point tool holder. He'll use it as door 
opener and carbide tool demonstrator 


Around the Clock 
with a Salesman 


Do you sell in an organized way? 

Do you work your points for all they’re 
worth? 

Tom Mitchell, salesman for Hawley Hard- 
ware Co., Bridgeport, has organized an 
effective sales routine and works every 


angle. Here’s how he does it, all in pictures. 


‘i A checkup visit to an old customer 
J D. m. brings Tom Mitchell to the shop super 
intendent’s desk. This is no trouble call, 


but a habit of Mr. Mitchell’s which kecps him up-to-date 
on plant tool needs for production 
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™ On his first call, Salesman Mitchell briefs 
. a. mM. a new customer on his product. The 
latter plans to buy blanks, make his own 


tools, so he wants to know the elements of brazing. Mr 
Mitchell gives him the full routine 


. While fluxing the parts, the second 
* a. m. step in brazing, Mr. Mitchell keeps up 
a running fire of sales points—carbides 


mean fewer regrinds; greater man and machine productivity; 
savings in time and money, increased output all around 


¥ “You're losing money on this job,” Sales- 
2:00 D. Mm. man Mitchell advises a machinist during 
his checkup tour. The shopman’s ma 

chine is running under 300 fpm. too slow to get full benefit 


from his carbide tool, a single point type used for facing. 
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s The salesman wins a pass to the machine 

| a. m. area, the plant manager tagging along to 
learn. Carboloy field man Roland Huda- 

verdi is on hand too and shows the customer he isn’t getting 


if 


full use of equipment when he passes up carbides 


7 Sales talk continues through Mr. 
z a. Mm. Mitchell’s demonstration. Here he ex 
plains carbides’ versatility; how they 


can be used in different tools for milling, turning, boring, 
facing and like shop operations 


¥ “Here’s a money maker,” Tom Mitchell 
D m tells the shop head, for whom the sales 

s s s ’ 
man designed the setup. It’s a one-pass 


climb mill-and-face job, six cutters in staggered mount for 
‘carry through” on a 4-in. cut at 350 fpm 


= 


ia The demonstration starts when Tom 
a m Mitchell shows the machinist who will 

s s s 
do the brazing how to clean the tool 


and blank thoroughly. Mr. Mitchell keeps one eye roving, 
casing the plant for other sales leads 


oe 


a The machinist takes over, cleaning the 
‘ a. m. shank and carbide blank, then fluxing 
both thoroughly to aid the brazing 


process. By noon, Salesman Mitchell had won an order for 
50 blanks, and goes to lunch 


” Back home again, Salesman Mitchell 
D m checks on carbides phone queries re 

© s s 
ceived during his absence. Ray Scott 


inside salesman, is his “other ear,”’ listening for prospects, 
quoting the catalog, helping on the close 


INDUSTRIAL DISTRIBUTION © JANUARY, 1950 75 








NEW PRODUCTS were up front at the Yecies & Sons 
Tool Panorama in Newark. Harold Lippi, of Manning, 
Maxwell & Moore, explains a new coupling to Arthur Doty 
and John Steib, Yecies’ salesmen before the show opened. 


EXHIBITORS had ample space for their panel boards, or 
displays like the belt sander operated by Ed. Karl, Minnesota 
Mining & Mfg. Co. as Arthur Goldie and S. Renz look on. 
Many of the products were new or recent releases. 


“Our Next Tool Show Will Be Different” 


A sales manager who learned the hard 

way says: 

® Don’t underestimate the problems in- 
volved 
Don’t sell yourself short on pre-opening 
preparations 


on opening night 


2 
® Don’t assume your problems will end 
®@ You can profit from our experience 


By ARTHUR GOLDIE, sales manager, 
Louis D. Yecies & Sons, Newark. 


l% BEGAN as a little idea. Someone (I think it was Jack 
Steib, one of our salesmen) said: ““Why don’t we have 
1 small industrial tool show.”’ How small? I asked. “A 
show of panel tool boards,” he suggested “—something 
in which our manufacturers could be represented.’”” With 
ill of them represented, I reminded him, that wouldn't 
be any “small show” 

Nevertheless, the idea stuck. We kept thinking about 
it, talking it up, and the more we thought and talked, 
the bigger it grew. Take, for instance, how we came to 
the conclusion that a panel board show wouldn’t do. 

We had a supplier whose specialty was air tools. Now, 
an air tool tacked up on a panel board can be made to 
look pretty good, but it isn’t made to be tacked up. It 
only begins to mean something to a customer when it 
drills a hole, drives a bolt, or sinks a screw. If we were 
going to have air tools in our show, we decided, they'd 
have to pay their way by “doing something’. They did 


The Tool Panorama Is Born 


The first wise thing we did was to sit down with a 
pad and pencil and list our assets and liabilities 
rhe biggest of our assets, of course, was that we had a 


fine auditorium available in Newark. It was well ar- 
ranged for an exhibit as to lighting, acoustics and deco- 
rations, with plenty of space. So far as we knew, all of 
the utilities, gas, water and electricity were ‘“‘on tap.” So 
we had our exhibition hall. 

The next asset was our suppliers. Because of space 
limitations, we wrote to 25 of them. We got back 25 
replies, with only one company refusing; the company 
policy, they wrote, was to exhibit only at national events 

Phe next step, naturally, was to decide on the date, 
ind our final choice after long debate was for a Friday 
evening, and all day Saturday 


Promotion and Publicity 


lo publicize the show, we first sent out a card stating 
“Watch for Our Industrial Tool Panorama.” That went 
to all customers about four weeks before the event. A 
week later another card went out, again promoting the 
event. 

Two weeks before the date, we mailed our formal in 
vitations to some 1,500 customers. A reminder post 
card, sent out two or three days before the show, com 
pleted our promotion through Uncle Sam. 

Meanwhile, displays were arriving slowly and we were 
busy on the phone every other day to keep a fire under 
our exhibitors. Then, all of a sudden, four days before 
the event, their stuff came down on us in an avalanche. 

Tables had to be arranged for, and enough chairs to 
go around. A phone call brought in the refreshments. 
Another phone call got us a thousand door souvenirs 
One by one, we were checking off the little but necessary 
details that are so easy to forget. ; 

Bill Sweeney, manager of our industrial supplies de 
partment, drafted a floor plan of the exhibition hall and 
together we went over the details of space and wiring. 
That was when we stepped into our first deep hole. The 
minute I saw the corner alloted for “air tools” it hit me: 
we'd been thinking too fast about things. It hadn’t oc- 
curred to any of us that you can’t drive air tools without 
an air compressor. 
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Set the one best time for the exhibit—and not 
at the end of the week. 


Hold the show at a well-known, easily reached 
auditorium, with ample parking space avail- 
able. 

Choose the one best time of the year to hold 
it. (For us it would be spring or fall, maybe 
March or November; for you it might be some 
other “best time.’’) 


Advertise the event in the newspapers, and do 
it on a good scale. (You can’t rely on word-of- 
mouth advertising. Some salesmen get tongue- 
tied when they talk about anything but in 
dustrial supplies.) 


Print up registration badges, one for every 
person who entered the hall. (It saves time and 
embarrassments—and we haven’t got Jim Far- 
ley’s talent for remembering names.) 





Some Things We'll Remember to Do Next Time 


6. Do an extensive job on refreshments. (It’s 
a little disconcerting to have people leave in 
the middle of things, then come back. Hold 
them there with a well set out snack bar; 
just don’t accent the bar end of it.) 


Check the voltages and current available in the 
hall, and make sure there’s a fuli box of fuses 
handy. 


Address all invitations personally to the pur- 
chasing agent, and send a secondary to either 
the owner (president) or plant superintendent 


Provide the best possible lighting. (Your ove: 
head lighting may be adequate to see by, but it 
should also serve to highlight and complement 
your displays.) 


Plug, plug, plug the show right up to the last 


minute of closing night. 








Immediately we got busy trying to round up that air 
compressor. 

Yes, we got one—but did we know about air com 
pressors? We ran it in on a 220 volt, three-phase line, 
and out went the lights! Up came the electrician, grin 
ning. He took a look and said promptly: ““That needs to 
be hooked up to 220 volt, single phase.’ “Do it,” we 
told him. “Pull out the old wiring, or change it around, 
anything—but make the darn thing work. We need 
that compressor.” 


The Tempo Quickens 


Other exhibitors began to move in on us. “We want 
more nails here,” ““Hey, how about some more wire, 
Goldie”, “More cable”, “More chairs”, “More this . . . 
more that”, more of everything that taxed our imagina 
tion and ragged our tempers. And the closer we came to 
“curtain time”, the more hectic was the atmosphere 
But, promptly at 7:00 p.m., Friday, we opened—in a 
violent downpour of rain. 

From seven until ten about a hundred people in vari 
ous stages of heat and moisture, stopped to register and 
receive their souvenir gifts; a small pencil key chain, and 
another key chain of catalin with our name pasted on it. 

The following day, Saturday, the attendance picked up 
and we were encouraged. Still it was off, considerably off 
from our own estimates of the probable attendance. We 
began to wonder what was responsible 


Tired Minds and Post-Mortems 


It couldn’t be that our lines lacked interest; they in 
cluded just about everything a customer might want to 
see, and half of it was in motion. 

Was it, then, that we had held the show on the wrong 
days of the week? Might we have made a bigger splash 
if we'd held it earlier in the week, perhaps on Monday 
and Tuesday. 

It was right then Tom Myers, and Al Schuhl, (two of 
our manufacturer representatives) and I got the same 
idea: “Why not hold the show over until Monday?” We 
asked the other exhibitors how they felt; they agreed 
So when we shut the doors that night, it was only tem 
porary. 


THE LAST HOUR of the last show day finds Arthur Goldie 
and Bill Sweeney, supplies manager, congratulating each 
other on Yecies first machine and tool exhibition. 


The Show Is Held Over 


Back at the office on Monday morning, I got our sales- 
men busy on the phone, telling their customers who 
hadn’t been able to get down Friday or Saturday that 
they’d have another chance to see the exhibit. They 
could drop in that day, any time between 2 and 8 p.m. 

Our salesmen were on the phone, without a break, 
from nine in the morning until one o'clock; several used 
their cars to taxi in the p.a.’s who didn’t have cars of 
their own but wanted to see the exhibit. 


The Show Was An Education 


Well, that about winds up the story of Yecies Indus 
trial Tool Panorama, first of the kind we've ever run 

It was, as they say, an education. And while some of 
the things we learned hurt us a little—you only get hurt 
that way once. After all, you never know what to expect 
until you do a thing. We'll know better the next time 

and there will be a next time. 
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ON THE PROGRAM 
Crowder, Inpusrriat Disrripution; J 
ning, Maxwell & Moore, Inc.; and 
McCarthy & Rogers, Inc., Buffalo 


were Walter | 
R. Kelly, Man 
Paul Evans, Beals, 


in the morning 


AFTER THE MEETING friends and business acquaint 
ances got together and exchanged ideas. Here are Arthur J 
Faster, Black & Co., and Gus M. Hess, Armstrong-Blum 
Mfg. Co., talking things over 


AT LUNCH was this foursome: R. L. Parkinson, and B. H 

Ackles, Ravl Cx Detroit; Paul Streit, Equipto Division, 

Aurora Equipment Co., and J. F. Bennett, Couch & Heyle 
Peoria 
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SPEAKERS for the afternoon session of the regional forum 
vere O. §. Dollison, Republic Rubber Division, Lee Rubber 
& Tire Corp., and Percy Ridings of the Syracuse Supply Co. 
All speakers sat in on panel discussions 


400 At Forum Hear: 


Second regional meeting held in 


RESTING between meetings are Frank Shurts, American 
Swiss File, and R. H. Hughes, Samuel Harris Co. 


ALL SMILES during a “seventh inning stretch” are Lyman 
Bellows, Sheldon Machine Co., Inc., and Joseph V. McKee, 
Jr., and Ed E. Stvan, both of Strong, Carlisle & Hammond 
Co., Cleveland 
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PANEL MEMBERS included J. A. Proven, Porter Cable 
Machine Co.; J. H. Ruddell, Central Rubber & Supply Co.; 
William Greene, L. S. Starrett Co., and Howard F. Bren 
holts, Harris Pump & Supply Co 


“It's 90-90 in ‘30° 


Chicago; third slated for Biloxi 


THe NATIONAL AND AMERICAN ASSOCIATIONS moved 
their forum “show” into Chicago late in November and 
again scored a hit with the theme “Making The Sales 
man’s Call Click” and the slogan “It’s 50-50 in 50” 

lhe Chicago meeting was the second of three regional 
sessions planned jointly by the American, National and 
Southern Associations. The first meeting was held in 
Rye, N. Y., and the third is to be held in Biloxi, Miss., 
Jan. 13. 

Ihe pattern is the same for all meetings; there are 
three speakers in the morning and two in the afternoon 
and, in addition, there are two discussion periods during 
which the speakers and a panel of distributors and manu 
facturers answer questions from the audience 

lhe program also includes a luncheon and a cocktail 
party at the conclusion of the all-day meeting. 


PRESIDENTS of all three associations attended. ‘They’re 
with Ralph Johnson (right), forum chairman The presi- 
dents are George Weaks, Southern; K. R. Beardslee, Amen 
can, and R. C. Neal, National 
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MODERATOR for the discussions was H. H. Kuhn (left), 
I'he Hardware & Supply Co. He’s with a panel member, 
F. L. Campbell, Delta File Works, Inc. R. D. Black, Black 


& Decker Mfg. Co., also was on the panel 


BEFORE THE MEETING in the afternoon this trio had 
1 chat: Dale Stenz, Blackhawk Mfg. Co., Samuel Orr, Orr 
Iron Co., Evansville, Ind., and Ben Perkins, Indiana Manu 
facturers Supply Co., Indianapolis 


HEADING FOR LUNCH are Al Rickert, Rickert Supply 
Co., Milwaukee, and G. R. Lundberg, \V. C. LaBerge and 
Llovd H. Ross, all of the Osborn Manufacturing Co. The 
all-dav meeting was in the Congress H stel 
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FIRST STEP in small order handling at Brown Engineer- 
ing Co., Reading, Pa., is actually taking the order, here 


lone by Fred Yoder, who turns it over for 


PRICING AND EXTENDING by Claude Wentzel. After 
this step the extensions and prices are not checked, but 
go directly to bookkeeper for 


INVOICING by Miss Rosemarie Link. Only one carbon 


is made of invoice, which is written in longhand 


are gathered and posted collectively 


Invoices 


Your Small Orders 
Can Be Profitable 


HANDLING SMALL ORDERS is not the problem it once was 
for the Brown Engineering Co. The management of 
this Reading, Pa., supply company, feels that it has 
eliminated much of the expense of processing these 
orders by simply cutting down on the number of internal 
transactions in handling small orders. 

“Distributors usually take six steps in processing their 
orders, regardless of the size of the purchase,” says Eugene 
Brown, vice-president. ‘““When the order is received, it 
is written up on an order blank. It then goes to a clerk 
for pricing, another for extending, and yet another for 
checking. From there it must go to the accounting 
department for invoicing and bookkeeping. We figure 
it costs between $2 and $5 for this.” 

In discussing this problem some months ago, the 
management of Brown Engineering felt that the answer 
was first to cut costs on processing this type and size 
purchase, and second to make customers conscious of 
the expense of handling small orders. 


Special Form for Small Orders 


Orders amounting to less than $3 or $4 are written 
up on a “Small Order Form”, a standard order blank 
with the words “Small Order” printed across the top. 
At the same time, the clerk writing the order prices and 
extends it. ‘The amounts involved are small, and the 
calculations usually can be made mentally. Prices and 
extensions are not checked for accuracy. The manage- 
ment feels that because of the small sums involved, it 
is cheaper to let an occasional inaccuracy slip through 
than to spend time looking for it. 

One copy of the order goes to the shipping department 
as a packing slip. The other copy goes to the accounting 
department where the order is invoiced on a blank bear- 
ing, in red letters, the words “Small Order Invoice.’ 
It is invoiced in pen and ink, and only one carbon is 
made. The original is mailed to the customer and the 
copy is retained and filed under the names of customers 
When a number of invoices are accumulated, they are 
posted against individual accounts. 

Brown Engineering does not allow cash discounts on 
purchases billed on “Small Order Invoices.” 

The result of this system is the elimination of the 
expense of separate pricing, extending and checking, and 
the expense of making a number of typewritten copies of 
invoices. Bookkeeping expense is reduced by grouping 
the orders and posting a number of the orders at one 
time. In addition, the use of the “Small Order Invoice”’ 
makes the customer more aware of the size of the order 

It was originally feared by the management that the 
use of an invoice calling attention to small orders might 
antagonize some customers but this has not happened 

“Some customers have called and actually apologized 
for placing small orders,” says Mr. Brown. “They have 
said that they would make an effort to group their pur 
chases in the future and send them in at one time.” 

[he system is still in the formative stage. Mr. Brown 
is considering eliminating the bookkeeping entries en 
tirely by matching the invoices with payments and enter- 
ing all small orders collectively as cash purchases 
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“THE SHARPEST TOOL IN YOUR SALES KIT,” THIS BUYER SAYS, IS .. . 


“Your Voice—t’s Your Key To Sales” 


A well trained voice, according to this buyer, will give you confidence; he 


suggests concentrating on tone and quality and using short, crisp words 


By DON BUEHRIG, Senior Buyer 


Lockheed Aircraft Corp. 
Los Angeles, Calif. 


Occasionally in talking with groups 
of salesmen, I have been asked to 
give a buyer’s opinion as to which 
of three types of salesmen would be 
most likely to succeed: the man who 
is somewhat careless in his appear- 
ance, but who has an excellent knowl- 
edge of the product he is selling; the 
man who has a very neat appearance, 
giving the impression that he is doing 
well, but who has little technical 
knowledge; or the composite man 
who has a fair appearance and an 
average knowledge of his product. 
My answer: “It all depends on 
which man has the best voice.” 
Give me a man with a good speak 
ing voice and just a few of the char- 





a 
ot ce!) 2 iis 
{ws ala 





acteristics necessary to good selling, 
and I will give you back a salesman 
who vill place in the upper brackets 
of his profession. 

Money of itself has little value; 
it is important only as a medium of 
exchange. So it is with your voice— 
a medium of exchange, whereby you 
transfer your thoughts, ideas and pet 
sonality to others. In selling it serves 
to command respect, establish con- 
fidence, and secure the desired action 
from your prospect—the buyer. A 
good voice is the sharpest tool in 
the salesman’s kit. 

Most sales are made by use of the 
spoken word; your voice, therefore, 
becomes the medium through which 
your entire sales presentation is re- 
pressed or fully developed into a 


convincing message. Perhaps an il- 
lustration will clear up the point. A 
friend of mine was a top producer 
for many years as a salesman in a 
highly competitive market. About 
twelve months ago, he was forced 
to give up his teeth for dentures. 
He was somewhat embarrassed at first 
by a slight whistling effect, and he 
formed the habit of holding his hand 
up to his mouth when talking. He 
maintained the same general appear- 
ance; he lost none of his selling tech- 
nique, nor knowledge of his product; 
in fact, he maintained all the quali- 
ties that had made him a top fight 
salesman. But his business declined. 
He had placed a barrier in the pipe: 
line which was a definite handicap 
in transferring his ideas in a clean-cut, 
effective manner. 

At times when a interview 
heated and the going is 
rough, it is distinct advantage to the 
salesman to remain calm and _ col- 
lected. Usually, if he does become 
angry, he shows it first in his voice, 
a dead giveaway of his mental atti 
tude. Many good salesmen have not 
learned the art of losing an order 
graciously. They permit their will to 
over-rule their reason; they win the 
argument, but loose the account. 

Shakespeare gave a bit of good ad 
vice: “Mend your speech a little, lest 
you may mar your fortunes.” The 
choice is ours whether we wish to 
drift around on a “Slow Boat to 
China’’, or train our voices and travel 


sales 


becomes 














the modern way in a fou 


engine 
luxury airliner. 
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Speech training not only is an ex- 
cellent means of developing self-dis- 
cipline, but is also a means of building 
confidence. About a year ago a young 
G.I. came into my office. He was 
shy and nervous, not at all sure of 








himself. It was easy to see that this 
was one of his first calls. After a few 
minutes, I said, “Mr. W , why 
did you choose the selling game; what 
made you think you can sell?” He 
replied, “Well, first of all, I like meet- 
ing new people.” This took me by 
surprise as he certainly did not give 
ine that impression. Before the inter- 
view was over, I invited him to go 
as my guest to one of the adult edu- 
cation classes in public speaking. He 
accepted my invitation. Later, I sug- 
gested that he enroll for the fall 
semester in one of the night classes, 
and he followed this suggestion, too. 
Now, instead of a rooky salesman, 
Mr. W—— not only talks with em- 
phasis, but he has gained confidence 
in himself, confidence built up by 
knowing he speaks in a clearer and 
more pleasing manner. His sales 
naturally have increased, and today, 
he is on the ladder headed up. 

A salesman whom I know has 
traveled abroad extensively and speaks 
three or four languages fluently. He 
makes the mistake of exhibiting his 
knowledge and abilities by using too 
many big words and foreign phrases 
in his interviews. He fails to realize 
that many buyers are not on_ his 
literary level, and that his selling 
would be more profitable to him if 
he were to improve the quality and 


(Continued on page 154) 
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YOUR DEMONSTRATION is bound to be effective, according to Don Olson, R. S. Mars Co., Duluth, 


if you have practiced working with the tool. Here, Mr Olson puts his theory into practice 


Do You Avoid Demonstrations? 


If you do, these salesmen say you are missing a good bet—they use demon- 


strations to introduce new products, prove old ones and boost sales of related items 


SALESMEN at the W. P. and R. S$ POSc But, the very fact that the if the saw in action and supplements 
Mars Co., Duluth, have mastered the saw was portable was the key sclling the presentation with product litera 
irt of demonstration selling They point in attracting pulp industry buy ture and a strong argument for getting 
find demonstration an excellent way ers. By taking the saw out for demon more production at lower cost. Mr 
of introducing new products, proving — strations, Mr. Olson proved it was Olson then offers to demonstrate the 
the old ones and boosting sales volume portable and then showed that the saw to field foreman, on location 
ill along the line portability of the saw would permit — where the timber is cut. Sold on the 

lake Don Olson, salesman for this increased production for customers more production idea, purchasing 
firm, as an example. While Mr. Ol 7 : ients almost always are willing to 
son is not the only one in the Mars Photographs Used get the opinion of men who have to 
sales family who believes in and profits It’s not always possible to drag a work with the equipment. Here is 
by demonstrations, he proves what can — bulky piece of equipment into the where preparation for the demonstra 
be done if industrial supply salesmen purchasing agent's office for a demon tion counts 





will prepare them elves to carry out — stration, especially if it’s powered by It’s necessary that demonstrations 
demonstrations effectively 1 gasoline motor. Still, a purchasing go off without a hitch l'o prepar¢ 

Phe product in this case was a one ent is not to be ignored. He is the himself originally, Mr. Olson spent a 
man, portable power saw with good one to spark interest in the product couple of weekends working with the 
sales possibilities in the pulp produc ind to arrange demonstrations In demonstrator saw, cutting down un 
ing industry; cutting timber, sawing working with the saw, Mr. Olson — wanted trees on friends’ property. This 


} 


pulp wood into required lengths. ‘To eaves the demonstrator in his car way he managed to get the “feel” of 


some 1 portabl power saw may sound 


ind talks dollars and cents to pur the tool and could operate it with a 
like a pretty heavy piece of equipment hasing agents fair degree of proficiency. On top of 


to carry around for demonstration put He shows the P. A.’s photographs _ this, a study of product literature gave 
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ALL DRESSED UP for the occasion, Mr. Olson packs a portable saw into his 


car. Having the saw with him helped Mr. Olson 


him enough technical information to 
talk the mechanical qualifications of 
the saw intelligently. On 
product knowledge, a salesman can't 
know too much about the product he 
is demonstrating, says Olson 


How to Win Respect 


“There’s nothing undignified about 
demonstrating industrial — supplics, 
tools, and equipment,” said M1 
Olson “In fact, it commands the 
respect of your customer In 
cases, the demonstration is performed 
for the men in the shop, the ‘blue col 
lar boys’ where the orders originate.’ 
When demonstrating te these men, 
Mr. Olson believes in dressing for the 
occasion, expecting to get his hands 
and clothes dirty. For the portable 
power saw demonstration, he 
hunting boots, heavy 
checkered wool shirt and a cap 

‘If you'll notice,” said Mr. Olson, 
“field foremen and work shop super 
intendents go out of their way to take 
a salesman in street clothes, through 
every mud hole and grease pit they 
can find. They do it just for the hell 
of it, or perhaps they feel the sales 
man should know better than to come 
out on a field job or into the shop, 
dressed like a ‘dandy.’ If you're 
dressed right, you'll get respect.” 


most 


Wore 


trousers, a 


this SCOT, 


prove the point that it is portable 


When introducing new products, 
Mr. Olson says, salesmen meet many 


men who are hard to con 
vince that the new products will be 
in improvement their 
method 

hey ll ask a number of hard-to 
questions simply because they 
do not want to be convinced,” M1 
Olson said. “A salesman needs all the 
sales help he can muster and the 
demonstration, backed with knowl 
of the product is an uncondi 
tional convincer.”’ 


skeptics 


OVCI present 


answer 


cdge 


Basement Shop 
Another 


nique 


tech 
in the 


demonstration § sales 
it the Mars Co., 


1S used 


sale of welding supplies and equip 


ment 
these 


Dale Miller, specializing in 
products, demonstrates new 
welding equipment in a small welding 
shop set-up in the basement of the 
Mars building. This is a case where 
large equipment cannot be taken to 
the customer, so Mr. Miller makes the 
customer come to him 

The same formula is used. Mr. Mil 
ler will walk into the purchasing 
igent’s ofhice with the sales story that 


be improved, output 


efficiency can 
speeded-up and savings made with the 
use of his welding equipment. A list 


of prominent users of his equipment 
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WELDING equipment is demon- 
strated by properly dressed Dale Miller 


is on the tip of his tongue to increase 
the customers interest. He'll invite 
the purchasing agent to arrange for 
plant men and welders to witness a 
demonstration at the Mars office and 
warehouse. 


Related Sales, Too 


[his phase of the sales job com 
pleted, the plant men and mechanics 
come out to be convinced. Again, 
dressed for the occasion in the latest 
safety clothes and equipment (to pro 
mote the sale of related products), 
Mr. Miller delivers a well rehearsed 
ind convincing sales talk to go along 
with each step of his welding demon 
stration. ‘To aid in selling the engi 
neers during a demonstration, M1 
Miller intersperses the sales talk with 
frequent references to other plants 
ilready using the equipment and the 
jobs they are accomplishing with it 

Mr. Miller has another selling ad 
vantage when plant men visit his 
demonstration welding shop The 
customer cannot be interrupted by 
his own duties, calls, consultations 
with employees, etc. Throughout the 
demonstration the prospect is in a 
position to be convinced and _ sold, 
providing the demonstration tech 
nique is right and is backed up with 
complete product knowledge 
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BASIS of SYSTEM is a card for each customer, listing sales 
by major lines, individual contacts within firms, and section 


1 
1 


1949 : 


LOWER SECTION of card, where dots indicate number 


of calls made by salesmen monthly 


Tabs shows (I) 


“| oe 


oor ots 
oe t 


last 


numbers. This list classifies contacts by profession. Other 
pertinent information is listed on. . . 


month of call, (IT) last month of sale, and (III and IV) 
lines purchased in quantity by customer. 


Are You Getting the Most From Advertising? 


The formulation of a system and adherence to it has resulted in a high 


rate of return from simple low cost direct mail advertising for this distributor 


Wuen tue H. N. Crowoper, Jr., Co. 
of Allentown, Pa., set out several years 
ago to determine how its advertising 
dollar could be spent most profitably, 
the management ran into some knotty 
problems. Methods of reaching the 
customers were haphazard, coverage 
was spotty, and there was often a gen 
eral indecision over the best way of 
getting across to the customers some 
particular sales promotional message. 

Starting from scratch, the manage 
ment decided that efficiency in the 
company’s advertising would hinge 
upon two factors: first, the choice of 
proper tools of advertising to reach the 
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Crowder Co.'s customers and poten 
tial customers, and second, a system 
that would take all guesswork and con 
fusion out of using these tools. 

The Crowder Co., in choosing the 
proper method of advertising, found 
that it was handicapped in having to 
direct its sales promotional messages 
toward a small segment of the total 
business population in the Allentown 

eastern Pennsylvania area. The ex- 
ecutives felt that they would either be 
forced to use blanket coverage in the 
local newspapers, a practice which 
they knew to correspond to killing a 
cockroach with a blast from a shotgun, 


or else to use direct mail advertising. 
They decided to concentrate most 
heavily on direct mail, with an occas 
ional advertisement in the newspapers. 

When it came to planning a system 
which would make their direct mail 
campaigns as nearly automatic as pos 
sible, the Crowder executives found 
that simple sales analysis figures would 
provide the best basis. The founda 
tion of the whole program is a Kardex 
file, containing a card for each of the 
company’s customers. These cards are 
separated into geographical sections, 
and within these sections the custom 
er’s card is filed alphabetically. 





Each card contains a complete, cur- 
rent picture of the business transacted 
between the company and that partic- 
ular customer. Principal sources of 
the information on each card are sales 
men’s daily report sheets, which are 
passed along to the clerk responsible 
for posting to the Kardex file after 
the sales department has finished with 
them, and monthly invoice totals, re 
vealing the amount of merchandise 
purchased by the customer during the 
month together with the totals for 
cach line purchased. 

The Crowder Company handles 
four principal lines: electrical supplies, 
industrial supplies, service shop work, 
and construction and pump equip 
ment. Colored tabs on each Kardex 
card indicate which of these lines the 
individual customer purchases. 

Tabs on each card also indicate the 
last month of call on the customer by 
a salesman, the last month of sale, and 
the name of the salesman who serves 
the customer. Actual dollar sales for 
each month, by lines, are also shown 
on the card. ~ 


Contacts Listed on Cards 


In a separate column are listed the 
“contacts” at each customer firm of 
whom mailings are made. The Crow- 
der Company always mails its various 
messages directly to an individual, 
such as the purchasing agent, sales 
manager, or general manager of a cus- 
tomer firm, rather than to the firm 
itself. 

From the information on_ these 
cards, the management made up two 
mailing lists for regular basic sales 
promotional messages. Each contact 
listed on the cards is on the “No. 1” 
list, which means that on the first 
Monday of every month he receives 
from the Crowder Company a 
standard “girl blotter’ and a scratch 
pad; 3000 names are on this list. 

Out of this number, there are ap- 
proximately 1500 contacts on whom 
the company wishes to put extra sales 
pressure. These names are on a special 
“No. 2” mailing list, and receive litera- 
ture from the company each week. 


Cards Determine Type of Mailing 


The type of mailing which is made 
to each contact is determined by refer- 
ence to the card file, and is based on 
the types of merchandise which each 
customer buys. Continued reference 
to the cards enables the management 
of the Crowder Company to deter- 
mine what changes should be made in 
the mailing lists from time to time. 

Each individual on the mailing 
lists has an addressograph plate 





The Problem 


Choosing the right 
advertising tools. 


Formulating a system. 


Reducing confusion 
and waste. 





ADVERTISING WITHOUT WASTED DOLLARS 


he management of the H. N. Crowder, Jr., Co. examined the ques- 
tion, came up with three problems, three solutions. 


The Solution 


Direct mail. Any other method, 
this distributor says, wastes money, 
gives only spotty coverage. Direct 
mail aims your sales messages where 
they are needed: at your customers. 


A comprehensive mailing list. ‘The 
Crowder Co. lists all its customers 
by volume, lines purchased, indi- 
vidual contacts within firms, and 
types of businesses. Continued 
sales analysis keeps list up to date. 


Promotional literature is automat 
ically sent to various sublists. Sys 
tem prevents misdirected messages, 
keeps costs and confusion at a 
minimum. 








stamped with his name and address, 
these plates being filed alphabetically 
by company. ‘Those contacts on the 
“No. 2” list have their addressograph 
plates identified by a tab, thus making 
it easier for the person addressing mail- 
ing envelopes to separate one group 
from another. 

A further breakdown of customers 
is effected by listing 36 catagories, or 
“sections” into which contacts fall by 
profession or occupation, such as arch 
itects, banks, foundries and machine 
shops, hospitals, meat plants, coal 
dealers, etc. ‘The section number of 
cach contact is listed on his company 
Kardex card and his addressograph 
plate. When literature is available of 
interest to, say, electricians, the 
addressograph operator removes all 
plates from the files marked “Section 
29”, the section comprised of elec- 
trical workers. In this manner no 
literature is misdirected, and postage 
and printing costs are held to a mini 
mum. 

In addition to these mailings, a 
weekly motor stock list is mailed to 
approximately 300 accounts. This is 
a mimeographed sheet listing new and 
used motors which the Crowder Com 
pany has in stock. 

This company also has picked ap- 
proximately 600 key individuals from 
its regular mailing lists to include in 
a birthday plan. These men are sent 
gifts each year on their birthdays, usu 
ally such items as initialed playing 
cards, phone indices, or pen and pen 
cil sets. Along with the gift goes a 


personalized letter of congratulation. 

All the information applying to the 
different mailings outlined above is 
listed on the basic Kardex card. A 
rundown of these cards each weck 
indicates exactly what mailings should 
be made, and to whom. 

In addition to sales promotional 
messages mailed on the basis of this 
file, Crowder salesmen are requested 
to report the names of customers who 
are ill, and the company sends them 
a volume of men’s stories and a letter 
wishing them a quick recovery 

The management of the Crowder 
Company has evolved this system for 
handling their direct mail advertising 
over the past 34 years, and is very 
satisfied with the results. The com 
pany figures that upkeep of the equip 
ment used in mailing and the cost of 
literature and gifts mailed runs to ap 
proximately 4 of one percent of gross 
sales. This does not include the cost 
of personnel handling the system. 

The management of the Crowder 
Company feels that the chief virtue 
of this planned sales promotion lies 
not so much in what they mail out, 
but in the way in which they have 
organized their direct mail campaign 
The card file insures most economical 
distribution of messages, and makes 
certain that they are properly directed. 
The system is not so rigid that it does 
not admit of changes when they are 
made necessary by changing customer 
relations, and yet is rigid enough to 
make the efficient handling of the di 
rect mail program almost routine. 
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THE SELLING ANGLE is a built-in feature of the R. C. Modern, one-story architecture permits maximum efficiency 
Duncan Co., new ofh ind warehouse in Minneapolis in delivering distributor service. 


A New Building With A Selling Angle 


a 





SEMLCIRCULAR SALES COUNTERS confront the cus- men “double in brass” waiting on counter customers with an 
tomer when he enters the new iilding. Order desk sales intelligent sales approach 
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Wiens 


WUT got aay 


Distributor in Minneapolis 
moves into new quarters spe- 
cifically designed for indus- 
trial distributor needs, with 
emphasis on sales and service 


EVERY DETAIL in the new quarters of 
the R. C. Duncan Co., was designed 
and built for an industrial distributor 
firm. Located on corner property in a 
near downtown section of Minne- 
apolis, this modern, one-story ware 
house and office building covers ap GENERAL OFFICE facilities are located directly behind the sales counter to reduce 
proximately 20,000-sq. ft. and pro- counter order travel. Major lines listed on the rear office wall familiarize counter 
vides ample parking space for custom- trade with the lines handled by the firm 
ers. 
The showroom area is well lighted 
by a bread expanse of display windows 
running almost the full width of the 
building. Automatic color lighting 
sets off the showroom display promi 
nently at night. Acoustical ceilings, 
isphalt tile floors and fluorescent light- 
ing enhance the beauty of the show- 
room and office and make for pleasant 
working surroundings. 


Other Facilities 


Some of the other facilities to be 
found in the front office portion of the 
building are a sales meeting room 
separated from the employees’ lunch 
room by a leather covered folding 
partition which permits enlargement 
of meeting room facilities. From time 
to time customers of the Duncan firm 
ire invited to attend product movies. 

An effective way of familiarizing 
customers with the lines handled by THE WAREHOUSE was designed as a place to sell. Customers are encouraged to 
this firm can be seen on the rear wall browse around the warehouse where a clean, light and airy atmosphere sets off ware 
of the office facing the counter cus housed materials in their best “sales light.” 
tomers. The wall itself, decorated in 
a light green color has listed on it all 
the major lines carried by this firm in 
red, four-inch lettering. 

The warehouse, occupying — the 
greater portion of the building was d« 
signed as a place to sell industrial sup- 
plies, tools and equipment. “The in 
dustrial distributor's warehouse is be 
coming increasingly important as a 
selling area,” said R. C. Duncan, presi- 
dent. “More customers are taking a 
greater interest in the distributor’s 
ability to deliver satisfactory service 
and quality products.” 

Daylight Lighting 

Large steel sash windows located 
high on the three outside walls of the 
warehouse admit the maximum in day- 
light lighting. Coupled with modern 
lighting fixtures and applied colored 
dynamics; aluminum painted ceilings, 
green and ivory dadoed walls, provides 


SHIPPING, located along the rear warehouse wall is on a production line basis; order 
a clean, light and airy warehouse area 


assembly to shipping desk to loading dock. The loading dock is undercover and 
Continued on page 152) heated to allow easy handling of goods during winter months 
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Paul Bunyan 


The Conveyer Belt” 


by William Hazlett Upson 











ONE OF PAUL BUNYAN’S most brilliant 
successes came about not because of 
brilliant thinking, but because of Paul’s 
caution and carefulness. This was 
the famous affair of the conveyor belt. 

Paul and his mechanic, Ford Ford 
sen, had started to work a uranium 
mine in Colorado. The ore was 
brought out on an endless belt which 
ran half a mile going into the mine 
and another half mile coming out— 
giving it a total length of one mile. 
It was four feet wide. It ran on a 
series of rollers, and was driven by a 
pulley mounted on the transmission of 
Paul’s big blue truck “Babe.” The 
manufacturers of the belt had made it 
all in one piece, without any splice 
or lacing, and they had put a half 
twist in the return part so wear would 
be the same on both sides. 

After several months’ operation, the 
mine gallery had become twice as 
long, but the amount of material com 
ing out was less. Paul decided he 
needed a belt twice as long and half 
as wide. He told Ford Fordsen to 
take his chain saw and cut the belt 
in two lengthwise. 


oe 


“That will give us two belts,” said 
Ford Fordsen. “We'll have to cut 
them in two crosswise and_ splice 
them together. That means I'll have 
to go to town and buy the materials 
for two splicers.”” 

“No,” said Paul. ‘This belt has 
a half-twist—which makes it what is 
known in geometry as a Mobius strip.” 

“What difference does that make?” 
asked Ford Fordsen. 

“A Mobius strip,” said Paul Bun 
yan, “has only one side, and one edge, 


® Reprinted from Ford Motor Co. publi- 


cation “Ford Times 


and if we cut it in two lengthwise, 
it will still be in one piece. We'll 
have one belt twice as long and half 
as wide. 

“How can you cut something in 
two and have it still one piece?” asked 
Ford Fordsen. 

Paul was modest. He never was 
opinionated. “‘Let’s try this thing out,” 
he said. 

They went into Paul’s office. Paul 
took a strip of gummed paper about 
two inches wide and a yard long. He 
laid it on his desk with the gummed 
side up. He lifted the two ends and 
brought them together in front of 
him with the gummed sides down. 


Then he turned one of the ends over, 
licked it, slid it under the other end, 
and stuck the two gumed sides to- 
gether. He had made himself an 
endless paper belt with a half-twist 
in it just like the conveyor. 

“This,” said Paul, “is a Mobius 
strip. It will perform just the way I 
said—I hope.” 

Paul took a pair of scissors, dug 
the point in the center of the paper 
and cut the paper strip in two length- 
wise. And when he had finished— 
sure enough—he had one strip twice 
as long, half as wide, and with a double 
twist in it. 

Ford Fordsen was convinced. He 
went out and started cutting the big 
belt in two. And, at this point, a 
man called Loud Mouth Johnson ar- 
rived to see how Paul’s enterprise was 
coming along, and to offer any de- 
structive criticism that might occur 
to him. Loud Mouth Johnson, being 
Public Blow-Hard Number One, 
found plenty to find fault with. 

“If you cut that belt in two length 
wise you will end up with two belts, 
each the same length as the original 
belt, but only half as wide.” 

“No,” said Ford Fordsen, “this is a 
very special belt known as a Mobius 
strip. If I cut it in two lengthwise 
I will end up with one belt twice as 
long and half as wide.” 

“Want to bet?” said Loud Mouth 

“Sure,” said Ford Fordsen. 

I'hey bet a thousand dollars. And, 
of course, Ford Fordsen won. Loud 
Mouth Johnson was so astounded that 
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he slunk off and stayed away for six 
months. When he finally came back 
he found Paul Bunyan just starting to 
cut the belt in two lengthwise for the 
second time. 

“What's the 
Mouth Johnson. 

Paul Bunyan said, “The tunnel has 
progressed much farther, and the ma- 
terial coming out is not as bulky as 
it was. So I am lengthening the belt 
again and making it narrower.” 

“Where is Ford Fordsen?” 

Paul Bunyan said, “I have sent him 
down to town to get some materials 
to splice the belt. When I get through 
cutting it in two lengthwise I will 
have two belts of the same length 
but only half the width of this one. 
So I will have to do some splicing.” 

Loud Mouth Johnson could hardly 
believe his ears. Here was a chance to 
get his thousand dollars back and 
show up Paul Bunyan as a boob be- 
sides. “Listen,” said Louth Mouth 
Johnson, “when you get through you 
will have only one belt twice as long 
and half as wide.” 

“Want to bet?” 

“Sure.” 


idea?”’ asked Loud 


So they bet a thousand dollars and, 
of course, Loud Mouth Johnson lost 
again. It wasn’t so much that Paul 
Bunyan was brilliant. It was just that 
he was methodical. He had tried it 
out with that strip of gummed paper, 
and he knew that the second time 
you slice a Mobius strip you get two 
pieces—linked together like an old 
fashioned watch chain. 





EFORE you look for the 

scissors to try out Paul’s Mo 
bius strip, here’s a final word of in 
struction. Remember to give the 
strip of paper a half twist ‘(see be 
low) before pasting the ends to- 
gether. 














HOW TO TELL TOP QUALITY in a paint 
brush: Simplest way, of course, is to look 
for the name “OSBORN”— recognized 
throughout the world for the very best in 


workmanship and materials. 


ON THE PAINT BRUSH BUSINESS? 


Are you constantly telling your customers about 
OSBORN top quality painting tools? 

Are you stressing the completeness of the 
OSBORN line . 
right brush for every job? 


.. the ability to give them the 


/ 


Osborn No.611 Osborn No. 401 Osborn No. 105 Osborn No.435 Osborn No. 441 
Flat Sash Tool Varnish Brush Heavy Round Wall Paint Oval Varnish 
Glue Brush Brush or Paint Brush 


The prospects for paint, varnish and main- 
tenance brushes are legion! Here you have the 
means to get a good grip on profitable business 
and repeat business. Are you making the 


most of it? 


THE OSBORN MANUFACTURING COMPANY 


Dept. 229, 5401 Hamilton Avenue Cleveland 14, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES » MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply sales in 
November fell off to 275, a 29-point decline. 


Percentage-wise, the November indicator was 13% below the 
same month last year. 


Supply Sales Trends 





North North 
Month Pacific Western Central Southern Atlantic 


339 387 252 362 
332 290 212 282 


‘gules 
Indicator 


Orders per Sales- 


4.0 4.2 8.7 
man per Day 3 


7.8 
4 9.5 11.5 


$10,500 11,110 10,500 16,700 
10,000 7,460 11,370 14,200 
$33.20 46.60 29.80 35.70 
42,50 29.80 38.00 


Volume per 
Salesman 


Size of 
Average Order 


Orders per 
Working Day 


20 20 ZO 20 ZO 


53.2 101 113 126 
122.0 93 177 
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ORDERS PER WORKING DAY were 90, down 9 
from October. Orders per salesman per day were 12.6, 
indicating smaller orders, faster hustling by salesmen. 











REGIONAL TRENDS—Only the North Atlantic rc 
gion was in an up trend (a 10-point gain); the other 
four regions declined, the South and West substantially. 
Volume in each of the latter regions was off by more 
than $2,000 





e--- 1949 








—— 1948 ---1947 
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SIZE OF AVERAGE ORDER for November was 
$35.20, up about $2.00 from October. Volume per 
salesman was equal to October at $12,250. 
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PERFORMANCE 


sells te Oster Yo. 102"Wileo” 


PIPE-AND BOLT THREADING MACHINE 


Put this new Oster threader on your 1950 sales leader list! It has what it takes 
to get those names on the dotted line! Packed with time-saving features, the 
Oster No. 702""WILCO" pulls down costs and boosts up profits for every owner. 
NOTE THESE SPEEDS! Only 40 seconds to chuck, unchuck, thread, cut off 
and ream 2" pipe; only 27 seconds on |" pipe; only 15 seconds on !/4" pipe. 
Comparable floor to floor speeds are obtained on all sizes within the standard 
Vi," to 2" pipe range of the machine. 

Brief facts on this fast, accurate threader are outlined below. For ALL the 
facts, you need the No. 702"*WILCO" bulletin. Write for it! 





Partial List of 
FEATURES 


Qilick-opening, individual, 
quick-change die-heads and 
dies. 

New cut-off and chamfer 
device. 

New “SPINFAST" universal 
front chuck with easy-to- 
grip knurled wheel for fast 
chucking and ynchucking. 
(No chuck wrench used.) 


New rear centering chuck 
assures straight threads on 
: long lengths of pipe. 
uty Worm Drive: Three 
"V" belts and hard- 
ened and ground 
triple thread worm 
drive bronze worm 
gear onspindle. Spin- 
dle mounted on ball bearings. 
Result—smooth, powerful 
operation without friction, 
Carriage is gibbed to pro- 
vide for wear—lever oper- 
ated for fast positioning, 
New variable fulcrum allows 
14!" of threading without 
re-gripping stock. 
3-speed motor and selector 
switch gives instant choice 
of suitable threading and 
cutting speeds. 
Centrifugal coolant pump is 
individually motor driven, 
assuring positive, continuous 
flow of coolant. 
Other features make this a 
real soles-getter for you. 
GET THE FACTS. Write to— 


THE OSTER MFG. CO. 
2041 East 61s? Street 
Cleveland 3, Ohio, U.S. A. 














BUILDERS OF PROFIT-MAKING THREADING TOOLS AND MACHINES SINCE 1893 
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STEEL 
(1935-39 + 100) 


SELECTED 
INGOT PRODUCTION 


BUSINESS 


INDICATORS 


ELECTRIC POWER PRODUCTION BY UTILITIES 
(BILLIONS OF KILOWATT HOURS) 








1 i \fewe Fees Sewes! 











MANUFACTURING EMPLOYMENT AND PAY ROLLS 
(UNADJUSTED, 1939 + 100) 


(DAILY AVERAGE - THOUSANDS OF BALES) 


COTTON CONSUMPTION 





‘ PRODUCTION - WORKER 
Par MALS 


+ 


, PRODUCTION WORKERS 
+ 
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Keeping Up With Business 


Government P. A.’s 
Drive To Cut Costs 

Buying agents for the government 
have undertaken a three-point national 
drive to cut costs of buying, climinate 
unscrupulous bidding, and apply to 
purchasing gencrally the 
recommendations contained in the 
Hoover report. 

I'he new policy originated at the 
recent, and first, convention of Fed 
cral purchasing men to be held since 
enactment of the Federal Property 
and Administrative Services Act last 
spring. ‘The law will provide the legal 
basis for the improvement in Federal 
buying policies, keyed to the conven 
tion theme of “more for the tax dol- 
lar.” 

The purchasing 
men who act for such departments of 
the Kederal Government as Amny, 
Navy, Air Force, and Coast Guard, 
I'rcasurv and Post Office agencies 


several of 


buyers included 


Commerce Department 
Effects 


The Department of Commerce is 
the possibilities for 
during the 
ahead, according to a recent survey 
that discounted the effects of the 
coal and steel strikes Though the 
department admitted the two stop 


Discounts Strikes’ 


optimistic over 


“good business” months 


92 
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pages did precipitate a decline in busi 
ness, the fall was slight and, in fact, 
served to guarantee higher production 
levels for the first six months of 1950. 

Among the “bright spots” in the 
business future the department listed 
the long backlogs of orders pending 
for stecl, coal and aluminum to re 
build businesss inventories reduced 
during the strikes, and the anticipated 
government cash outlays carmarked 
for the present fiscal vear, a total of 
$46.5 billions. 

Federal spending on that scale, the 
report indicates, should provide an 
important element of support to the 
incomes of individuals and corpora 
tions. It noted that the Government 
this will spend $27 billions on 
goods and ‘A higher 
than that attained at anv time during 
thre past three vears.”” 


Veal 


SETVICES level 


Steel Sales Officials 
See Active First Quarter 


Demand and production of. steel 
will be at high levels well into the 
first quarter of 1950, in the opinion of 
several steel sales officials surveyed re- 
ently on prospects for the industry in 
the coming year. Beyond that quar 
ter, however, they would not predict, 
xcept to suggest that the recent losses 
resulting from the steel-workers’ strike 
might change the buying pattern in 


the second quarter from a “down” to 
an “up” trend. 

Meanwhile, demand continues at a 
level so high, several categories of 
production have had to go over to allo- 
cations. Consumers, currently, are 
interested in getting stocks of much- 
needed items up to a level which will 
support high manufacturing schedules. 
\ppliance makers are one good ex 
ample, automobile makers, and sup- 
pliers of automobile parts are another. 

But steel officials won't be quoted 
on the prospects until they learn what 
results from the customers’ year-end 
taking of inventory. The entire stccl 
situation may turn on that factor. 


Briefs: 


American farmers use more than 

10 billion gallons of oil products vearly 

not quite as American 
salesmen 


} 
muci Is 


Valk about paper work: Sixteen 
, 
carloads of paper daily are backed into 
the U.S. Government Printing Office. 
. One dav out of everv three 
work for your government 


you 


. Government, today, is the biggest 
cmployer—with 2 million persons on 
the payroll, and more than 16 million 
receiv'ng benefits of one kind or an 
other 
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Six sizes, '/2" to 


a Bigger Sales 


was a worthy companion for the Yarway 
Trap—so the 


Every mill supply salesman knows—the 
better the product, the greater the sales 
. and the easier made! 


That's the secret of the steadily growing 
popularity of Yarway Fine Screen Strain- 
ers. These strainers meet a long-felt need 
for a better strainer that will out-perform 


and out-last old types. 


Originally Yarway didn't want to make 
strainers, but could not find one we felt 


Impulse Steam Yarway 


Strainer was born. 


Supply house sales records speak for 
themselves—through original and repeat 
orders—of the success Yarway Strainers 
are making. Completely described in 
Yarway Bulletin S-201 


YARNALL-WARING COMPANY 


111 MERMAID AVENUE, PHILADELPHIA 18, PA. 


YAR WAY FINE SCREEN STRAINERS 
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INDEX-OF BUSINESS ACTIVITY 





Prepared by Business Week 


INDUSTRIAL propecrion—Snaps Back 


The steel industry again is operat- 
ing at a rate close to the pre-strike 
level in a “comeback” that was faster 
than most of the experts anticipated. 

Industrial output, in declitie‘as a 
result of the steel and coal stoppages 
and the shortages they ereated, re- 
covered in direct ratio to. output in 
the two key industries: 

Construction activity i still high, 
ind though all the figuges for 1949 
are not available as yet, it looks as 
though some long-standing building 
records were broken, both in dollars 
spent and in units erected. 


Buying Held Firm 


Che volume of consumer expendi 
tures was maintained through the 
strike period and into the holiday sea- 
son, and it operated to sustain gen 
eral business activity—with the ex 
ception, of course, of those cities that 
were particularly hard hit’by the strike 
breaks. Consumer buying in ‘ Pitts- 
burgh, for example, dipped 20 to 30 
percent, though the national average 
was down only slightly. 

The holiday season, after a slow 
buying start, ended with retail sales 
pretty clase,to the level of 1948. ‘The 
groups that profited most from the 
seasonal rush, of course, were the 


jewelry «makers, variety, and départ- 


ment ‘Stdrés and ‘similar soft” goods 
lines. Benefits actrued as well, how- 
ever, to many of the customers serv- 
iced” by, distributors; ‘iti¢uding™ the 
auto industry, building mgtérals and 
» Hardware and sjmilar- lines. 

\. recent report by the Depgrtment 
of ‘Commerce, assessing the damage 


94 


* 


that followed the. coal and steel strikes,- 


put that agemgy on the recdsd as 
“optimistic” for. the immediate -quar- 
ter year, and “iopeful” for the period 
through Jup@ 1950. 

Strike ‘damiage, it reported, was 
slighter.than had been expected, and 
the two work om may in fact 
prove a “mixed blessing” for indus 
try. For one .thing, order backlogs 
were “lengthened” in coal and steel, 
and in aluminum too, which again 
made-some new customers when steel 
supplies dwindled. 

Forranother guarantee of a lively 
market, the department cited Gov 
ernment commitments which pledge 
our various agencies to spend a total 
of $46.5 billions before the fiscal year 
ends June 30th. A good half of that 
amount will go to goods and services 
purchased from industries that are 
the distributor's customers. 


Prospects For 1950 


The department’s views gain sup 
port from other public’ and indus 
trial agencies whose -business it is to 
suggest |. ‘‘the, outlook.” Researchers 
for the canstruction industry,. to cite 
one example, expect contracts on,a 
basis of dollar value to decline a little, 
bat only by about + percent from the 
level of 1949, which proved a banner 
vear for builders. 

That decline, not 


moreover, may 


éventuate, for it:tékes!the form of an. 


expected drop in oe costs 
top that} may — 


of building work—@ 


Preeipitate buyers into the «market 


who have held off ‘fx lower materials 


costs. That increase.in customers 
might well make 1950 construction’s 
new record year. 


Others See A Decline 


Even those with the pessimistic 
view can’t paint a ‘very dark picture. 
The Bureau. of Agricultural . Eco 
nomics, an early-bird bellwether 
predicts: “A further slight redaction 
in economic activity (for 19 and 
a relatively slow decline’ in’ priges.” 
A number of factors, however, it 
points out, would help . maintain 
“fairly high economie activity’ during 
1950. 

In detail, the bureau Prodials: con 
sumer spending may slaéken fu#ther 
as backlog demands are teduced;.em- 
ployment will decline slightly; farm 
prices and cash reegipts mays)drop 
another 10 pereent; business spend- 
ing for new plant and equipmenf*will 
be further reduced; distribution of 
almost $3 billions. in veterans’ insur 
ance refunds will ‘tend to maintain 
consumer spending in the opening 
months of the year; Fedéral, stategand 
local government spending:for schools, 
highways and other improvements 
likely will increase; and defense spend- 
ing undoubtedly would ‘be stepped. up. 

All in all, the best that snap said 
for prospects in 19§0° according to 
some qualified observers is that it 
may approach the prosperity of 1948; 
the worst that may be sdid, in the 

ew.58 others &Gtially qualified. is that 

TSness “activity during the year Will 
Continue in slight» decline, Yet sup- 
sported at a level high ¢nough to in- 
suresan atmosphere of prosperity. 
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| This \s Manufacturer 
on.. DISTRIBUTOR STYLE! 





MICHIGAN ABRASIVE COMPANY DISTRIBUTOR POLICY 


TEN POINTS OF COOPERATION 
WITH DISTRIBUTORS 


Basic Policy. Michigan Abrasive Company bases its marketing policy 
onthe sole of its products through distributors . . . not independently of, 
or in competition with them. 


Selective Distributorships. Distributorships . . . to recognized distribu- 
tors... are selective and limited in number in a given territory in direct 
relation to the sales potential . . . in order to protect distributor volume 
and profit. 


Territory and Account Agreement,” Selective districts and/or accounts 
are agreed upon with our distributors and all business from such terri- 
tories is handled through the distributor. 


Special Conditions. Where special conditions or customer insistance 
demands direct sales, we will carry out such demands with the full knowledge 
of the distributor. ‘ 


Sales and Engineering Cooperation. Our sales and engineering staff 
will work in close cooperation with distributors’ salesmen, when required, 
to help increase sales volume. 


Maintenance of Stocks. We will maintain complete stocks for prompt 
shipment and will advocate distributors carrying stocks for not more than 
sixty days demand. , 


ee 


Pricing Policy.. We will make it profitable for distributors to handle 
small orders by offering Worthwhile discounts on all purchases of less 
than twenty-five (25) units. Additional discount will be offered on pur- 
chases of twenty-five (25) units or more. 

All discounts will be single discounts to aid in figuring costs and resale 
prices. 

We will establish suggested resale prices on our standard products and 
make every effort to have them maintained to assure a profitable return. 


Maintenance of High Quality Standards. We will manufacture coated 
abrasives in accordance with high quality standards set up by our Re- 
search Department to assure excellent performance. 


y 
ee ee 
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> 
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Research and Product Improvement. We will continue through re- 
search to constantly work on new products and improve quality of present 
products and supplement the line. 


Promotion and Advertising Aid. We will back up our distributors 
with advertising and sales helps suggesting the purchase of our products 
through distributors, 





MICHIGAN ABRASIVE COMPANY 
DETROIT, MICH: 


° handle a ‘ 


es, \f you would like ' | oot) e 
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Full Information. irr 4 AND. 
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0 s2mulet oil 203 eke uy .wohetunartyy, oath its. Juvdy gab | 
MICHIGAN ABRASIVE COMPANY, 2360 W. Jefferson Ave., Detroit 16, Michigan 
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DeieaOaEs 


Selling Is My Business e ec e Dol share customers’ 


interests? . . . Use a direct approach? . . . Have command of knowledge and knowhow? 





H. W. TREFRY: 


Customers’ Interests 
Should Become Yours 
Seventy-five percent of a sales 

man’s business comes through friend 


ships,” said H. W. Trefry of the 
Paramount Supply Co., ‘Tacoma, 


Wash. ‘That's my guess. There arc 
various ways of making and holding 
friends My preferred way is by 


knowing how my customers play 
their outside interests. The first time 
| go in to sce a prospective customer, 
I trv to find out what his main outside 
interest is—plaving golf, fishing, 
poker, boating, hobby shop, hunting 
or whatnot. Having found out, be 
fore I see him again, | aim to find out 
omething about that particular thing 
irt. It isn’t long before vou accumu 
late a pretty fair knowledge or adapt 
ibility with respect to most of the 
ordinary things that men play at 
“Some of the knowhow or knowl 
edge vou pick up by studying all kinds 
of wavs of play ing is bound to give an 
idea or two to the customer. At any 
rate, the two 
thing in common. Most salesmen have 
1 hobby or two at which thev are bet- 
ter than the average; so when it hooks 
up with vour customer's hobby you are 


of vou alwavs have some 


in a nice spot. My particular one is 
boats. I own a 50-ft. cabin cruiser 
I have a number of important cus 


tomers who are amatcur navigators and 
we often 
I never make it more than one day 
but that allows time to talk naviga 
tion and other things 

“T was also in the ai corps during 


the war, and picked up a lot of knowl 
| | 


go out for a dav’s cruise 


edge about guns and ammunition 


Many of m\ 


ustomers are gun fiends 


%6 


and this knowledge gets me in with 
the hunters and trap shooters on a 
friendship basis. 

“Some may say that this isn’t ‘tend 
ing to business’. I have found out, 
however, if you make friends in such a 
manner, business will ‘tend to you’.” 





GEORGE M. JASMIN: 


Open Eyes, Open Mind 
Open Way to Sales 


No matter how many times you call 
on an old customer, keep your eyes 
open and go in with an open mind. 
Ihat’s the advice of George M. Jas 
min, salesman for The Lindquist 
Hardware Co. of New Haven, and he 
knows from experience whereof he 
spc iks 

He was making a call one day re 
cently, on schedule, when he noticed 
some wire rope in one corner of the 
plant. He hadn't been thinking “wire 
rope’, but the long twist started a 
train of thought that carried him to 
the p. a.’s office. 

Phe particular coil he saw, he was 
told, didn’t belong to the company; 
it was the property of the elevator 
company that had come down _ to 
service the plant’s equipment. 

But wasn’t it true, Mr. Jasmin in 
sisted, that their company, a_ public 
utility, used wire rope? It was, the 
p. a. told him. 

Mr. Jasmin hung on the subject; 
thought he could meet the customer’s 
requirements and give him exceptional 
service as well; and walked out of the 
building with an initial order for 1,000 
ft. of 3-in. wire rope—and an oral 
promise for the balance of the firm’s 
business within the vear. 
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J. EDWARD BENSON: 


Product Knowledge 
Paves the Way 


An inside salesman is only as good 
as the storage capacity of his head, 
says J. Edward Benson, salesman at 
N. T. Bushnell Co., New Haven, 
Conn. “His success or failure to close 
an order on the phone can be meas 
ured in direct relation to his product 
knowledze and engineering know 
how.” 

One day, Mr. Benson had a call 
from an old customer, in a machine 
foundry, who complained of a chip 
problem with magnesium. “What 
drills are you using?” Mr. Benson 
asked him 

‘Regular type, standard 3-in.” 

‘What spiral?” Mr. Benson con- 
tinued. 

“Spiral?” 

“Yes. You ought to be using high 
piral, if it’s chip clearance you need. 
When you use the regular you have 
too many cutting points engaging the 
work, and naturally the flutes will 
clog. By the way, have vou had any 
fires at the machines?’ 

“We sure have’, the foundryman 
told him. “That darn stuff heats up 
faster than a one-minute egg. How 
come 

“You're using the wrong drills. Let 
me send you out some _high-spiral 
tvpe. They’re designed for that kind 
of work; they cut clean and cool.” 

“Send me a dozen,” the foundry 
man replied, “and if they work out 
you'll hear from me again. We've 
got a big contract for one of the 
armed services and we don’t want to 
lose out.” 
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how fo maintain your spring lock washer sales 
and profits at minimum cost 


Reliance Distributors are looking forward to steady spring 
lock washer sales and profits. 


Their service is geared to the times — to save money for their 
customers. That fact is being constantly publicized by domi- 
nant Eaton-Reliance advertising in leading trade magazines. 


The broad acceptance of Reliance Spring Lock Washers, 
manufactured to exacting standards, and consistent national! 
advertising insure sustained demand and make selling easier. 


Designers and production officials alike prefer a product of 
established dependability conforming to accepted specificc- 
tions such as those of the A. S. A. 


Reliance Distributors’ stocks are backed by Eaton-Reliance’s 
inventory of more than 200,000,000 units in all sizes, metals 
“i F and finishes, enabling them to maintain the type of service 
that wins and holds customers. 





As a Reliance Distributor, you can face the future with con- 
fidence. Talk it over with your Eaton-Reliance sales office. 











RELIANCE Of: 
aye) | Lock WASHERS 


EATON MANUFACTURING COMPANY () RELIANCE DIVISION, MASSILLON, OHIO 


Sales Offices: New York, Cleveland, Detroit, Chicago, St. Louis, San Francisco, Montreal 


meas: How they... 


... promote safety by redesigned shelving 


l' HERE USED ¥O BE A TIME, at J. Heller 
Sons Co., Newark, N. J., when inside 
salesmen flirted with the hosp tal. 
Ihat was when Heller’s stock shelving 
reached from floor to ceiling in one 
perpendicular climb. Ladders were 
handy, but salesmén in a hurry to fill 
in order would leap to a lower shelf 
instead. 

But no more; the last row of that 
old, shaky obsolete shelving is destined 
for the woodpile. In its place, through- 
out stock rooms and warehouse, are 
shelves in a double ticr with .a’mez- 
zinine setback. The lower section is 
6-ft. high, while the- upper section is 
7-ft. high. 

the shelves,. moreover, have been 
subdivided to store greater quantities 
of .stock, « Each bin “igepermanently, 
plainly, and largely. numbered, as is 
Iso each aisle leading to the bins 


The aisle sidewalls also have been | BEFORE: Balanced on old shelving, AFTER: Aloft on the new, Ms. Dillon 
idapted-to stock storage, in a kind of moré than 13 féet high, William Diflon stows his stocks in éasé and safety in 
vindow Box arrangement, on brackety risks.a bad fall’ at J. Heller Sons’ Go., the plainly numbered bins that Hine the 


] Y ) , 
that hold the most popular sizes Newark, Nw J lividing mezzanine 


...maintain stockroom efficiency . ... deliver stock quickly 


THE BIG “E” on the bir nbles G. A. Schmitt, A SPIRAL METAL CHUTE provides quick delivery 
United Plumbing & Mill Supplicrs, Inc., Louisvillc of materials from the upper floors of the warehouse 
Ky., to locate valve bins which are numbered. List to thershipping department at S. B. Hubbard Co., 
of items and bin numbers in aisle are forsbenefit .of Jackgofiyjlle, Fla. Here, w irchouse manager O. R. 
stock clerks in distributing goods received. A check Brannon checks orders as Cliffon Houston, who has 
list of items and kim, nugabers ig tacked,on bin wall of been with the company for 24 vears, loads on the 
each aisle near letter. ~ y ’ chute. 
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The only way to win a sales argu- 
ment in a buyers’ market is to talk 
Savings, both immediate and long 
range. Talk it—be able to back it up. 
The Dayton Distributor can; can you? 

He can start with the exclusive and 
patented Dayton premium Cog-Belt* 
that actually delivers 40% more 
horsepower. Molded, preformed cogs, 
built to bend like a finger, relieve the 


stress of flexing as the belt goes round 
the sheave, eliminate distortion, ruin 
cooler, deliver 40% more power. One 
Cog-Belt does the work of *?.4‘ordi- 
nary belts.“For example, where 7 ordi- 
nary V-Belts are required for a 40 
H.P. “C” section dejye,/ 5 premium 
Dayton Cog-Beles do the job, save 
17%, on origioal, cost! of belts. and 
pulleys, ot 

The Daytom Distributor has the 


) ee ‘ 
fainious Thorobred line of Dayton’s 
DFO! Ma) 
V-Belts, with to gkelusive, powerful 
quality story, He-as a complete line 
—a belt for every need. He has an 


easy to use catalog. a, 

Dayton gives you what you need \to 
win in today’s maf xclusives in 
quality, value savin e If you would 
like to hear more about the Dayton 
deal, write: The Dayton Rubber 
Company, Dayton 1, Obio. 


es 


? 


; fe " , 
>. ie ‘ S* vi ’ 4 
THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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@TAP IT with « 
BaD TAPGUN! 


ORIVE Te 
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YOU Figure in Every 
B & D Advertisement! 


Without exception, every one of the millions 
of Black & Decker advertising messages 
appearing this year tells your prospects to see 
YOU .. . for demonstrations, complete 
information, expert help in saving time and 
cutting costs! It’s typical of our policy, built on 
more than 30 years of successful selling 
through Distributors! 


ailet 
Co. 615 Pennaytvanie 


LEADING orsTRIBU " 
easee SoTeTOR 


lackn Deoker-| Bickst Doce. 
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and SPEAKING of FIGURES... 


Thirty-Five 
Million 


HELP YOU SELL BLACK & DECKER TOOLS 


ers \=> LEADING DISTRIBUTORS EVERYWHERE SELL 


F Blacks Decker. 


PORTABLE ELECTRIC TOOLS 
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DeWalt, Inc. 
Purchased By AMF 


American Machine & Foundry Co., 
has purchased all the properties. and 
assets of DeWalt, Inc., Lancaster; Pa., 
manufacturers of radial saws for. high- 
speed cutting of wood, light nietals 
and plasties. AMF will continue oper 
ation of the 75,000 sq ft. DeWalt 
planf»aocated On a 10-acre tract, at 
Lancaster with the present personnel 
through a wholly-owned subsidiary, 

The closing involved the trarisfer of 
115,000 shares of American Machine 
& Foundry Co. common stock plus 
$655,000 in cash to DeWalt, Inc. 
DeWalt shareholders had indicated 
their approval of the sale last Friday. 
DeWalt’s current assets as of Sep- 
tember 30, amounted. to $1,751,447; 
including more than $1 million in 
cash, as against current liabilities of 
$198.53] 


Coventry Machinery Co. 
Acquired By H. J. Fink 


IH. J. Fink recently announced the 
icquisition of the Coventry Machinéry 
C.. Inc > 
under the new ‘corporate name of 
Coventry Machinery & Tool Co., Inc. 

\r. Fink formerly wassemployed by 
the Walker-Turner. division of Kear 
ney & Trecker Corp. and,,was_ associ 
ited with them for more than:20 years 
in several capacities, including that of 
sales manager and; more recently, 
district manager of metropolitan 


New } 


Mau-Sherwood Supply 
Creates New Division 


\ new industrial steam and pump 
ing division has been introduced at 
The Mau-Sherwood_ Supply Co., 
Cleveland, with Hanford A. Garver, 
heating and ventilating’ engincer, ‘in 
charge, \[r. Garvet jomed the Mau- 
Sherweod organization recently and 
was appointed to the sales staff. 

The new steam division will, proc- 
ess. Steam and space heating, and: will 
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which “wilf be’ t@orgatiized 


NEW HEADQUARTERS for Union Hardware & Metal’Co., Los Angeles, as visu- 
alized bv architect. Building will be-completed in June, 1950. 


L. A. Distributor Building New Plant 


Union Hardware & Metal Co.’s, Los 
Angeles, new $3,250,000 warehouse 
ind offices _plant:.is. nowewnder con. 
struction in Los Angeles and is ex- 

actéd..to, be pready for ‘ocqupaney in 
Re, 1950“The new headquarters for 
Union Hardware will have a floor area 


of 500,000 square feet and will stock 
70,000. to 100,000 items. The new 
building ‘will measure 991 by 562 feet. 

Twenty departments and all offices 
of the company will move into the 
new building. The company employs 
100 salesmen. 





act as atdustrial sapAly distributors foi 


héating, “boilers, “tubes and 
pipes. 

Recently, the firm created an abra- 
sives. department, ‘also, with ‘Richard 
Peabody in ¢harge,,. He joimed the 
company from the;Carborundum Co. 

Another addition to the sales staff is 
Fugene Daugherty, who will repre 


sent Mau-Shervrodd in. Akron. 


Beals, McCarthy & Rogers 
To Construct Facilities 


Beals, McCarthy & Rogers, Inc., 
Buffalo, will construct a $750,000 
office and warehouse building at South 
Park Avenue and Katherine Street, 
close to the company’s present ware 
house building on Katherine Street. 

The riew two-story building will 
contain a total of about 115,000 sq. ft. 
of floor space. 

‘The company plans to.moye into 
the new hitilding.in about, nine 
months, from the old déwntown land- 
mark at 40-62 Fetrace. 
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American Mantfacturing Co. 
Names New Sales Manager 


The American Manufacturing Com 
pany, Brookbyn; N. Y., cordage produc- 
ers, has promoted Charlés D. McAl- 
lister to. the position of sales manager. 
Mr..McAllister joined the company in 
1932 and has served continuously in 
the ‘salés division. He was formerly 
assistant sales manager 


Charles D. McAlister 





Dayton Rubber Co. 
Promotes Sales Executives 


Carl W. Priesing has been ap- 
pointed vice-president and _ general 
sales manager of the Dayton Rubber 
Co., Dayton, Ohio. He will direct the 
coordination of all selling and mer- 
chandising activities. 

Irve _Eisbrouch, vice-president. in 
charge of ‘tire sales, will not only be 
responsible for tire sales but also asso- 
ciate lines such as Camelback, repair 
materials. and other new products 
which lend themselves to marketing 
through the tire sales division. 

Leonard C. Strobeck, vice-president 
in charge of mechanical sales, will 
direct all field selling activities of the 
company’s present mechanical lines 
including textile products and othe 
mechanical goods products as they 
reach the merchandising stage. 

Herbert S$. Waters was appointed 
vice-president and director of prod 
ucts. He will be in charge of mer 
chandising and the preparation of 
products, other than tires, for the 
market after they have passed the lab 
oratory and development department 
stage. 

Mr. Pricsing, formerly, was general 
sales manager of the Ansco Division of 
General Aniline & Film Corp., New 
York 


Robins Conveyors Appoints 
New York District Manager 


A P.DeVifa has been appointed 
New York District sales manager for 
Robins Conveyors Division of Hewitt 
Robins, New York City. 

Mr. DeVita has been with Robins 
Convevors for four vears as foundry 
production manager. In his new posi 
tion he will direct and supervise sales 
for Robins in the New York area. 

Edwin M. Perrin, formerly advertis- 
ing manager of Robins Conveyors, has 
been named advertising manager of 
Hewitt-Robins. Mr. Perrin will coordi- 
nate the advertising of the four divi- 
sions of the company, Robins Engi- 
neers, Robins Conveyors, Hewitt Rest- 
foam, and Hewitt Rubber. He joined 
the Hewitt-Robins organization in 
1942. 


Firm Formed In Buffalo 


\ business name has been filed in 
the clerk’s office for the Frontier Tool 
Supply Co., 1482 Jefferson Avenue, 
Buffalo, N. Y., by Arthur W. Dimpfl 


PUMP CASTINGS are inspected by a group of distributors at Worthington Pump’s 
recent industrial distributor refresher course and sales conference. The meeting was 
held at the company’s Harrison, New Jersey, works. 


Worthington Pump Holds Distributor Meeting 


Conforming to standards set,at an- 
nual conventions, as well as the various 
regional meetings between members 
of the American Supply and Machin- 
ery Manufacturers’ Association and 
the National and Southern Supply and 
Machinery Distributors’ Associations, 
Worthington Pump and Machinery 
Corporation recently cheld its second 
thrée-day refresher course.and sales 
conference for Its industria! distribu- 
tors. j 

The program, held at,the Harrison 
works of \Vorthingtof an@ atterided 
bY thirty-fwWe distributor men from the 
west, , New, England, middlc 


Atlantic: and Southeast, was designed 


: 1) 
LLL Qic 


to give the distributors technical infor- 
mation on product design, scleetion 
and application. 

The conference, began with an in 
spection of thé Hatrison works, after 
which variou§, discussions were pro 
grammed. Thé subjects included hy- 
draulits, egntrifugal pump theory, to 
tary pumps, -regén@rative —furbirie 
pumps, ‘centrifagal Chemical “pumps, 
steam pumps and air Gompressofts. 

Kstimating the necds of the ‘shop 
ind a thorough treatise on controls 
were important subjects covered. The 
classroom presentations were all made 
by the various product division experts 
um their particular fields. 





TRYING CONTROLS of a compressor hookup are Earl Douthit, Bradford Supply 


Co., Bradford, Pa., Ge 
A. J. Shimer, H 


manons, 


orge Keserling, Carey Mach. & Supply Co 
N. Crowder, Jr., Co., 


Baltimore, and 


Allentown, Pa., as FE. A, Murray makes 
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GUESS WHO these mustachioed 
rentlemen are They tried out for a 
varbershop quartette while attending 
the Central States convention in Chi 


handlebars 
pictur ,ordon Vaug 
Pattison Sup] | an Walte 
INpusTRIAL Disrrisuri 
t WV alte Daw 
DUSTRIAI DistrRiputi 
Green L. 3. Sta 
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“REMEMBER WHEN .. .?” That’s what Don Brisbin, Columbus McKinnon 
Chain Co., and Bert Ackles, The Ravl Co., Detroit, asked each other when they 
met in Chicago. They are the oldest living former presidents of the American and 
National Associations. They both served in 1927 when the convention was held on 


the Noronic, the same ship that burned in the Great Lakes last fall 


4 SALES CONFERENCE of salesmen and managers of ten of the Fafnir Bearing 
Co.’s 21 branch offices, was held last fall at the home plant in New Britain, Conn 


lhose who attended are pictured above, with Fafnir home ofhce men 10 partici 


pated in the conference 


4 DEMONSTRATION of fire fighting equipment was conducted by six outside sales 
nen of L. L. Ensworth & Son, In Hartford, Conn. and two representatives of 
Mfg. Co. They are: Mr. Williams (Pyrene), R. Hilton, and G. A. Anderson 
rt] Mr. Phelan (Pvrene), S. Anderson, V. Dales Sadler and 

Enswort! 
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A compact, speedy, lightweight hoist 
that can “take it.” One that’s easy to 
install anywhere, lifts loads easily at a 
flip of the wrist on the one-hand bar- 
grip control. A hoist that saves time, 
effort, cuts costs, uses small amount of 


current, needs little maintenance. 


—A profitable hoist 
to sell for light-duty production and 
maintenance jobs. Capacities ranging 
from ¥g to 2 tons. Hook and trolley 
types. An all-purpose lifting tool to 
round out your hoist line. 


And to give yourself extra hoist divi- 


dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Load King Electric Hoist, 
Cable King Electric Hoist, and Pul-Lift. 
“The Indispensable Tool of Industry.” 


The Yale & Towne Manufacturing Co., 
Roosevelt Boulevard, Philadelphia 15, 
Pennsylvania. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT...PROMOTES SAFETY 


INDUSTRIAL SCALES - HOISTS—HAND AND ELECTRIC - TRUCKS—HAND LIFT AND ELECTRIC 
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To Sell Industr ball Tapes. You Need the Answers 





Masking may hide some 
things, but lack of tape know- 
how will stick your custom- 
ers in the end. Reinforce 
your fiber on these 15 ques- 


tions, then turn to Page 150 


for a capsule education. 


1. Match the following types of tape 
backings 
paper 
cloth 
cellophane 
acetate fiber (colored 
double coated 
with the following applications 
1) for protecting — threaded 
ends of pipc 
b) masking operation in finish 
ing typewriters 
for sealing and identifying 
types of unimunition, 
shells, ctc 
for fast lap splicing 
scaling precision tools for 


storage 


Tapes may be used for which 


of the following applications 
to guard against rust and cor 
rosion 
to resist attack by germs, 
fungus, vermin 
to protect against high hu 
midity and salt water 
to scal against gases and 
odors 
to withstand extreme heat 
ind ¢ Id 


Lape treated with adhesive on 
both sides finds wide use in 
plants where abrasive papers 
ind clothes are used 

I'rue False 


\ customer wants to ship some 
medium-heavy parts that go to 
rether, binding them together with 
tape You would suggest a tape 
with 
paper backing 
metal foil backing 
] cellophane backing 
cloth backing 
icetate fiber backin 


Papes can be procured which will 
hold fast on anv clean, drv ma 
terial such as metal, glass, wood 





Railroad shops are a strong market for industrial tapes. Getting your share of sales? 


plastic, fabrics o1 composition ma 
tcrials I'rue. False. 


.The tape universally used — for 
masking in paint spray operations 
is of simple paper type 

is cloth backed 
is glass-fiber backed 


Industrial tapes may be had, with 
special adhesives, for use on high, 
low and normal temperature adap 
tations Truc Falsc 


\ customer wishes to protect the 

bright metal surfaces of his newh 

manufactured machine tools from 

dust and moisture. His best choice 

in tapes would be 
double-thickness paper tape 
acetate fiber reinforced tape 
moisture proof cloth tape 
friction tape 


Industrial tapes can be procured 
which will withstand temperatures 

up to 100 deg. F. 

up to 225 deg. F. 

up to 350 deg. 1 
Where tobacco and film packages 
are secured by tapes, gencrally they 
ITC 

icetate fiber 

glass fiber 

extra thin paper 


\ glass manufacturer wants to pro 


tect the finished surfaces of his 
glass prisms during final grinding. 
All things considered, you would 
suggest a simple masking type for 
the work. ) ‘True. False. 


2.An old customer, in business for 


many years, wants to protect his 
old blueprints, papers, documents, 
ctc., with tape edges to prevent 
their tearing. You would recom 
ment he use 

cellophane backed edging 

acctate fiber backing 

paper backing 


lo make all kinds of repairs on 
cable, wiring, connections, ctc., 
you would want to suggest a 
strong, quickly applied, moisturc 
and abrasion-proof tape like 
glass fiber reinforced tape 
waterproof cloth tape 
acetate fiber tape 


\ refrigerator manufacturer wants 
tape to hold loose trays in his ap 
pliances, from assembly line to 
the customer. A glass-fiber backed 
tape would be a good, inexpensive 
choice to do the job. 

CT) True. Halse 


.An_ cffective. casy wavy to apply 


scal for small board joints is wate1 
proof cloth tape 
Oj Truc False 





Next month: TOOL HOLDERS 
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IS A DOLLAR SPENT FOR OUR DEALERS 


Walker-Turner products are sold only through authorized deal- 
ers. Thus every penny of every dollar we spend for advertising 
benefits the dealer directly. 


Our dollars launch a sound advertising and selling campaign 
which builds customer acceptance for the complete Walker-Turner 
line of metal and woodworking machines; more sales and higher 
profits for our dealers. 


Walker-Turner products are aggressively advertised in twenty- 
two national magazines covering the metal, woodworking, plastics 
and building trades, plus vocational and manual training schools. 
Mailing pieces, promotional literature, and other sales helps that 
are strong, down-to-earth selling aids, are always available to 
back up our dealers’ selling efforts. 


Write today for complete information. 


WALKER-TURNER PRODUCTS ARE SOLD ONLY 
THROUGH AUTHORIZED DEALERS 


WALKER-TURNER DIVISION KEARNEY «. TRECKER CORPORATION 


PLAINFIELD, NEW JERSEY 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 

















Pliers 
New Plier Patterns 
Complete Mfg.’s Line 


With the addition of 15 new plier 
patterns the has 
rounded out his plier line to cover the 
most popular sizes and styles used in 
industrial and automotive work 

Ihe additional styles include the 
following: end cutting nippers, long 
and bent needlenose, duck bills, round 
nose, gas and burner, fence and staple 


puller | 


manufacturer 


ind battery plier 
All jaw faces of the 
brightly polished, and eac 
packed in an individual box 
J. H. Williams & Co., BuffAlo, 
N Industrial Distribution, Janu 
a 


vy 1950 


plicrs are 
| 


1 pall 


Portable Sander 


Endless Belts Sand 

Wood, Metal, Stone 

\ new portabl electric belt sande 

has been developed which sands prac 

tically all surfaces with endless sand 
ing belts +4” wide by 26” 


in length 
The 
' t ] 


l CITING Tap 
heat radi 
belt life 


end 


sander feature lire pu 


ind a new 


to imecreas¢ 


INDUSTRIAL DISTRIBUTION 


section aluminum fins to conduct heat 
iway to a flat radiating surface which 
forms the top housing of the tool. 

\ simplified “tracking” arrangement 
permits easy centering of the belt on 
the roller pulleys, and a special intet 
nal device prevents belts from weat 
ing away the inner surfaces of the 
housings 

Ihe sander is available in two mod 
cls, with or without dust collecting 
system, consisting of a suction fan and 
collection bag. 

Independent Pneumatic Tool Co., 
Aurora, I1l.—Industrial Distribution, 
January 1950 














Stainless Steel Pumps 
Handle Corrosive Liquids 


\ new line of stainless steel cen 
trifugal pumps have been developed 
by the manufacturer to provide the 
process industries with a complete line 
of centrifugal pumps for handling 
icid and alkaline liquids for which 
standard iron or bronze pumps are not 
suitable. 

Ihe entire fluid end is of stainless 
steel mounted on a cast iron support 
This design permits selection of the 
most suitable metals for all parts 
coming in contact with the liquid 
without penalizing purchaser for un 
expense of parts not needed 
pecial metals 

The pumps are available in cight 

ves with capacities up to 750 G.P.M 
ind heads up to 180 feet, depending 
m capacity 

Goulds Pumps, Inc., Seneca Falls 
N. Y.—Industrial Distribution, Jann 


irv 1950 


necessary 


for these 
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Gear Drives 


Speed Reducers 
Have New Features 


Features of a new line of speed re 
ducers recently put into production, 
according to the manufacturer, include 
improved accuracy of gear tooth gen 
eration, higher quality materials, im 
proved heat treatment, closer manu 
facturing tolerances, reinforced hous 
ing design and other improvements 
that permit the selection of a smaller 
size, lower weight unit than was pre 
viously possible. 

(he drives are available in 42 sizes 
with standard ratios ranging from 2.08 
to 1 up to 360 to 1. Capacities rang 
up to 1,550 horsepower. 

Foote Bros. Gear and 
Corp., Chicago—Industrial 
tion, January 1950. 


Machine 
Distribu- 


Band Knives 


Available in Straight, 
Scallop and Wavy Edges 


The manufacturer announces th¢ 
iddition of flexible band knives to his 
lines of metal cutting hacksaws and 
band saws for cutting metal, wood, 
plastics, etc. The new band knives are 
designed for cutting of soft and fibrous 
materials. ‘The knives handk 
stack cutting, trimming, slicing and 
cut apart operations 

The band knives are available in a 
complete range of widths and thick 
straight-edge, 


types 
types, 


ilso 


nesses, m 
ind wavy either single or 
double bevel, and in 
length 


scallop edge 
edge 
coils of amy 
Wavy-edge types are made 4” 








DISTINCTIVELY STYLED FOR hel Afppeal/ 


The finest line of precision screws, bolts, nuts and other 
popular fasteners—the Central line—is presented here 
distinctively packaged for greater shelf appeal. 


PACKAGED TO ell/ 


Everyone who views the new Central line of 
packaged fasteners instinctively judges Central 
products to be better. Handsomely designed, these 
streamlined telescope-type packages are strong, 
sturdy and colorfully labeled. The entire package 
ensemble has class—animation—REAL SALES 
APPEAL! 


CLEARLY LABELED FOR EASY IDENTIFICATION 


Central’s color-coded labels quickly identify both product and 
material. Simple. Easy to remember. Stock men say it saves 
tg time, conserves energy, promotes increased fastener sales. More- 

ONE A Gross te 
over—Central precision-made fasteners generate steady, repeat 
FLAT HEAD business. 
STEEL Packages are contained in re-usable cases, “papered” for quick 
Sa inventory and easy handling. Have clean, fresh, fast-selling shelf 

stock at all times. 


3 Complete Factory Stocks Your Assurance of Availability. 


Compute weights of each individual item on small quantity orders in a few moments to accumulate 
the 200 Ib. minimum required to earn the 65c per C.W.T. freight allowance. It’s yours. Write. 


LOS ANGELES, CALIF _ CHICAGO, IL 
—_ 


_ a 2s 
= > 
gh hi 


— 


P / Without cost or any obligation—let us send our ingenious AUTOMATIC FREIGHT ALLOWANCE GUIDE. 
wer t. 


u Can Depend on Central 


an a) 
\Onpiey, 3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 
RY 3028 E. ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST., KEENE, N.H 
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PRECISION TAPPING 
WITH WINTER TAPS 


® Precision tapping is accomplished 

only under certain conditions. These conditions 
include accurate tapping machines, 

perfect alignment, positive lead control, 


and precision made taps. 


Winter Balanced Action Taps meet all requirements 
for precision, including accuracy of 

flute spacing, thread dimensions, and chamfers. 
When other operating conditions are correct 

Winter Balanced Action Taps will produce 
precision tapped holes. 


Winter engineers are available to help you and 


your customers solve knotty tapping problems. 


Winter supplies all common types of taps and dies 


as well as taps for special applications. 


ALWAYS AT YOUR SERVICE 


WINTER BROTHERS advertising in leading 
business publications points out that WINTER 
distributors carry a complete stock of WIN- 
TER Taps. Your customers are encouraged 
to deal with their industrial distributors when 
they need any staple industrial product. 


pales 


WINTER BROTHERS COMPANY «© Division of the 
Rochester, Michigan, U.S.A. Distributors in Principal Cities B 





MILLING SLOTS WITH 
NATIONAL CUTTERS 


® The important factors in slot milling are: 
to maintain size or width, to clear out the chips, 
and to produce the best finish possible. 


Several types of National Milling Cutters and Saws 
are available for this purpose, each designed 
for a particular application. 


National engineers will assist in selecting the 
correct type for your customer's job, and will aid 
by recommending suitable operating conditions. 


National products include twist drills, 
reamers, counterbores, milling cutters, end mills, 
hobs, and special tools. 


y 9 
3 a\SS 


NZ: 


NATIONAL 2 
mer 
\ ~4 
“a 
~ 


11) \\\. 


Every NATIONAL ad in gen- 
eral business magazines 
advises readers to ‘Call your 
distributor for cutting tools or 
any other staple industrial 
product.’ For years NA- 
TIONAL has recognized the 
important role of the industrial 
distrubutor in stimulating pro- 
duction efficiency. 


NATIONAL TWIST DRILL AND TOOL COMPANY «+ Rochester, Michigan, U.S.A. 
Distributors in Principal Cities + Factory Branches: New York + Chicago «+ Detroit + Cleveland + San Francisco 











ee ae: ed 
waves; scallop-edge, 4” scallop only 
Ihe L. S. Starrett Co., Athol, Mass 
Industrial Distribution, — January 
1950) 
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Bar Feeding Device 


Converts Horizontal Saws 


Into Automatic Cut-Off 
\ v automatic bar stock feeder 
that converts horizontal metal cutting 
band saws into fully automatic cut 
#f machines has been announced b 


the manufacturer. This device is said 


make the multiple cutting action com- 
pletely automatic. 


Maximum length of :1 itiple cut. 


is 18”. Cuts can be made to within 
5 inches of the end of the stock and 
| safety device trips on the last piecc 
to shut off the feeder, 

\ roller table track supports th 
stock and minimizes friction. — Its 
height is adjustable from 24” to 30” 


ind it requires a floor space of 20” b 
72”, Net weight of complete unit : 
ipproximately 285 pounds 

Wells Mfg. Com, Three Ravers, 
Mich.—Industrial Distribution, Janu 
ary 1950. 

















modities from a main line for use with 
standard roller conveyors. 

It consists of a series of pivoted 
straight rollers, forming the central 
or main line, which can be manually 
turned to the left or to the right to 
divert commodities cither to the left 
or right, ‘The rollers may also be set 
straight so as to provide straight 
through travel, 

I hese pivoted rollers Are controlled 
bv a hand lever, extending on both 
sides of the switch, so that control 1s 


possible from either side, The switch 
is complete with 45 degree curve spurs 
on both sides and is fitted with 
couplings, so that straight or curved 
sections may be attached to the 
switch, 

Standard Convevor Co., 
Paul, Minn. 
January 1950. 


North St 
Industrial Distribution, 


Chain Sprockets 


Plate Sprockets Replaced 
Without Removing Hub 


Practically any speed ratio desired 




















to attach easily and without int can be obtained from a new line of 
: sti ble hub roller chain 
ference with normal operations of thx tock demountable hn ee 
a ; Roller Conveyor sprockets, which are manufactured in 
Projection of material inv vari New Switch Provides ‘ a rag _ through 
‘ , pace teat one and three-fourths inc 
izes and shapes, iccomplished by Three Way Travel ) + - ¢ “ mch — 
tir actuated (60 to 80 pounds pre re new stvic demountable hub 
ur piral roller drive. together with \ new switch has been leveloped sprocket is made up of a steel plate 
positive air control of v frame, dun to provide for straight-through, to the sprocket, bored and dulled, to which 
ng cach cutting and resetting evel left, or to the right travel of com (Continued on page 114) 
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ORE ILLS with crankshaft point 
give “eur init in exhaustive test 


A few months ago an industrial plant ran a thorough test on a multiple 
spindle set-up drilling cast steel. The test was made for two purposes— 
(1) to learn what type of drill point was most satisfactory, and (2) to 
determine which drill gave best results. } Before the test, the average 
number of pieces per grind was 375. The drills were pointed to a 90° in- 
cluded angle, and the flutes were thinned by hand. At the suggestion of a 
Cloveland Service Representative, the point was changed to the 
crankshaft type, ground by machine. The new point cut more freely, reduc- 
ing end pressure on the spindles; and eliminated the human element in 
hand thinning the web. At the conclusion of the test, CLE-FORGE High 
Speed Drills were ’way out in front with an average of 686 pieces per grind. 

A Cleveland Service Representative will be glad to help solve 
your drilling problems. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street ° Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 1 + Son Francisco 5 + Los Angeles II 
E. P. Barrus, Ltd., London W. 3, England 





ASK YOUR |NDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C&eveland TOOLS 


es 


7 EVIF I Ladiry ( 


DISTRIBUTORS fe tvenrwuent 2 
ore ready to serve you! 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Here’s Why 


Dats Dent Dap 


SPHERICAL GRINDING forms the seats of a Dart union 
into a true ball joint. Bearing surfaces are wide, precision-matched 


fom leld @iil-Mi-te] <i Uliselli mS 44-17 1h 7-Me ae -lalaallile B 


TWO BRONZE SEATS ore non-corroding .. . designed 


to last for years without a leak. 


RUGGED CONSTRUCTION of practically indestructible 
Teme LcLM Amel ara-tilt-teMulelit-telol(MicelMdilatic  Melamcol'lc LMT 1a 74 molile) 


brutal wrenching. 


See your supplier today for these better 
life-time unions by DART. 


7 E. M. DART MFG. CO. 


Providence 5, Rhode Island 
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New Products 


(Continued from page 112) 

















a machined cast iron hub is attached 
by heat treated cap screws. The bolt 
holes in the hub are threaded. Hubs 
are carried in stock with bores in in- 
crements of one-sixteenth inch be 
tween the minimum bore size, one 
half inch up to the maximum bore 
size of four and seven sixteenths 
inches Bolt holes in both plates 
sprocket and hub are jib drilled to per- 
mit interchangeability. 

In using these sprockets, reboring is 
not required as interchangeable hubs 
are carried in stock in all bore sizes 
properly keywayed and setscrewed. 
Plate sprockets may be replaced on the 
hub without removing the hub from 
the shaft. Larger or smaller plates 
may be used on the same hub to give 
seasonal speed changes, and for re- 
placement purposes. Sprockets are 
made of steel for longer wear, and 
plates may be reversed when worn, 

Fort Worth Steel and Machinery 
Co., Fort Worth, Texas—Industrial 
Distribution, January 1950 


Woodworking Machine 


Only Two Circular 
Movements Utilized 


\n improved engineering design 
which utilizes only two instead of the 
usual three circular movements found 
in radial type woodworking machines 
has been announced by the manufac 
turer. 

This design works at a center pivot 
position above the saw table. It és 
claimed that with this new design it is 
possible to locate the motor powe! 





@ DISTRIBUTOR PROTECTION 


Your assurance of fair dealing and a good profit 
margin 


@ SALES LEADERS 


Exclusive Laughlin ‘‘Fist-Grip’’ Safety Clip, the 
Laughlin ‘Missing Link’’, the Laughlin Safety 
Hook with the ‘“‘latch that locks the load” and 
other Laughlin feature items. 


@ PROFITABLE MARKETS 


Laughlin products are used wherever wire rope and 
chain are used — in construction work, mines, 
quarries, railroads, oil fields, materials handling, 
maintenance, marine rigging, agriculture and many 


other fields. 


@ SALES BACKING 


A catalog recognized as industry’s data book and 
that acts as your salesman in the field. 


@ NATIONAL ADVERTISING 


Widespread advertising in leading key publications 
directs business to you 


@ RELIABLE SERVICE 


You can depend on prompt delivery when you dis- 
tribute Laughlin fittings. 


@ A COMPLETE LINE ALLOWS SMALL 
INVENTORIES 


Laughlin offers the world’s most complete line of 


wire rope and chain fittings . . . a single source of 


supply and frequent shipments keep your inven- 


tories at rock bottom. 


@ FULL COOPERATION 


Laughlin gives you full cooperation through con- 
veniently located sales offices. 


@ OUTSTANDING REPUTATION 
Quality respected throughout the field; 82 years in 


the business. 


@ REPEAT SALES 


Laughlin customers come back for more. 


Se LAUGHLIN 
pays offon all 


10 counts 


Laughlin Protects the Distributor 


AUGHLIN 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


A Laughlin representative will be glad to tell 
you more.Write: THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, MAINE, 


INDUSTRIAL DISTRIBUTION © JANUARY, 1950 














HARDENED RETAINER ALIGNMENT BUSHING 
PIN Revolves on Retainer Pin 





Presses int 





ters revolve against hex bush 


ing shoulders, 





BUSHINGS 


Pressed into casting, absorb radial 
thrust 


HARDENED HEX NOT SOFT CASTING 





cannot tum 





Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They | 
are the right combination for complete customer satisfaction. 


The improved, exclusive features of Vincent Dressers 
shown above assure more accurate dressings and fewer 
dresser replacements. Special analysis steel, heat treated to 
exactly the correct hardness, provides added dressings from 

every Vincent Cutter. 
Point out these features to 





Use {0 Dressers OF, your customers for faster sales. . . 


Wheels UP to WW ” 
ary greater repeats. 


# Use #1 Dressers O% 


* 





Wheels 1%" to 


face. USE THIS CHART TO 


* Use 42, Dressers OF 


— SELECT THE PROPER 
| DRESSER FOR EVERY 
mee JOB! 


} ——— 


o VINCENT 


STEEL PROCESS COMPANY | 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producerd of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS | 


CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
es TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 





2424 Bellevue Avenue Detroit 7, Michigan | 
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unit at any position, even vertically, 
above the working table. Any kind of 
rotary cutting tool can be attached to 
the motor spindle. 

The manufacturer reports that by 
using different attachments, over 125 
woodworking applications can be done 
with this machine. 

Rockwell Mfg. Co., Milwaukee, 
Wis.—Industrial Distribution, Janu- 
arv 1950. 














Convertible Pullers 


New Pullers Convert 
To 3 or 2 Arm Assembly 


The manufacturer announces a new 
line of convertible pullers, drop 
forged, heat treated and finished in 
chrome. The outstanding feature is 
in the quick conversion to a 3-arm or 
2-arm assembly as desired. The use of 
ball-detent locking pins in the linkage 





Consistent National Advertising to Your Customers 


A 


\ 


WE TELL "EM 
YOU SELL EM 
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ORIGINATORS OF 
GROUND FROM THE SOLID DRILLS 








AN ACE FOR EVERY PURPOSE 


PLASTICS 


BRASS 


ALUMINUM 


nial 


CAST IRON’ 


Mee 





~ gas Bi i 





STEEL 


You get more holes with every Ace Drill because they are manufactured under an 
exclusive process that assures ideal heat-treating conditions, and proper drill 
design. The extensive Ace line, includes high speed steel drills and reamers; 
tungsten carbide drill for non-ferrous metals and plastics; and carbide tipped 
drills for hardened steel 


_ ACE DRILL CORPORATION 


DETROIT 27, MICHIGAN 


ORIGINATORS 


oF oS 


GROUND FROM THE SOLID DRILLS 


JOBBERS... 


WRITE FOR COMPLETE CATALOG AND IN 
FORMATION REGARDING OPEN TERRITORIES. 











' 
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eliminates the necessity of using 
wrenches for disassembly or reassem- 
bly as in the case of bolted assem- 
blies. 

Bonney Forge @& Tool 
Allentown, Pa.—TIndustrial 
tion, January 1950. 


Works, 
Distribu- 














Switch 
Ultra Thin Switch 
Fits Limited Space 


\ switch which is reported to be 
exceptionally well suited for installa- 
tion in shallow lighting fixtures and 
canopies, FHP motor controls and 
other places where switch space is 
limited is only 15/32” thick. 

This model is a 6 amperes ““T”’ 125 
volt switch with a housing of molded 
plastic. The “T” rating was given by 
Underwriters’ Laboratories, Inc., as 
evidence of the switch’s ability to take 
an initial surge of eight times rated 
capacity. 

The switch is 1 9/32” wide and 
19/64” long. Accordin gto the manu- 
facturer, installation is simplified by 
6” wire leads which are permanently 
fastened to the terminals by pressure 
connections in place of the usual 
soldered connection. Each switch has 
a lever and pull chain and six foot 
linen cord and bell. 

McGill Mfg. Co., Inc., Valparaiso, 
Ind.—Industrial Distribution, January 
1950. 


Packing 


New Packing Controls 
Labyrinth Flow 


\ new packing design has been de 
veloped to control labyrinth flow inde- 
pendent of joints without sacrificing 
any of the basic qualities of flexibility, 
smoothness or low friction. Lateral 
passage of liquid is prevented and the 
square cut butt joints are designed to 
permit a ring to be cut a full inch 
longer than actual circumference on a 
size no larger than four feet without 
causing installation difficulties. This 
helps the packing ring to expand to 
breach an over-width gland space, as 
well as providing an excess of length 








ELECTRIC 
= \sume © HOISTS 


UP TO 10-TON CAPACITY... 


in a wide range of speeds, lifts, mountings 


weet ae a. - 
d = or oa pe ae 
- Sin aes = 
_ 


IMPROVED IN 
gf | | Safety 
he ae) F: -* 
ee S..7 i/ Gem le) Efficiency 


*% fF 
%90° 


for this Golden Ruggedness 


Your nearby ) 
Wright District Office J 


can supply you with complete eJe 
information about the line Adaptabili ty 
of Speedway Electric Hoists. ate ceemmee (ily +n meee 
Ask for your copy of folder DH-65. 


If you prefer, write to 
the factory at York, Penn. 


co York, Po., Chicago, Denver, Los Angeles, New York, Philadelphia, Portiond, Son Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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PYRENE 
SELLS YOU 


Advertisements like this, appearing regularly in Business Week and a 
long list of industrial and trade publications, sell you to your customers 
and prospects as their best and most logical source of supply for fire 
extinguishers. Are you selling them Pyrene? 






One call is all— 
when you buy tyrene 


Buy fire extinguishers the reliable, prompt, economical, 
easy way — from your local Pyrene jobber. 


When you standardize on PYRENE,* available in te ge 
you can depend on one source of supply for all your buyi . bmp 
delivery, and you pay no freight charges. You wor } 

ae one invoice. And you deal with an established business 
conan right in your own community 

Every PyRene product, from small hand extin- 
guisher to large complete automatic —o 
system, is precision-made for sure protection. De- 
pend on PYRENE—the standard of protection since 
1907—for all your fire extinguisher needs. Write 
for address of your local PYRENE jobber. 








MMM 
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There's a 


PYRENE 


for every 
fire hazard 





CARTRIDGE-OPERATED PP ey 8 = 
Eliminates annual recharging Senders proton ue 
steady 40 ft. stream. 2% gol. 
ize. For offices, factories, 
stores. Also in 40 gal. wheeled 














rf , 
| : 


PORIZING LIQUID MANUAL AND 
CHEMICAL FOAM VA or me SvsTaMs 
2% gol. size produces about 3 anlyetye Asean hind AUTOMA 


Complete fire-fighting systems, 
vsing chemical foom or ir 
foam. Also Pyrene air foom 
playpipes. 


22 gals. of fast-acting foom e 
Ideal for Rammabie liquid and 

ordinary combustible harards 
Also in 10 gal. and 40 gal 
wheeled units. 


PYRENE MANUFACTURING COMPANY 


Newark 8, N. J. 


00 
types, 2 at. and | gol. presuwre- 
operated types 














581 Belmont Avenue 
Affiliated with C-O-Twe Fire Equipment Co. \N\ 
cece eeesstte WA AAAAAAAAAAAANAASSAASSSS 
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not likely to be exceeded by shrinkage 
In the few cases where shrinkage 
would ever cause separation of joints, 
the new design will still prevent laby- 
rinth flow. 

Linear Inc., Philadelphia, Pa—In- 
dustrial Distribution, nda 1950. 

















Pyrometer 


Radiation Pyrometer Checks 
Temperatures Up To 4000°F. 


The development of a new radia- 
tion pyrometer has been announced 
by the manufacturer. The instrument 
is designed for indicating, recording, 
or controlling temperatures up to 
4000°F. in furnaces and kilns. 

The temperature sensitive head is 
mounted on the outside of the furnace 
or kiln, away from the hot zone, and 
picks up radiant energy emitted from 
the surface of the object under meas- 
urement. In this way, actual surface 
temperature measurements of the 
work are obtained, rather than the 
usual furnace atmosphere tempera- 
tures. Extremely rapid response is 
claimed as the outstanding feature of 
the new unit, which is said to produce 
a 99% response to temperature change 
within one second. 

The Bristol Co., Waterbury, Conn. 
~—Industrial Distribution, January 
1950. 


Sheet Feeding Table 





Adjustable Tilt Table 
Lifts 6000 Ibs. of Steel 


he manufacturer has developed an 
adjustable tilt hydraulic sheet feeding 
table which will raise 6000 pound 
loads of steel sheets and position the 
top sheet for feeding to an inclined 
press. A stationary type table has an 
elevating platform 30 inches wide by 
90 inches long. Two 15 inch end ex- 
tensions increase the length to 120 
inches. 

In the lowered position, the plat- 
form is level to facilitate easy loading 
\s the hydraulic foot pump is actuated 


Beer 


eae 
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THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD ¢ 


@ CLEVELAND 13, OHIO 
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“SHINYHEADS” 
America’s Best Looking Cop Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true,“mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


oe 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
Pioneers in producing connecting 
rod bolts by the cold upset process. 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
r chamfered. Tensile strength 

0,000-160,000 p.s.i. Carned 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stoc 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamitered 


K 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16"’ across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


j 
[ 
7 
/ 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTOR 





SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





ACCURATE PIPE CuTS 








“Anybody does better work 
with better tools—If they come 
any better than RIGID I’ve 
never seen ’em.” 





See us in Booth 
452-53-54 at 
the Plant Main- 
tenance Show, 
Cleveland, Jan- 
uary 16-19 





RIGID Cutters roll right through 
all kinds of pipe and conduit 


@ It’s really a cinch to cut pipe extra fast with the popular 
efficiency-balanced ritmtp cutter. Because they’re faster- 
cutting, they’re faster-selling, too. Thin heat-treated 
tool-steel blade leaves practically no burr. Every cutter 
factory-tested to make sure it tracks perfectly. Five sizes 
to 6” pipe; four-wheel cutters to 4." It pays you to sell 
RitaID cutters—the world’s favorite. 


WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. * ELYRIA, OHIO 
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the platform first tilts and then ele- 
vates at an angle to position the top 
sheet to the press. Operating the foot 
pump as required keeps the top sheet 
always in feeding position until the 
whole pile is used. 

The elevating mechanism consists 
of an inverted ram, chain sprockets 
and roller chain extending from the 
hoist to the elevating platform. In 
operation the ram forces the sprocket 
bracket down, thus increasing the 
tension on the chain which first tilts 
the platform until it is at a right angle 
to the carriage channels, and then ele 
vates it. 

Lyon-Raymond Corp., Greene, 
N. Y.—Industrial Distribution, Janu 
ary 1950 














Roughing Blade 


Carbide Tipped Blade 
Built for Heavy Cuts 


A new carbide tipped expansion 
type roughing blade for boring bars 
is announced by the manufacturer. 
rhe rougher is ruggedly built for heavy 
cuts with extra support for the car- 
bide tips 

The new rougher has a range up to 
4”. It is expanded by loosening the 
set screw. A lock screw in the slide 
holds it in fixed position 

Super Tool Co., Detroit—Indus 
trial Distribution, January 1950. 


a 





orget the build-up 


orget the blueprints 
...when you talk Sacobs! 


If there ever was an “‘open sesame” 
in industrial selling, it’s your old 
friends and stand-bys—Jacobs Chucks. 
Just mention the Jacobs line and right 
away you and your prospect are on 
common ground ... and you've 
touched off a chain-reaction that can 
develop into a lot of very profitable 
related selling! 

That’s because you can_ search 
through industry and you won't find 
better known, more universally re- 
spected products than Jacobs Chucks, 
There’s never been anything like them 
... for tool-holding power, load- 
carrying capacity or sheer grip, the 
tightest ever devised. 

All that, and a good deal more, is 
understood when you talk Jacobs... 
because that’s an important part of 
the language... the selling language of 
industrial America . . . backed up by 
the national advertising that makes 
every Jacobs Chuck a selling tool for 
you! The Jacobs Manufacturing Com- 
pany, West Hartford 10, Connecticut, 





If it’s a JACOBS...it holds 
business for you 
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Do you have a catalog 


that SERVES and 
SELLS your market? 


Is it quick and easy to use? Is it readable? 
Can the buyer identify the items he wants clearly and quickly? 


Does it give the facts needed about each item 
in an orderly way? 


In short, is it the sort of catalog a buyer would build 
for himself? 





When a catalog is built for you here at Donnelley’s, you have every 
advantage of the long training of our experienced organization. You 
get a well-organized, well-printed book that will give you fine, high- 
grade representation in every buying office in your territory. More 
than that, it aims to incorporate in your book every idea and tested 
device that will help your sales. (We are interested in making each 
catalog so profitable that you will be using Donnelley-built catalogs 


ten or twenty-five years from now.) 


We shall welcome the opportunity to talk things over with you—and 


at the very start—help you design the catalog that will be profitable. 


Consulting us never places you under any obligation whatsoever. 


Just drop us a line 


R.R. DONNELLEY & SONS COMPANY 
CATALOG COMPILING DEPARTMENT 


350 East Twenty-second Street + Chicago 16, Illinois 


Itisa pleasure to pay our respects to a company Ww ho 
has used Donnelley’s services since 1935 


J. E. HASELTINE & CO 
Portland, Oregon 


During our pleasant business relation- 
ship, we have produced for them eight 
catalogs five case-bound and three 
supplements. Their latest catalog was 
recently delivered 





REPEAT ORDERS 
p Oe i Lhe satisfaction of our customers 
I 
pon) a9o oxreon 
TEATRO O LPOR Ae Wann 


is best indicated in the 


hundreds of repeat-order editions 





we have built 
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Tank Drain 
Removes Collected 
Water Automatically 


\ new tank drain which automat 
ically removes the water that collects 
in the compressor tank has been 
developed by the manufacturer. Ac 
cording to the producer, this drain 
eliminates the requirement for man 
ual draining on all types of air com 
pressors having bleed or pressure type 
uploaders. 

Ihe tank drain is made of corrosive 
resistant, rustproof brass with only one 
moving part. 

Quincy Compressor Co., Quincy, 
I1l.—Industrial Distribution, January 
1950. 














Storage Bin 
Revolving Bins Are 
Complete Storage Units 


Ihe manufacturer announces the 
production of three new types of re- 
volving bins, including a seven shelf 
unit, four shelf unit, and counter top 
revolving bins. 

Each bin is a complete storage unit 
in itself, and each shelf has a contin 
uous label holder. Up to five addi 
tional dividers can be added to sep- 
irate each bin into smaller openings. 

Sizes are a 34 inch diameter and a 
height of approximately 65 inches for 
the seven shelf unit, a 34 inch diame 
ter and approximately 37 inch height 








THE UNION TWIST DRILL COMPANY 
Disloibalor BDilicy 


We realize the economic value of the services performed 
by Industrial Distributors and believe they provide the most 
satisfactory and economical channel of distribution for Union 
products. Our sales policy has been developed to recognize 
this, and is aimed to assure the Distributor volume sales at 
assured profits. 

Our Sales Policy: 

. We will refer all inquiries and orders received direct to 
our Stocking Distributors and to advise prospects and 
customers accordingly. 

. We will appoint no more Distributors in any one area 
than the market justifies — no more than can get ade- 
quate volume with profit. 

. We will sell direct only where customers or National, 
State, or City governments insist. 

. We will provide our Distributors with catalogs, educa- 
tional helps and sales material (with the Distributor’s 
name imprinted) to best assist them to service their trade 
and aggressively promote the sale of our line. 

. We will advertise nationally to your customers and pros- 
pects with an aggressive, consistent campaign built 
around the “Buy Through Your Distributor’’ theme. 

. We will provide the services of factory-trained salesmen 
to assist our Distributors. 

. We will carry a complete stock (for immediate shipment) 
of the tools listed in our catalog. 

. We will list each Union Distributor in the Purchasing 
Agents’ bible, THOMAS’ REGISTER, on a Union insert 
under “Drills, Twist’’ 
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What's a 


. 


- Franchise 


Worth? 


This 

Distributor Policy 
Gives You a 
Quick Answer 


This 8-point distributor policy 
adds up to the kind of 
cooperation that puts extra 
money in your pocket. 
Cooperation that backs you up 
with 1,151,932 advertising 
messages in 1949... that 
provides you with every selling 
tool you and your men can 
use... that supplies you 

with cutting tools that are 
tops in performance. 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 


MILLING CUTTERS « GEAR CUTTERS + TWIST DRILLS « HOBS 


« REAMERS «+ CARBIDE TOOLS 


We own and operate S$. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 
BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Piates. 
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The brewing industry uses 2,000,000 feet of 
belting—uses it in brew- houses, engine rooms, 
filter rooms, cooperage shops, bottling 
departments. To meet brewers’ needs for long- 
lasting, efficient belting in every 

department, sell them Victor. 


Brewing is only one of many markets open to you 
when you handle Victor. Other industries 

such as canning, candy-making and milling, 

are potential buyers. In fact, wherever 
conveying, elevating, or transmission systems 

are used, you'll find a market for Victor belting. 


You can supply Victor in solid woven, balata, 
or canvas stitched types—plain, 

coated or specially impregnated to meet 
customers’ requirements. 


Write today for further details about handling 
this complete textile belting line. 


Victor Batata & Textite Betting Ce. 


for the four shelf unit, and a 17 inch 
diameter and approximately 18 inch 
height for the counter top model. 
Lyon Metal Products, Inc., Aurora, 
I1l.—Industrial Distribution, Januar; 














Oil Cup, Gage 


Two-in-One Unit Serves 
As Oil Cup and Gage 


\ combination oil cup and gage 
serves as a visible oil cup to replenish 
oil in bearings, transmission and crank- 
shaft cases, etc., and also as an oil gage 
for the purpose of checking oil levels 
periodically. A shatter-proof plastic 
bottle keeps oil supply always visible. 
All metal parts are heavily plated for 
corrosion resistance and easy cleaning. 
he gage has a large, self-closing, dust- 
proof filler cap for easy cleaning and 
filling. ‘The heavy steel base is ce- 
mented and roll-clinched to the plastic 
reservoir, thereby eliminating possibl 
leakage. Available in 1, 2, 4 and § 
ounce capacities. 

rrico Fuse Mfg. Co., 
W is.—Industrial 


arv 1950 


\ilwaukee, 
Distribution, Janu- 


Abrasive Saw 


Blade of Abrasive 
- Cuts Cast Iron Easily 


Using a new type wheel which is 
abrasive throughout the entire body 
of the blade rather than on the cut- 
ting edge alone, a new saw deeply 
scores the heaviest cast iron  pipé 
quickly and easily ac to the 
manufacture! 

I'he saw is easily adapted to follow 
the contour of the pipe. Either blocks 
or rollers can be attached to the front 
and back of the standard saw base as 
illustrated to make it seat properly 
on the curved surfacc The abrasive 
then adjusted for the cut with 


cording 


] 
wheel iS 





53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. the micr 


yneter set screw which raises 
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a is one of a series of ads that are appear- 
CALL YOUR ing regularly in DOMESTIC ENGINEERING; 
HEATING, PIPING AND AIR CONDITIONING; 
SPANG CW MILL AND FACTORY; and PURCHASING. 


DISTRIBUTOR 


mf ADS 


THEY WANT... 


eed LIKE 
= THESE 


Add Horsepower 
‘ht to your Selling Efforts 


pecognited 
wherever pr “pe 


is Use 








SPANG-CHALFANT 


GENERAL SALES OFFICES: PITTS 








@ Spang ads supplement your selling efforts 


in three ways. They help sell your prompt, 
friendly service. They remind your prospects 
that you handle quality products. And they help 
gain wider acceptance for Spang CW Pipe. 


What's more, this flow of sales power is effi- 
cient and constant. Every month Spang adver- 
tising will direct all of its energy to your best 


prospects . . . contractors, maintenance men 
and purchasing agents. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


cuneene tian Sareea an tin QUALITY 
that 18 y 
recogMe 


wherevel pipe 
{5 USE 
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UT's GO TO woRK 


Reducible 


mending tote wows on owes Hewnng Mb Comer of Ane: con Ragherer 
nd Seanderd Sense'y Corperenon : Terrence Werks = Coiterne 


THIS “PLOATER” ATTACKS 


tne Reducible 30% 3 ways: TS ae or lowers the blade exactly 4 inch for 
Famous Bean “Pissing Heb" Comme) squads movement : each full turn. 
pendence oe The new type of abrasive wheel 
porte ere og 1 cuts any kind of metal, ceramic, or 
é plastic material. It will also cut tile 
or concrete pipe, bricks, cement or 
Pe teonen tent acteas arr cinder blocks, and a special blade al- 
eS reniacerctece lows it to cut through sheet aluminum, 
galvanized steel, and corrugated steel 
and aluminum siding or roofing. 
The saws are available in four sizes, 
to cut 24”, 23”, 33” and 4%”. The 
saws are readily adjustable for any cut 
between 0 degrees and 45 degrees. 
Porter-Cable Machine Co., Syra- 
cuse, N. Y.—Industrial Distribution, 


You'll find Increasable Profits January 1950. 


in the Reducible 30% 


Here’s an idea that’s going to make you some money. 

You know how everybody’s interested in reducing costs— 
yet finding it difficult to know where to cut. Wages, taxes, 
plant overhead are pretty much pegged. So—what costs can 
be cut? 

Well, cost analysts tell us that materials-handling gener- 
ally runs about 30% of total manufacturing costs. Further, 
materials-handling is one cost item that is susceptible to 
reduction. Which means—your customers will welcome any 
idea of yours that leads to savings in materials-handling. 

That’s why you can get attention by talking the savings 
that Bassick products can make in materials-handling.That’s 
why we, in our advertising in MODERN INDUSTRY, FACTORY, 
MILL & FACTORY, PURCHASING, MODERN MATERIALS Clutch 
HANDLING, FLOW, etc. feature the ‘“‘Reducible 30%.” Fractional HP Clutches 


Adjustable on Job 



































You can sell Bassick casters and wheels—important 
elements in materials-handling equipment—in almost The manufacturer has recently 
every field of business—and make bigger profits. THE added to his line of clutches a series 
BASSICK COMPANY, Bridgeport 2, Conn. DIVISION OF of fractional and small horsepower 
STEWART-WARNER CORPORATION. In Canada: BAS- 
SICK DIVISION, Stewart-Warner-Alemite Corp., Ltd., 
Belleville, Ontario 


clutches. It is announced that an ex- 
clusive feature for the new item is its 
adjustability by the user on the job 
for a wide range of capacities and other 
drive characteristics. 

Although the new models are made 


as standard stock items to accommo- 

a date the mass-market of small motor 
and engine applications in industry 

and home workshops, each packaged 

unit is nevertheless furnished with 

: complete adjustments and instructions 
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SURE, I'LL BRING YES! THE LAST PLACE 1 
MY TOOLS. DO ! NEED WORKED THEY USED !2 DIFFERENT 
A CALCULATING MAKES OF CUTTING TOOLS, IT 
MACHINE, Too? TOOK US FOREVER TO PIECE To- 
GETHER OUR TOOLING ON A NEW 
CALCULATING’ SET UP, | THOUGHT A CALCULATING 
MACHINE 7 MACHINE MIGHT HELP 


NOT HERE! WE 
STANDARDIZE - SAVES 
TIME — IN PURCHASING, 
STOCK KEEPING, THE TOOL 
CRIB, AS WELL AS IN 
THE SHOP. 
re 


of Standard Shield Brand Tools 


1. Foremost Quality—/n design—workmanship—mate- 
rial. 2, Complete Line—One reliable source of supply 
for drills, reamers, taps, dies, milling cutters, end mills, hobs, 
counterbores, and special tools. 3. Complete Service 
Stoek—Over 10,000 items regularly carried in factory 
stock. 4. Nation-wide Availability—Stocked and sup- 
plied by leading Mill Supply Distributors coast to coast. 
5. Men Who Know Their Business — Our service 
staff has the advantage of 68 years of accumulated experi- 


ence in solving tough problems. 


Standardize on Shield Brand Tools for uniform 
cost reducing performance 


STANDARD JOOL (0. 


Successor to The Standard Too! Company 


CLEVELAND 4, OHIO 
New York - Detroit - Chicago 
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"GOULDS Close-Cupld” 


You can build a volume business on this pump. [tis 


eflicient and compact, [t is designed to solve many 


pumping problems in any plant where they move 
liquid from one place to another, 
[tis an easy pump for a plant to buy—because the 


initial cost is low, and they can install it in short 
order with no trouble at all. 


One reason Goulds “Close-Cupld” will be a valu- 
able addition to your line is the number of sizes you 
have available. We make **Close-Cupld” centrifugals 
in 17 sizes with capacities up to 2000 G.P.M., heads 
to 400 ft. There are plenty of small sizes too. 

Write for Bulletin 710.1 today for the complete 


picture on the pump that nearly every plant needs. 


ed 


uld. 





New York 
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to adapt it to a great range of charac- 
teristics. 

The same clutch, it is claimed, can 
be used with motor or engine for ca- 
pacities from a fraction to low unit 
HP. This versatility is accomplished 
by comparatively simple adjustments 
of the friction segments, called shoes, 
and of the springs. Besides adjust- 
ments for capacity, the pulley type 
clutches can accommodate _ several 
standard sizes of pulleys. 

Centric Clutch Co., Cranford, N. ]. 

Industrial Distribution, | January 
1950 

















PUMPS INC. 
Seneca Falls 


Pulley-Grooving Tools 


Tools Machine Grooves 
To New Dimensions 


‘The manufacturer is now producing 
tools for machining grooves to the 
dimensions recently approved by the 
Multiple “V" Belt Drive & Mechani- 
cal Power ‘Transmission Association, 
These tools are supplied in two types 

one having a brazed on blank, and 
the other having the blank mechani- 
cally held by means of a socket head 
Cap screw, 


The tools are cataloged in styles 
suitable for cutting grooves for “V" 
belts A through F. 

Kennametal, Inc,, Latrobe, Pa 
[dustrial Distribution, January 195, 


Packing Boxes 


New Packaging Program 
For Lubricating Eqquipment 


\ new packaging program devel- 
oped to meet the need of industrial 
manufacturers and distributors for 
better inventory control, increased 
protection to parts, and better identi- 
fication have been announced by the 
manufacturer. 

Sturdy metal-edge boxes give extra 
protection against crushing, and the 
boxes stack neatly, even after rough 
handling and repackaging. New label 
design clearly identifies the part by 
using a line drawing as well as the 
name, part number and quantity 
packed in the box. 

The contents of the package are 
individually heat-sealed inside a trans 

(Continued on page 133) 








How Big is the 


GAUGE GLASS 


The answer is “tremendous.” Take the Petroleum 
Industry as an example, Hundreds of Corning Glass 
Works’ high pressure gauge glasses are used in each 
refinery and eyeling plant every year. In the marine 
field, law requires each ship to carry seven spares 
on each trip for every gauge glass installed, They 
are very much in evidence in power plants, 1n- 
dustrial plants, There are millions of boilers in use, 


and every one—whether in an industrial plant, a 


power plant or a home,—requires a gauge glass. 


BEST BY TEST 


Packaged for easy stocking and selling! 


idvertised to your Customers! 


The largest selling brands of gauge glasses are 
Corninc, Pyrex and MacserH, all products of 
Corning research, They are superior because they 
last longest. And they are constantly advertised, 

[t will pay you to go after this market, Cash in on 
Corning promotion, Complete stocks of CORNING, 


Pyrex and Macbeth brand gauge glasses are 
carried by strategically located Warehousing Dis- 
tributors. Prompt service guaranteed, Write to 


Corning for the list. 


THE COMPLETE CORNING ''PACKAGE 


PYREX AND CORNING brand tubular gauge glasses for pres- 
sures up to 500 p.s.i., depending upon type and size. 
MACBETH brand flat gauge glasses —:ood for pressures up to 
1,500 p.s.i. for steam boiler use, and up to 5,000 p.s.i. at 
normal temperatures. 

PYREX brand sight glasses for ovens, absorption columns, 
reaction kettles, furnaces, pressure vessels, stills and tanks 
up to 300 ps... 

PYREX AND CORNING brand oil cup and lubricator glassea 
for rugged service conditions on machine operations, 


CORNING GLASS WORKS | | CORNING, N. Y. 


} 
; rning 
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Prant after plant is turning to Curtis Air Hoists and Cylinders for 


pushing, pulling, lowering or lifting operations ...and to multiple installations of 
Curtis Air Compressors, which eliminate long air lines, the possibility of air leaks, 


and losses resulting from breakdowns of central air compressor installations. 


Here's why it will pay you to 
consider CURTIS equipment 


AIR HOISTS AND AIR COMPRESSORS 


AIR CYLINDERS @ Timken-Bearing equipped—permits external 
@ Cannot be overloaded. adjustment. 
@ Hoisting or lowering speed is controlled by Self oiling—positive lubrication. 
operator. Precision construction throughout. 
Ground-steel cylinder. Complete valve assembly removed or re- 
Disc type valves. placed in a few moments. 
Valve automatically returns to vertical posi- Cylinder, crankcase, also heads made from 
tion when released. gas-tight iron. 
Can be operated by unskilled labor. Fully enclosed. 


Curtis bracketed-type Air-Hoist 
Cylinder can be placed in any po- 
sition from horizontal to vertical 


Curtis Pendant Air Hoist can 
be used for practically any 
lifting problem where the 

946 YEARS OF i head room is not limited 
SUCCESSFUL MANUFACTURING 


eer 
Curtis Pneumatic Machinery Division of Curtis Mfg. Co. 
1911 Kienlen Avenue, St. Lovis 20, Missouri 
1 am interested only in items checked below 

k 

& q ] Air Hoists NAME 


E [] Air Cylinders FIRM_ 


t 


r Ss STREET 
PNEUMATIC MACHINERY DIVISION L_] Air Compressors 
of Curtis Manufacturing Company city STATE 
1911 Kienlen Avenue, Saint Louis 20, Missouri 
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parent, polyethylene bag which pro- | 
tects the parts against dirt and mois- | 
ture, preventing corrosion. Inside the 
bag is an identification card which 
carries the name and model number. 
Lincoln Engineering Co., St. Louis 


—Industrial Distribution, — January \ sf iT A a cs W Hi ;| ioe 
1950. \ Ne 
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Padlock 


Bronze Padlock Gives 
Weather Resistance 


Newest addition to the manufac 
turer’s line is a 14 inch bronze pad- 
lock, designed to meet the need for 
maximum security and weather re- 
sistance at moderate cost. ‘The pad & GORHAM STANDARD 
lock has a five pin-tumbler locking for the Commercial 
mechanism that permits practically \ Field 
unlimited key changes. Case, plug, 
locking bolt and tumblers are made of 
solid bronze, carefully machined fot 
fit and easy operation. 
Ihe new type plug has a channel 
milled in it to receive the shoulder ee 
of the key, relieving the key bit of Sag GORHAM M-40-B for 
strain and preventing key breakage. : Heavy Cuts in Hard 
Self-locking steel shackle is cadmium = Material 
plated and case-hardened to prevent 7 = 
clipping, sawing and filing. Also avail 
able with bronze shackles, special 
length shackles, and 9 inch chains on 
special order. ae 
Chicago Lock Co., Chicago—In ; HERE’S no time like RIGHT 
dustrial Distribution, January 1950 NOW for GORHAM Tool Bit sales 
++. new manufacturing methods 
and processes-—new shops opening 
. . up—enlarging of present plant facili- 
Cane Sling Chain ties and always the constant need in 
Chain Proof those plants who know the high quality 
and dependability of GORHAM Cutting 
Tested to 4650 Lbs. Tools will boost your sales to a new high. 
An improved standard 18 foot sling Selling the right line is very important and the 
chain, primarily designed for handling GORHAM line is right—for you and for your custom- 
sugar cane, is made of 3” proof tested ers. You can always find new markets for GORHAM 
electrically welded chain. A malleabk High Speed Steel Tool Bits—we'd like to help you. 
ring is located on each end and a stop 
link inserted eight feet from one end 
\ forged steel grip trip (hooking and 
releasing device ) oan chain to slip GORHAM TOOL COMPANY 
through and tighten against the load 14400 WOODROW WILSON AVENUE, DETROIT 3, MICH 
Slippage is prevented by the spring 


GORHAM GORMET 
for more Abrasive 
Mcterials 
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OUT OF 1001 TEST TUBES 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks 

and are today’s 


finest. 





The Chicago Mounted Wheels used in industry 
today look simple enough — abrasive wheels 
mounted on steel shanks, but 


Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 





AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 


Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 





Write for Free 
Literature and 
Attractive Fran- 
chise open on all 
nationally adver- 
tised Chicago 
wheel products 


Send Catalog Franchise Data for Supply Houses 


Name 


Address 
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operated grip trip latch which holds 
chain in position until latch is re 
leased. 

Tensile strength of the chain is 
9,300 pounds. It is proof tested to 
4,650 pounds. Weight, including 
grip trip, is 38 pounds 

In addition to the 18 foot length, 
the slings are available in 20 and 22 
foot lengths. They can also be made 
to order of ¥7,”, 4” and ,%,” chain as 
well as in the standard 3” size. 

The Cleveland Chain & Mfg. Co., 
Cleveland—Industrial Distribution, 
January 1950. 
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Packing 
Claimed Replacement 
For Hydraulic Duck 


\ product designed to the particu 
lar requirements of insid« packed re 
ciprocating pump service and tested 
ind proved as a replacement for hy 
draulic duck and other forms of pack 
ing now in use, according to the manu- 
facturer, is now on the market. 

Ihe manufacturer states that the 
new packing rings are flexible and 
resilient, resisting cracking, and that 


they are impervious to boiler feed 








NEW 
LOWER PRICE 


~ 


PORTER-CABLE g, 2, | l ° s 
Yi, MM -srvriaxe 


1000 SANDER 


... and that means bigger sales than ever for you! 


When a sander as fine as the Sterling 1000 joins the finest, most 
up-and-coming line of portable electric tools on the market — there 
is big turn-over ahead! 


SANDING KIT contains Speedmatic-Sterling 1000 
Sander, Steel Case, Two Extra Sanding Pads, a 
Sponge Rubber Pad, Box of Filters, Oil, and Bear- 
ing Lubricant. Complete, with 115 Volt AC-DC 


Motor. New Low Price — $142 


No need to introduce you to the quality and salability of the 
Sterling 1000. No need to remind you of the reputation of the 
name Speedmatic. So, today you have the Speedmatic-Sterling 
1000 Sander —a name and a machine that make selling vasier 
Now—lIt's the and profits greater. 


PORTER CABLE Thanks to Porter-Cable’s efficient production and distribution, 
Uf this top-performing sander now sells for less than before. That’s a 


Wy 





{ff - profitable point. It is backed by Porter-Cable’s bigger promotion 
and advertising. That’s a profitable point. With it goes Porter- 

SPEE D-BLOC Cable’s fair, iron-clad dealer policy and nationwide service facili- 
And that means speedier turn- ties. That’s a profitable point, too. You can’t go wrong on this one, 


. : . Order today. 
over for this portable, air-driven, wet and dry AllSpeedmati Sterling Sanders are now manufactured 


sander. Complete with pad, ready to use — at the main Syracuse plant of Porter-Cable 


11 
Speedmatic Speed-Bloc with PORTER-CABLE macnine company 


complete wey assembly 44 2641 N. Salina St., Syracuse 8, N. Y. 





Manufacturers of Speedmatic and Guild Electric Tools 





n Canada: Write Strongridge, Ltd, St. Catherines, Ont 


Speedmatic... the Line of Balanced Design 
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all sizes malleable chain 


Peoria Malleable offers a complete range of 
sizes and styles — detachable, H class, 400 and 
700 class and attachments. Most sizes are now 
available for prompt delivery. All Peoria Mal- 
leable chain is precision-built, strength-tested at 
the factory to assure finer performance. Also 
complete line of Elevator Buckets. Wise buyers 


look for the ‘‘Peoria’’ trademark. 


TINGS CO- 
MALLEABLE corer ILLINOIS 


PEORIA ANDER ST 


pistRiBUTORS 
Send for complete 
facts an 


d catalog: 
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: water, salt water, fuel oil, gasoline, 


brine, alcohol and most acids and 
alkalis. ‘The rings are said to be heat 
resistant up to 450°F., 

The packing is available in sixteen 
sizes from 54 in. OD and 3} in. ID 
to 14in. OD and 124 in. ID. Widths 
range from 13/32 in. to ; in. 

Greene, Tweed @& Co., North 
Wales, Pa—lIndustrial Distribution, 
January 1950. 














Power Units 


Portable Machine 
Delivers Three Speeds 


I'wo new power units for use in 
shops, plants and home workshops 
have been developed by the manufac 
turer. Both can be used for polish- 
ing, routing, brushing, grinding, buff- 
ing, drilling, filing, sanding and a va- 
riety of other jobs. 

One is a three caster floor model, 
delivering 4 HP at 1750 RPM through 


| a five foot flexible shaft. ‘The motor 


unit operates on a 110 volt, 60 cycle, 
single phase AC lighting line. Both 
4 and 4 HP units are available at 


higher cost. 


For more complex operations the 
manufacturer offers a machine with 
three speed variations, 1000, 1750 and 
3000 RPM. These velocities are ob 
tained by altering the plug-in position 
of the flexible drive shaft. The ma- 
chine features an automatic tension- 
ing belt, making adjustments in the 


| belt unnecessary. 


Stow Mfg. Co., Binghamton, N. Y. 
Industrial Distribution, January 
1950 


| Flint Lighter 


Flints Changeable 
By Rotating Holder 


A new three flint lighter is made of 
special tin-coated, flat spring steel de- 


| signed to retain its shape and maintain 
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elasticity at all times. Correct tension 
holds flints against file, and a new 
type square cap protects the file from 
dirt and damage, forming a large 
pocket for the gas. 

A unique feature is the method by 
which the three flints are mounted on 
a flat, triangular holder integral with 
the lighter. A renewal is available by 
rotating the flint holder. 

Burdett Oxygen Co., Cleveland— 
Industrial Distribution, January 1950. 














Lathe Tool Bit 


Lead and Point Clearance 
Formed in Blank 


A lathe tool bit with both lead and 
point clearance already formed in the 
blank is announced by the manufac- 
turer. It is claimed that these bits, 
which fit standard holders, in most 
cases require only two minor grinds 
before the tool is ready to use. They 


The COMPLETE Line of 
Socket Screw Products 


are available in several standard high 
speed steel grades, ground or un- 
ground, and in a variety of standard 


—Made by specialists in socket screw 
manufacture in a plant devoted exclu- 
sively to the manufacture of “Blue 


ps r svil?? ro \ » Pp 
cross sectional sizes and lengths. Devil” Socket Screw Products. 


The Dow Mechanical Coprp., Socket Set Screws—recessed, safer set 
Thompsonville, Conn. — Industrial rar tn be gered mane ape 

wer , 195 without danger of stripping heads or 
Distribution, January 1950. slots. Available in cup, cone, oval, flat 
or half-dog point. 


Socket Cap Screws—Internal wrenching 
saves space. Easy to use, no battered 
heads or stripped slots. “Blue Devil” 
socket screw products have precision- 
made class 3 thread fit. 


Socket Pipe Plugs—stronger, safer pipe 
plugs of heat treated alloy steel. Better 
seal, easier wrenching. 


Socket Screw Keys — for all standard 
sizes of hexagon socket screw products. 
Also cadmium plated key kits for indi- 
vidual workers. 

Socket Stripper Bolts—also for cam mo- 
tions, link attachments or wherever a 
strong, long-wearing stud is required. 











Flat Head Socket Cap Screws — new 
flush-type screws with hex socket for 
tighter fastening, Fit standard counter- 
sink. 











Masonry Saw 


Blade Pressure Control 


Sold through Industrial 
In Semi-Portable Saw 


Supply Distributors 





The manufacturer is now marketing 
a new masonry saw weighing only 225 
pounds which incorporates an auto- 
matic blade pressure control to elim- 
inate operator guesswork. The light 


SAFETY SOCKET SCREW COMPANY 
weight is accounted for by the rigid 4453 N. KNOX AVENUE * CHICAGO 30, ILLINOIS 


tube construction and 3” angle 11 Park Place 


New York 7, N. Y. 
The saw is equipped with a 14 HP 
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For low-cost handling of 
liquids, investigate this— 


Delivers 20 gallons per 100 strokes 
—capable of 20-ft. lift— self-prim- 
ing—no foot valve needed. 


DOUBLE ACTION! 


No wasted motion— pumps on both 
forward and back strokes — steady 
flow of liquid —easy to operate. 


SINGLE DIAPHRAGM! 


Only double action pump built 
with a single diaphragm! Long lived 
molded diaphragm reinforced by 
stainless steel plate — no piston leak- 
age—95% volumetric efficiency. 


These outstanding features put this new 
Tokheim pump in a class of its own! Effi- 
cient. Fast delivery. Easy to operate. Han- 
dles petroleum and paint oils as well as 
many other industrial liquids. All parts in 
contact with liquid are of non-corrosive 
materials. Ice, dirt and scale will not inter- 
fere with its operation. Available in several 
models for drums, underground tanks and 
pipe lines with hose or spout outlet. 


Easily locked. Light weight. Low cost. 


Dealers — Distributors: 


There are many applications for this pump in industry, factories, farms, orchards, boat liver- 


ies, paint stores, garages, used car lots, service stations, in construction, etc. If you sell to 


any of these groups write for attractive dealer terms 


TOKHEIM OIL TANK AND PUMP COMPANY 


General Products Division * 1656 Wabash Ave. * Fort Wayne 1, Indiana 
Factory Branch: 1309 Howard St., San Francisco 3, California 
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motor which drives both water pump 
and blade to make an efficient dry and 
wet cutting device. The saw is also 
available in dry-cut models. It is said 
that this saw will handle any material 
that the manufacturer’s heavier models 
will. 

Constant changing of head posi- 
tions for varying material heights is no 
longer necessary as a built in foot pedal 
arrangement allows a_ considerable 
amount of head-throw. If the oper- 
ator desires additional head positions, 
there are 10 different positions avail- 
able. 

Victor Engineering Corporation, 
Bristol, Pa.—Industrial Distribution, 
January 1950. 


Lamp 
33 Inch Fluorescent 
Lamp Uses Choke Coil 


A new T-12 Bipin fluorescent lamp 
said to have the greatest length and 
highest lumen output of any lamp 
that can be started on a choke coil 
type ballast has been introduced by 
the manufacturer. 

The new lamp is expected by the 
producer to prove useful and popular 
in residential fixtures and in many spe 
cial applications where its length and 
light output are especially desirable. 
The lamp is available in white, 4500° 
white and warmtint. 

Champion Lamp Works, Lynn, 
Mass.—Industrial Distribution, Janu- 
ary 1950. 


Bit Brace 


New Brace Has 
48-Tooth Ratchet 


Instead of the conventional ratchet 
with 12 or 14 teeth, this new bit brace 
has a 48-tooth ratchet, which permits 
the operator three times the flexibility 
in crowded places, for a very slight 
movement turns the bit, it is said. 
Maximum torque with safety is as 
sured by heat treated double cylin 
drical pawls, each of which engage 
two ratchet teeth 

\ smooth-acting thumb piece with 
clear markings make it easy to set the 

(Continued on page 142) 





HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


e 
Bee 


AS 


They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging 


They resist 
HEAT— are exceptionally stable at 
temperatures up to 250° F. 


They resist 
SUNLIGHT AND WEATHERING—in a 
class by themselves in resistance to 
rubber's worst enemies. 


They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the stondord for oil resistance 
throughout industry. 


They resist 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions. 


FREE! THE NEOPRENE NOTEBOOK — 
Interesting stories... new, unusual applica- 
tions of neoprene. Write E. 1. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-1, Wilmington 98, Deloware. 








Better rv 
made with Du Pon 


For example: 


bber products are 


+ NEOPRENE 


Neoprene-coated fabric gloves 
resist heat, chemicals, abrasion... 
give your customers added protection 


ima GLOVES must provide maxi- 
mum comfort and protection under 
the toughest conditions found in most 
industrial plants. So when you're selling 
gloves, remember the treatment they’re 
going to get—and sell gloves made of 
neoprene. 

Neoprene-coated fabric gloves are 
made for rough service. They’re com- 
fortable to wear, and neoprene provides 
protection against heat, grease, oils, and 
most chemicals. It withstands cutting 
and abrasion when the wearer is han- 
dling objects with sharp or rough sur- 
faces. And neoprene is flexible, resilient 
and tough . . . won’t soften or crack 
with age. 

So next time you’re restocking, be 
sure to order gloves made with Du Pont 
neoprene. And explain neoprene’s ad- 
vantages to your customers. They'll buy 
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faster . . . and they’ll tell others about 
these better gloves, too. If your regular 
source can’t supply neoprene gloves, 
we'll be glad to put you in touch with a 
supplier. Write to: 

E. I. du Pont de Nemours & Co. (Inc.) 

Rubber Chemicals Division C-1 
Wilmington 98, Delaware. 
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Lincoln offers you a 


| clearly defined 
sancsorvicaiaalaaalll 


Write fo 
r 
complete information on h 
n how you 


can become i 
a Lincoln Industrial Distrib 
ributor. 
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Linco/n's 
Nationally Advertised 
Complete Line of 
Lubricating Equipment 


Lever. Type Grease Guns 
15 of 19 oz. capacity 


Grease Fittings 
A Complete Range) 


100 tb. Drum 
Pumps 

(Air- Motor 
Operated) Powerluber* 
(Air-Motor Operated) 
60 Ib. capacity 


Push-Type Grease 
Guns 9 or 15 o2 
capacity 











Centralized 
Lubricating System 

For One or Batteries of 

Machines 
Illustrated, the New 
CentrOiler System for 
machines requiring periodic 400 Ib. Drum Pumps 
applications of oils Air-Motor Operated 


i 


Bucket Pumps 
30 Ib. capacity 





N. matter what the size of the plant... no matter time-clock controlled centralized lubricating systems. 


what the lubrication requirements may be, when you sell Lincoln Lubricating Equipment is widely advertised 


Lincoln you can furnish equipment engineered to increase in leading national trade publications. The impact 


the service-life and productive capacity of all types of of this broad advertising program on your customers 
plant machinery and equipment. The line is complete makes it easier and more profitable for you to sell 


and includes everything from grease fittings to automatic, Lincoln Equipment. 
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TUBULAR 
BARROW 


BRICK and TILE 
BARROW 


MILL 
BARROW 






TUBULAR 
COAL DELIVERY 
BARROW 


CONCRETE 








JACKSON MANUFACTURING COMPANY 


HARRISBURG ¢ PENNSYLVANIA 
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ratchet for boring, backing out o1 
locked. ‘lhe chuck is mounted in a 
forged steel head which is integral 
with the crank sweep, and its ma 
chined jaws take a strong grip on 
round or square shanked tools. 

This brace has a forged steel frame, 
no cast parts. Handle and knob are 
of hard rubber, and the head has steel 
ball thrust bearings completely en 
closed. 

Seymour Smith & Son, Inc., Oak 
ville, Conn.—Industrial Distribution, 
January 1950. 

















Instrument Valve 


Close Regulation Provided 
On Small Lines 


New forged steel instrument valves 
now being built by the manufacturer 
are said to fill a need for an excep 
tionally strong steel valve small enough 
to install in a limited space. These 
valves are particularly useful to manu 
facturers of meters, gages, pumps, reg 
ulators and other small control equip 
ment which is accompanied by an in 
strument valve. 

Constructed of carbon steel, 13 per 
cent chromium stainless steel, or 18-8 
stainless steel, these new instrument 
valves are now available in globe or 
angle design in } in., } in., and 4 in 
sizes with screwed or socket welding 
ends. They have outside screw and 
voke construction and the voke is 
screwed onto the body and tack 
welded 

I'he carbon steel valves are rated at 

- - 5 
1500 Tb, at 850 1. and the 13 per 


ccut chromium and 18-8 stainless stec! 


clesigns are rated at 1500 Tb, at 1000 
WOG rating for all of these valves is 


6000 Ib. at 100 1 

Edward Valves, Inc., East Chicago, 
Ind.—Industrial Distribution, Janu 
arv 1950. 








/ > Wt 
CHECK THESE Jnler- [jad 


TO HELP YOUR SALESMEN 






\\ 


JACKS 


CHEMICAL PLANTS 
Need Jacks to 













DUFF-NORTON 


low Height 
Journal Jock 


PUBLIC UTILITIES 


OFY-m lela aan cele 



















heieenaiiy Pulling and straightening poles Support tanks 
Lowering Jock] ‘ - 
owering Supporting cable reels dhibads tanrn cniianaiien Deis 
Forcing pipe 
Force pipe 
Pulling pinions and gears 


2 a6 6 


Install pressure vessels and other 


Bracing trenches - 
equipment 


2460566 6 


Repairing equipment 














STEEL FABRICATORS 
Need Jacks to . 






MACHINE SHOPS 
Use Jacks for . 





Push and Pull 
Jock 





Shove, lift and hold steel plates for 
welding or riveting 


Unloading and placing machinery 








Power Jack 


Position and support fabricated 
sections 

Move loads horizontally 

Adjust material for downhand 
welding 

Install complete units 


«<a <6 64 6 


Repair cranes and equipment 








4<<4<466 


Lifting and moving old machinery 
Repairing lift trucks 

Pulling pinions and gears 
Repairing cranes 


Special lifting, lowering or 
straightening jobs 








DUFF-NORTON HELPS 


DUFF-NORTON’S ADVERTISING AND PROMOTIONAL PROGRAM 
IS IN THERE PITCHIN’ FOR YOU 


Tear out this ad and pass the sales leads outlined above along to your sales- 


YOU TO GREATER men. On every call, they will find customer acceptance and easy jack sales. 
The high quality of Duff-Norton jacks—backed by a broad, hard hitting 
SALES AND PROFITS advertising and promotional program in national trade journals, direct mail 






A 


DUFF NORTON 


campaigns, sales literature imprinted for you, catalogs and other sales aids— 
simplifies your selling job and helps you to greater jack sales and profits. 


Get the facts... sell Duff-Norton Jacks! 


Write for Catolog 2036! 


THE DUFF-NORTON MANUFACTURING (0. 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA. CANADIAN PLANT, TORONTO, ONT. 


x (OF House that Jacks Built fi 
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On nearby shelves 
of Industrial Supply 
Distributors 


BAY STATE TAP & DIE CO. 
MANSFIELD, MASS. 
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Safety Goggle 


Plastic Goggle 
Weighs One Ounce 


A new safety goggle extremely light 
in weight but claimed to be heavy in 
eye protection has been announced by 


| the manufacturer. The goggle weighs 


only 97/100 of an ounce, with the 
weight being distributed evenly over 
the nose, brow and cheeks. 

he injection moulded, non-inflam- 


| mable plastic frame is designed to give 


full protection from impact, dust, fly- 
ing —_ and chips. Air space and 
ventilation prevents fogging while the 
large frontal area provides a wide range 


| Of vision. 


Useful for buffing, polishing, light 


| assembly and spot welding, the goggle 
| is available in clear, light green or dark 


transparent frames. The new design 
permits comfortable wear over most 
types of personal glasses. 

Chicago Eye Shield Co., Chicago 


| Industrial Distribution, January 1950. 

















Barrel Truck 


One Man Truck 
Handles 1000 Pounds 


The manufacturer has added a new 


| heavy duty one-man barrel truck to his 
| line, designed to handle wood barrels 


or steel drums weighing up to 1000 
Ibs. This truck is the double center 
column type with handle bar hand 
grips. The handle is covered with 
safety rubber to provide a safe com- 
fortable hand grip position. 





Wheels are 10” diameter with 


molded-on rubber tires with roller 


bearings. The frame is heavy structural 
angles and center posts and handles 
are 1¥e” steel tubing. The chain hook 


is adjustable to permit handling and | 


height of drum or barrel. 
Buffalo Caster & Wheel Corpora- 
tion, Buffalo, N. Y.—Industrial Dis- 


tribution, January 1950. 














Nailing Tool 


Portable Nailing Tool 
Covers 100 Feet in 8 Minutes 


A portable pneumatic nailing tool 
designed to overcome the irregularity 
of manual nailing is announced by the 
manufacturer. The tool weighs ap- 
proximately 32 pounds, and holds 400 
to 600 nails. It requires 12 cubic feet 
of air at 90 Ibs. pressure. 

Experienced operators have nailed 
up to 80 (Sd) box nails per minute, 
and covered 100 lineal feet along joist 
in approximately 8 minutes. Due to 
power drive, the nail head can be 
driven below the wood surface if de- 
sired, without hammer marring of the 
surface. The tool automatically stops 
driving at a predetermined depth. 

Azor Products Co., Los Angeles, 
Calif—Industrial Distribution, Janu- 
ary 1950. 


Gas Regulators 
Wet, Dry Gas Regulators 


Are Corrosive-Resistant | 


The manufacturer has entered into 
the manufacture of corrosive-resistant 


regulators for the precision control of | 


any gas, wet or dry. They will handle, 


it is said, such highly corrosive gases | 


Discover a te10- Seal: 


HOSE CLAMPS 


~ Can Make Yai 
Money... 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


» UNIFORM 
CLAMPING 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
the clamp-end engages with the 
worm. No loose parts to drop. 


True tangential take-up and curved 
saddie form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals. 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer's hands and he'll 


(BREEZE 
IM AR K 


buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





FREE SAMPLE: riven neil without cbligstion 


NAME 





ANOTHER “OMPANY 





S550C ADDRESS 





CITY & STATE 





BREEZE CORPORATIONS, INC. 


33 South Sixth 


Street, Newark 7, N 





as wet chlorine, wet sulphur dioxide, | 
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STRAINERS @ 


BEST SELLERS 
te) WA Ae 


K&M pressure regulating 
and reducing VALVES 


Easy to sell... and profitable! 


THEY PAY. Dependable service to indus- 
try since 1879 — that’s the record of 
Kieley & Mueller’s line of pressure regulat- 
ing and reducing valves. K & M quality 
is well known... K & M valves are easy 
to sell. Discounts are liberal; they're pro- 
fitable to sell. And K & M valves are good 
customer-keepers because they provide 
lasting satisfaction. 





K & M WEIGHT LOADED For dependable regulation of 
reduced pressures in steam, air, gas, water or oil 
installations. Type 102 double seated. Sizes ‘2 to 12 
inches. Type 104 single seated for dead end service. Sizes 
Y. to 6 inches. Engineered and constructed to provide 
closest possible regulation. 


K & M SPECIAL K & M SIMPLEX 
"1900" H Type 461 


Pressure reducing for 
steam, air, gas or 
water. Type 449 sin- 
gle seated, Type 450 
semi-balanced, Type 
451 water and air. 
Sizes 2 to 2 inches. 
Simple, compact and 
ruggedly constructed 
for long, dependable il 
service. 


For water, air, gas or 
oil. For simple pres- 
sure reduction service. 
Used where initial 
pressures are fairly 
constant as for pro- 
tection to industrial 
plumbing or for in- 
dustrial air pressure 
distribution. 


These are just a few. Whyrever regulating and reducing valves 
are used, the K & M line has a type and size to suit. K & M design 
and construction are outstanding for their high quality. It is the 
line you can make money with. Send today for information about 
K & Mand generous distributor discounts. 


STREET 


NORTH BERGEN, N. J. Established 1879 


PRESSURE REDUCING & REGULATING VALVES e@ 
PUMP GOVERNORS °* 
FLOAT VALVES @ 


LEVEL CONTROLS 
BACK PRESSURE AND RELIEF VALVES 
EXHAUST HEADS *® STOP AND CHECK VALVES 
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wet hydrogen sulphide, wet ammonia 
and wet boron trifluoride. 

To meet customer specifications, re- 
quired corrosion-resistance can be de- 
veloped into any of the manufacturer's 
assortment of standard regulators. De- 
livery pressures up to 5,000 psi, gas 
volumes up to 2,000 cfm, remote con- 
trol, precision regulators and compact- 
ness are incorporated into the new 
models. 

The regulators are safety engineered, 
and large volume, self-seating relief 
valves to function at any pressure from 
1 psi. to 2,000 psi can be supplied. 

Victor Equipment Co., San Fran- 
cisco—Industrial Distribution, Janu- 
ary 1950. 
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Fire Extinguisher 


New Extinguisher 
Has Seamless Shell 
Improvements on two fire extin- 


guishers, one for foam and the other 
for soda-acid charge, are announced by 


; the manufacturers The two new 


models exceed the UL 500 lb. pressure 


| test but, according to the manufac 


turers, are priced no higher than o1 


| dinary 350 lb. test extinguishers. 


A special feature of the extinguish- 
ers is the seamless drawn shell of 
bronze, made entirely without rivets, 


| welds or solder from dome to base. 


A major improvement is the forged 





collar which combines greater light- 
ness with increased durability and pres- 
sure resistance. 

The soda-acid extinguisher has a 
UL classification of A-1, and is ap- 
proved for use on wood, paper, textile, 
and rubbish fires. The foam extin- 
guisher has a UL classification of A-l, 
B-1, and is approved for oil, gasoline, 
— and similar flammable liquid 

Tes. 

The General Detroit Corp., Detroit, 
and The General Pacific Corp., Los 
Angeles—Industrial Distribution, Jan 
uary 1950. 


Brazing Rod 


No Fuming, Glare With 
New Brazing Rod 


According to the manufacturer, a 
new flux-coated nickel-silver brazing 
rod for application with oxy-acetylene 
blowpipe has demonstrated its effect- 
iveness on fourteen metals tested. It 
is said to braze with higher strength 
(tensile above 85,000 psi, shear above 
160,000 psi), and full machineability 
with less alloy. 

Performance is satisfactory on steel, 
stainless steel, copper, copper nickel 
and nickel. It is claimed that there is 
no fuming and no glare as the rod is 
used, the flux bending to the rod. The 
rod reportedly will not bare itself by 
excessive charring of the coating. 

All-State Welding Alloys Co., Inc., 
White Plains, N. Y.—Industrial Dis- 
tribution, January 1950. 














Lighting Fixture 


Shadows, Glare Reduced 
With Fluorescent Installation 


A new fluorescent lighting fixture 
said to combine an unusually high out- 
put of indirect light with easy main- 
tenance, trim appearance and other 
features which make it suitable for 
classrooms, offices and stores, is being 
introduced by the manufacturer. It 
is a two-lamp 40-watt unit with a bot- 





INDEPENDENT CHUCKS 


Models for medium and heavy 
duty tool room and general ma- 
chine shop work. Available in 
sizes from 414" to 36” with semi- 
steel, steel, or forged steel bodies. 
All other parts are heat-treated 
alloy steel. Jaws are solid re- 
versible or two-piece with re- 
versible tops for either internal 


or external gripping. The body surrounds more than 60‘ 





6 of each operating 


screw for the full length of the screw to assure proper alignment at all times. 


SCROLL CHUCKS 


Self-centering models for light, 
medium and heavy duty jobs in 
tool room or for production runs. 
Available in sizes from 3" to 21” 
with semi-steel or forged steel 
bodies, and heat-treated alloy 
steel for all other parts. Provided 
with two sets of solid jaws or 
two-piece jaws for holding in- 


ternal or external work. Lands on the jaw, jaw steps and end bites are ground 


after the chuck is assembled. 


POWER CHUCKS 


Self-centering models for heavy 
duty production work on engine 
and turret lathes and automatic 
machines. Sizes from 6” to 21’ 
with forged steelfbodies, and with 
either 2 or 3 non-adjustable jaws 
are available. The wedge angle is 
such that work is gripped pos- 
itively regardless of jaw position. 


The chuck will not release the work, even if air line is broken, until operator 
actuates draw bar. Skinner also has a complete line of power chucking accessories. 


THE SKINNER CHUCK COMPANY 


Hand and Power Operated Machine Chucks 
Air Chuck Equipment—Face Plate Jaws 
Machine Vises— Complete details in free 
Catalog No. 61. 


346 Church Street 


New Britain 
Connecticut 


THE CREST OF QUALITY 


INDUSTRIAL DISTRIBUTION © JANUARY, 1950 








A SAVING AT 
EVERY TURN 


J 


SAVE MONEY 


SAVE EQUIPMENT 


SAVE FLOORS and TIME 


DARNELL CORP. LTD. | 60 Walker St., New York 13, N.Y. 


Long Beach 4, Calif. 


j 36 N. Clinton, Chicago 6, Ill. 
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tom louver and luminous plastic side 
panels. When mounted in continuous 
rows the fixtures form an unbroken 
line of light pattern that has the ap- 
pearance of a single sweep of fixture. 

When pendant mounted the new 
fixture has an over-all efficiency of 85.5 
per cent. Its high percentage of in- 
direct light enables it to be used ef- 
fectively in reducing shadows and re- 
flected glare, a feature especially suited 
to applications where prolonged visual 
work is necessary. 

For pendant mounting, either single 
or double stems can be used. No 
mounting plates are required for sur- 
face mounting, as the chassis can be 
secured directly to the ceiling. Join- 
ing is easily and quickly accomplished 
by fastening the end plates of con- 
tinuous units together with a pair of 
small bolts. Wireway is grommetted, 
which makes busings and locknuts 
unnecessary. 

Chassis of the fixture is made of 
20 gage steel and is completely assem- 
bled and wired with standard “Brick” 
type HPF ballast and other wiring 
equipment. 

Svlvania Electric Products Inc., New 
York—Industrial Distribution, Janu- 
arv 1950. 


Electrical 


Temperatures to 300°F. 
Stood by High Heat Tape 


An electrical tape that is said to 
stand temperatures up to 300° F. is 
now available. The tape is used alone, 
without other insulating materials. 
It has a glass cloth backing that is 
fireproof, and a thermosetting adhesive 
that sets at 250° F. in two hours. It 
contains no sulphur which might pro- 
mote corrosion. 

The tape is designed for use “where 
high heat conditions are normal’, ac- 
cording to the manufacturer. The 
glass cloth is unaffected by moisture, 
will not shrink, stretch or rot, and has 
a tensile strength of 150 pounds per 
inch of width. 

Minnesota Mining and Mfg. Co., 
St. Paul—Industrial Distribution, Jan 
uarv 1950. 








Inventory And Buying 
Geared to Sales 


(Continued from page 73) 





cial reports on other aspects of buying 
and selling when needed. Such reports 
would consist of cumulative sales and 
purchases by lines, customers, vendors, 
etc. According to Mr. Wentworth, 
the full potentiality of available analy- 
sis material has not been probed. 

The responsibility for carrying out 
details of inventory control rests with 
H. R. Garner, head of the purchasing 
department. In addition to keeping 
unit control of inventory through the 
perpetual inventory record, Mr. Gar- 
ner checks inventory dollar volume 
every month with actual sales and 
budget estimates. 

Actually, the tabulating equipment 
furnishes the figures showing only pur- 
chases by product lines during the 
month. However, by adding the pur- 
chases to beginning inventory and sub- 
tracting from this sum the cost of the 
month’s sales (obtained from sales re- 
ports) the ending inventory figure is 
obtained. Since the tabulating equip- 
ment was installed at the beginning of 
the year, it was possible for Vulcan 
Copper & Supply to start with the 
year’s end inventory figures taken by 
actual count. 


Relationship of Inventories 


Where actual sales compare favor- 
ably with budget forecasts, Mr. Garner 
must see that actual inventories are in 
the same relationship with inventory 
estimates. The comparisons indicate, 
not only whether he will scale his fu- 
ture purchases upward or downward, 
but also more or less to what extent 
in dollars 

In practice, it works like this. The 
actual sales of Product Class 011 for 
a given month are $225. Estimated 
sales were $200. However, actual in- 
ventory of Product 011 amounts to 
$100 which is $100 lower than esti- 
mated inventory. Checking bacék, Mr. 
Garner notes that this situation is part 
of a trend showing increasing sales and 
lowering inventories. Stock purchases 
must be increased, bringing inventory 
up to at least estimates. If sales cont 
tinue to increase, budget revisions are 
indicated on sales and inventory esti- 
mates 

To help in analyzing inventory po 
sition, Mr. Garner maintains charts 
showing sales and inventories from 
month to month. These provid 
graphic pictures of product move 
ment and contribute to efficient buy 
ing 


SELL THE Right sauore 


FOR EVERY FINISHING OPERATION 


National has a complete line of portable sanders... 
air or electric driven with either straight-line or orbital 
action. Below are illustrated various models in op- 
eration on different kinds of material and types of 
work. With the National line you are able to offer your 
customers the sanding machine best adapted to their 
needs. See how you can fit into National’s selective 
distribution system. Write for details today. 


Dealer Aids and Advertising to help you sell... 


Polish Sanding .. . Model 500 Padding Filler... Model 300 


NATIONAL AIR SANDER, INC. 


2810 AUBURN STREET, ROCKFORD, ILLINOIS 
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Know Your Products? 


Salesmen know product knowledge is the key to more sales. They 
are constantly in search of this knowledge and their thirst for more 
know-how is responsible for the popularity of the INDUSTRIAL 
DISTRIBUTION feature: 





Scores of requests for reprints of this feature have prompted 
INDUSTRIAL DISTRIBUTION to make available in booklet form the 
thirty-two question-and-answer pages which were published in 
1948-1949. Here's your opportunity Mr. Salesmanager, to provide 
your salesmen with an invaluable sales tool — a book of answers. 
The cost is small, $1.00 per copy. On orders for jess than five 
copies, we would appreciate receiving your check with your order. 


Copies of the booklet may be obtained by writing to Dept. E: 


Industrial Distribution 


330 West 42nd Street + New York 18, N.Y. 
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Close cooperation between sales and 
purchasing is necessary in the Vulcan 
Copper & Supply set-up. Mr. Garner 
and Lloyd E. Stivers, sales manager, 
constantly confer on sales, inventory 
and purchasing. In addition, Mr. 
Wentworth and his assistant, John D. 
Rockaway, hold monthly meetings 
with the two department heads on 
past performance. The meetings are 
scheduled after sales and inventory re- 
ports have been compiled and digested. 

The initial success of the program, 
Mr. Wentworth said, is encouraging. 
The experience gained in inventory 
control and purchasing on the basis of 
up-to-the-minute and reliable analysis 
data is expected to improve budget 
estimates, buying and rate of turnover 
in the future. 





Know the Answers 


to quiz on page 106 





. Paper backing most nearly matches 
(b) masking operations in finishing 
typewriters; cloth backing goes 
with (a) the protection of threaded 
ends of pipe (either cloth or ace- 
tate fiber, plain); cellophane and 
(e) the sealing of precision tools go 
together; and colored acetate fiber 
is excellent (c) for sealing and 
identifying types of ammunition, 
shells, etc., while double-coated 
backings are recommended for (d) 
fast lap splicing. 

. Tapes may and have been used for 
all five applications mentioned. 

3. That’s true. 

4. Cloth backing, because of its wear 
qualities, would be your best 
choice. 

. That’s true. 

.Paper tape, naturally, is most 
widely used for paint-spray opera 
tions. 

. That’s true. 

. This was an easy one; moisture 
proof cloth tape, almost by defini- 
tion, fits all this customer’s re 
quirements. 

. Industrial tapes can be procured 
which will withstand temperatures 
up to as high as 350 deg. F. 

. Acetate fiber finds wide use for 
this application. 

. True, and a good idea. 

. Acetate fiber backing is to be 
recommended for this kind of op 
eration. 

. Waterproof cloth tape, again al- 
most by definition. 

. False, a paper-backed tape would 
be your best recommendation for 
this application. 

15. That’s true. 





Mr. Smith Slept in’ this Morning 











Steel Pipe is first choice for snow 





Fortunate is the man who can let stee/ pipe shovel his snow 
while he takes an extra ‘forty winks” on a blustery winter morning! 

Yes, by circulating hot water through steel pipes embedded in 
the concrete, snow can be melted on contact, ice formations pre- 
vented, and driveways and walks kept dry and safe all winter long. 
More and more home and building owners, plants, airports, and 
institutions are installing such systems. 

Steel Pipe is the first choice, for good reasons. Not alone in 
slab heating for snow removal, but in the similar service of Radiant 
Heating for interiors as well . . . because stee/ pipe has been 
proved for more than 60 years in the transmission of steam and 
hot water for conventional heating purposes. 


Economical to begin with, easy to form and weld, expansion age a Re 
co-efficient the same as concrete and plaster, durable beyond the free from ice ond 
life of the structure . . . stee/ pipe embodies all the characteristics a oo oe 


coils. 
necessary to successful installation and operation! 


COMMITTEE ON STEEL PIPE RESEARCH 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N. Y. 


aaa 
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You can help that Industrial 
Engineer select the RIGHT 


CONVEYOR BELT 


This folder 
tells you how 


It charts the standard widths and thicknesses. 
It describes the different treatments that give a 
solid woven cotton belt special characteristics 
such as resistance to moisture, water, acids, 


alkalis, greases, solvents, heat or cold. 


This folder will help you sell belting that in 
turn will keep your industrial accounts sold on 


your services. 
Write for your copy today ! 


BUFFALO WEAVING & BELTING CO. 


209 Chandler St. Buffalo 7, N. Y. 





Water tiitaiiet| policy of our company to strengthen 


the position of the distributor by selling through him—not around him 


by remaining a belt source, and not a competitor 


152 INDUSTRIAL DISTRIBUTION © JANUARY, 1950 














A New Building 
‘With a Selling Angle 


(Continued from page 87) 





which sets off the orderly rows of 
| warehouse materials in their best 
“sales light.” 
| An added selling note is found in 
| the paint products used for decoration 
| throughout the new building. All are 
| products that the Duncan firm dis- 
tributes as one of their major lines. 
Stock bins, always a warehousing 
| problem for the industrial distributor, 
| getting enough illumination inside the 
| individual bin to even identify the 
stock contained, has been overcome by 
the use of wire mesh safety screen 
secured to the back of the stock bins. 
The screening, approximately 4 in. in 
size, lets much of the natural ware- 
house light filter through the illumi- 
nate bin interiors. The shipping de- 
artment, located along the rear ware- 
ouse wall, is on a production line 
basis; order assembly to shipping desk 
| to loading dock. Heavy snows during 
the winter months in Minneapolis dic- 
| tated a closed and undercover loading 
dock. Trucks delivering materials to 
the R. C. Duncan Company’s new 
building back into a closed loading 
area and comfortably deliver the goods 
at tail gate height. Modern materials 
handling equipment is available to ex- 
pedite loading or unloading of trucks. 








‘College Men vs. 
‘Shop Experienced Men 


(Continued from page 7] 





rather than what you are saving. 

If the sales force is small, I would 
much rather talk to men one at a 
time. I can call attention to what is 
being done wrong and the salesman 
knows I am talking about him. Then 
there is no occasion for him to think 
that it does not apply to him. Also, 
he does not feel that vou are trying 


to show him up in front of the 
other men. 

Meetings where factory men come 
in to explain a new item in the line 
are fine, providing he can give an 
interesting demonstration talk. 
This might sound like I questioned 
the capabilities of these men, but I 


will explain. 


One factory representative was 
called in to give us a talk on a highly 


| specialized line. That man actually 


eer fee ene 2 eee 


a ne eee ee 





When your customers want a better 
_.. Paint that saves costs... 


You Can Recommend and Sell Permite Paints for --- 


Boiler Rooms Walls Food Processing Plants Hospital Equipment Coal Mining Equipment 

Dairies Water Pipes Cold Storage Plants Farm Implements Laundries 

Bridges Furnaces Road Machinery Machinery and Equipment Tank Cars 

Stacks Radiators Ship Equipment Transmission Towers Highway Guard Rails 

Roofs Aircraft Truck Bodies Outdoor Storage Tanks 
A All Wood, Metal and Masonry Surfaces 


Fire Plugs and Lamp Posts 


D 

r E R M | TE Paints have the high quality that cuts painting 
costs. They are made of 99+4-% pure aluminum pigment combined 
with an EXCLUSIVE specially-processed vehicle that assures perfect 
multiple leafing, and binds the metallic flakes into a hard, smooth, 
silver-bright coat. Keep reminding your customers of Permite’s 


Get This Book! superior features, and watch the sales grow! 
It tells Where, How and Why to use 


Permite. It will help you sell more ALUMINUM INDUSTRIES, INC. -- CINCINNATI 25, OHIO 
paint. Write for a copy today. 


Originator of READY-MIXED Aluminum Paints 
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KLEINS 


Help Production Spee 


Many manufacturers looking for ways to cut production 
costs have found that Klein Pliers on their production 
lines will save valuable minutes on assembly line which 
rapidly add up to important man-hours. 

There are two reasons for this: 

First, the Klein line includes pliers specially made 
for every job. 

Second, Klein quality assures perfect alignment of 
jaws—matched cutting knives that stay sharp—the cor- 
rect spring to hand-fitting handles that minimize fatigue. 

If you are interested in saving production time—in 


increasing workers’ efficiency—see your Klein supplier. 


ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


The Klein Pocket Tool Guide, showing 


the Klein line and containing useful 


information, will be mailed on request. 


ats KLE INS 


00 BELMONT AVENUE SHICAGO 18 2 ee ee ee 
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knew more avout his company’s 
product than the inventor. But he 
knew too much; that which seemed 
kindergarten stuff to him was far 
over the head of the average man. 
He was an engineer who had de- 
signed, made and demonstrated the 
product but he couldn’t talk the 
layman’s language. 

Another man came in who knew 
much less, had learned what he did 
know the hard way, and put the 
lesson over. He seemed to remember 
things that had been hard for him 
to grasp and was able to explain it 
in an interesting and humorous 
manner. 

In an industrial area where ter- 
ritories are small a fine line is not 
drawn. 

On checking the salesman’s re- 
port, I find a few firms which he 
calls on regularly who are not giv- 
ing us much business. I investigate 
the potential of these concerns. If 
I think there is more business to 
be had, I give a salesman from an 
adjoining territory the account. Often 
times there is a clash of personalities 
and the second man clicks. Often 
dull accounts get new life and it is 
no reflection on the first salesman. 
It is human nature at work. 

As stated before, no two salesman- 
agers agree on a modus operandi. No 
one will agree with me completely, 
but most of us have some good point. 
By picking out the odd good point, 
some day we may develop a perfect 
sales organization. 





Your Voice — 
Your Key to Sales 


(Continued from page 81) 





tone of his voice, and use short crisp, 
colorful words in his sales interviews. 

Sometime ago a midwestern con- 
cern, desirous of expanding its sales 
volume, conducted a survey to find 
out exactly how much time its sales- 
men spent in eye to eye contact with 
the buyers. The results were amaz- 
ing. They found that the average 
time spent was 23 minutes. In other 
words, out of an eight hour day, only 
5% of the salesmen’s time could be 
termed productive; the other 95% 
must be charged to overhead. In view 
of this study, it seems to me that it 
is extremely important for salesmen 
to choose their words wisely, and 
then exert every effort to make their 
sales presentation in as convincing a 
voice as possible. 

We are living in the Atomic Age. 
Ihe pace has quickened. Selling tech- 








The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Maximum holding power per dollar of 
investment—helps your customer get True 
Fastener Economy. The dependability of 
RB&W Nuts is the product of more 
than a century of continuous research 
and progressive development 
in nut manufacturing .. . backed 
by the skill of four generations of 
RB&W men and women. 





RB&W 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


"@ 
2 
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RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 





: 
lawless Quality 


and Performance 
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The original washerless 


hose coupling eee prod- 
uct of true perfec lion in 
desien and construction. 


Provides unequalle d 





convenience. durability 


and safety on all high o1 
low pressure lines. Cad- 


mium plated—rustpt ool. 


oN VALV) 


Jhe Quality Ling 
“BOSS” ‘“GJ-BOSS”’ 


PHILADELPHIA, PA BRAN 


PRODUCERS 


‘DIXON”’ 


A coupling you can sell 
with complete assurance 
pe reliability and 

ice economy 
er mean repeat business, 
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niques that were successful ten years 
ago are now out of date. The radio, 
television, and motion pictures have 
recognized this change in tempo, and 
the successful artist h: is been quick to 
adopt new methods, discarding the 
old ones. Competition for the pur- 
chaser’s dollar is keen, and the wise 
salesman is making a_ self-analysis, 
and is changing to newer methods. 

The late Franklin Delano Roosevelt 
was perhaps the greatest salesman 
produced in the first half of the 20th 
century. We may not agree with 
his political beliefs or the ideology 
he was selling, but few will deny that 
through his trained voice he became 
America’s most forceful, dynamic, and 
effective speaker with power to sway 
the multitudes. Or think of your 
favorite radio commentator. Is he 
not the one whose voice has ear ap- 
peal? It is not only what is said, but 
also how it is said that makes one 
man a favorite over others. 

If you live in a city, a course in 
public speaking in one of the night 
classes will likely give you that added 
punch that will set you apart from 
the herd. If such a course is not avail- 
able, and private coaching does not 
seem practical; then study some good 
books on voice training. “So to 
Speak’, by Elisabeth Von Hesse, 
excellent. 


Ways to Improve 


\ wire or tape recording machine 
is extremely helpful for salesmen to 
improve their sales presentations. In- 
variably we are surprised to find out 
how flat and uninteresting our voice 
actually sounds when we hear the 
plavback. Immediately we blame the 
machine for the poor fidelity. How- 
ever, we are the ones who are at fault. 
Likely, we have failed to relax our 
jaws and throat; our phrasing is poor; 
our voice is jerky and void of color. 
If a recording machine is not avail- 
able, stand in a corner about six 
inches away from the wall and give 
your sales talk, and you will get a 
fairly good idea of how your voice 
sounds to others. Be honest in your 
self-analysis. Does your voice really 
impress you? Does it sound natural 
and sincere? Does it command re- 
pect and action? 

Success is not such an elusive 
thing. Start out in earnest, and make 
nc detours. As Marcus Aurelius 
warned, “Do not act as if you had a 
thousand years to live.” 

A salesman who knows how to pro- 
nounce and enunciate words correct- 

who knows the value of changes 
in pitch, the importance of change 
in word rate, not only to place empha- 
sis. but to vary the monotony, and 
who has developed an adequate vocab- 





THIS LUBRICANT SAVES 


7 TIMES 


ITS COST 


IN PRODUCING SHOES! 


he nationally known 
tanner and manufacturer 
of work shoes and gloves writes us... 


**_.. You recommended to us 
LUBRIPLATE NO. 100 for lubricating 
the chain drive on our paddle wheels 
which turn the hides immersed in a 
solution in concrete vats. The chain, 
during use, is always soaked. The 
solution is sometimes acid and some- 
times caustic. Up to the time of your 
recommendation, we had not found 
any lubricant that would stay on 
the chains for any appreciable time. 


‘Heretofore, the average life 


of a chain was approximately one 
year. We have applied LUBRIPLATE 
to these chains every two weeks for 
two years. Since then, not one new 
chain has required replacement, and 
they are still going strong. 

“At this time it appears that 
for every dollar we have invested in 
LUBRIPLATE, We have saved seven dol- 
lars in chains with actual savings 
still to come.” 


WOLVERINE SHOE & TANNING CORP. 
Rockford, Michigan 


You, too, can enjoy the savings made possible with LUBRIPLATE Lu- 
bricants. There is a LUBRIPLATE product for every industry. LUBRI- 


PLATE reduces friction and wear, 


prevents rust and corrosion and is 


most economical to use. Write today for case histories of savings made 
possible by the use of LUBRIPLATE Lubricants in your industry. 


LUBRIPLATE DIVISION - 


Fiske Brothers Refining Company 


Newark 5, New Jersey * Toledo 5, Ohio 
DEALERS EVERYWHERE + SEE YOUR CLASSIFIED TELEPHONE BOOK 


| 
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Reducing Machine 
Operating Cost 

By Adopting Proper 
Lubrication 


Today, more than ever, plant man 
agers and others responsible for me 
chanical operation certainly do dread 
the costly machine replacements and 
production losses incurred by machine 
stoppages. ‘Those in charge of machine 
operation and maintenance know that 
machinery is only of value to them so 
long as its bearings, gears, chains and 
other moving parts withstand the heavy 
ict loads and increased speeds imposed 
by modern industrial demands. Above 
all, they realize that proper lubrication 
is a chief requisite of efficient and con- 
tinuous machine operation. 

The advertisement on this page 
which is being currently run in quité 
a number of the leading industrial mage 
azines, sets forth a very interesting story 
as to what LUBRIPLATE is doing in 
improving machine operation efhiciency 
and reduction of upkeep costs. Scoreg 
and scores of well known firms throughs 
out the similat 
experiences. ‘To assist you in the maré 
keting of LUBRIPLATE. lubricants, 


our advertising throughout 1950 will 


country have had 


clearly relate some very outstanding 
citations concerning the performance 
of LUBRIPLATE on a wide diversity 
of mechanical equipment. 
Continuous and efficient machine 
operation, also the reduction of expens 
sive upkeep costs, is a subject of great 
interest these days. You will certainly 
receive much attention to your LUB¢ 
RIPLATE story when you relate to 
the proper people what LUBRIPLATE 
can do in improving machine perform 
ance, reduction of friction, wear and 
power consumption, as well as protec 
tion it affords against rust and corro 
sion. ‘The economy derived from the 
LUBRIPLATE will prove a 


good finale to your story 


use of 
The crux of 
“The true cost 
of lubrication must be reckoned with 


the whole situation is 


from a standpoint of machine operat 
ing efficient Vy, power consumption and 
maintenance costs. Lubricant suitabil 
itv aud not its initial cost is the govern 
ing factor.” 

Incidentally, it may be of interest 
for you to know that Fiske Brothers 
Refining Co. is celebrating its “80th 
YEAR OF LUBRICATION KNOW 
HOW.” 








R & M HOIST 


with the 





your customers demand 


ADJUSTABLE TROLLEY- 
MOUNTING AND 
ADAPTERS FOR ALL 
MONORAILS (HOOK OR 
STATIONARY MOUNTING 
ALSO AVAILABLE) 


SPECIAL 
HIGH-TORQUE 
HOIST MOTOR 


SINGLE-UNIT 
HOUSING 


WIRE-ROPE CABLE 


WESTON-TYPE 
LOAD BRAKE 


ROPE OR 


PUSH-BUTTON 
CONTROL 


J-1 
1000 LB. CAPACITY 


204° 


HOOK SUSPENSION, 
ROPE CONTROL 
10 FT. LIFT 


ENCLOSED BLOCK 
WITH SWIVEL HOOK 


You know today’s story: your customers 
want plus-value. R & M has the answer 
in the new wire-rope “J” hoist. You can 
sell it profitably as low as $204. And you 
don't have to rebuild it because it is 


plenty versatile . . . lug, hook or trolley 


4 


mounting . . . adaptable to 7 different 

beam sizes. It has adequate lift for prac- 

tically all applications. Motor is especially built for hoist use 
by Robbins & Myers. The “J” has the rugged construction for 
long service with little maintenance. Skilled, experienced hoist 
builders have incorporated every technical advance and quan- 
tity-production economy into this value packed package. 
Requires little headroom. Easy to install. Push-button control 
for easy, fast spotting. Single-unit housing for positive align- 
» Yy and | ton. Write for bulletin 451-ID. 


PFERRITORIES STILL AVAILABLE. 


ROBBINS « MYERS -~- INC. 


SPRINGFIELD 99, OHIO + BRANTFORD, ONTARIO 
MOTORS » HOISTS + CRANES + FANS +> MOYNO PUMPS 


ment. Sizes—! 
SOMI 


DOWN-TO-EARTH PRICE 





ulary will find his prospects more re- 
ceptive. Add the value of eye appeal, 
the use of modified gestures, poise, 
correct breathing, and rich vibrant 
tones, and you have a salesman who 
will stand head and shoulders above 
his contemporaries. 

This type of voice training requires 
work, but I know of no other method 
of self-development that will pay a 
salesman such good returns. 

R. L. Sharpe has written a very 
fitting poem that summarizes this 
whole idea of self-improvement: 


“Each is given a 
bag of tools, 

A shapeless mass, 

A book of rules: 

And each must make, 
Ere life is flown, 

A stumbling-block, 
Or a stepping stone.” 





| Central States 
| Meeting 


(Continued from page 70) 








F. M. CRUGER 


Too Many at the Table!” 


By F. M. Cruger, Partner, 
Indiana Manufacturers Supply Co., 
Indianapolis 


I'o some extent there are too many 
at the profit table because in some 
localities manufacturers have too many 
distributors. Much more important, 
however, is the more general condition 
of distributors carrying too many lines. 
Distributors add lines for the same 
reason manufacturers add distributors 

to keep up with their competition. 
But just the adding of lines does not 
mean you will do more business, any 
more than a manufacturer will do 


* Digest speech given at Central 
States Industrial Distributors’ Association 
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Such statements spell more sales for you—they are written by your 


customers. 


Users realize that the name “AMERICAN SWISS” stands for precision- 
made files, guaranteed to be accurate in size and cut, and uniform in 
hardness throughout. 


And—more than 3000 shapes, cuts and sizes of “AMERICAN SWISS” 


Swiss-Pattern Files assure your customers of the right file for any job. 


Nationally advertised in the industrial magazines most read by Swiss- 
Pattern file users, “AMERICAN SWISS” Files are constantly kept “up 


front” to ease your selling job—to help you get more customers, repeat 
sales, increased profits. 


AMERICAN SWISS FILE AND TOOL COMPANY 


Also manufacturers of American Pattern Files, Milled Curved Tooth Files, Rotary Files and Mechanics’ Hand Tools 


WOUUCGN 
SWISS PATTERN FILES 
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Press breaks down = but $2.88 
keeps editions rolling 


Ore, 


Press broke down at 





5 P.M., at end of evening edition’s run. But this publisher 


got replacement parts in a hurry the same way he gets electros, mats, news photos 
; by Air Express. An 18-lb. carton traveled 500 miles, was delivered by 11 P.M. 
1 Shipping charge £2.88. Morning edition published as usual. 


| & 
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| Air Express is the best air shipping buy 
to keep any business rolling, since low 
rates include door-to-door service. An- 
swers your problems because Air Express 
is fastest and most convenient. 


eo 


All Scheduled Airline flights carry Air 
Express. So shipments keep moving. All 
business profits from its regular use. 
Improves customer service; manpower 
or equipment never stands idle. 


Only Air Express gives you all these advantages 


World’s fastest shipping service. 


Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate. 


AKU 


GETS THERE FIRST 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 


=o 
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more business because he adds another 
distributor in your area. 

Start analyzing the lines that are 
not showing a profit, and you will be 
surprised how many lines you should 
not be handling. Yes, we distributors 
have too many lines, and the first step 
in earning more exclusive arrange- 
ments with our manufacturers must be 
made by distributors. 

The time to discuss the sales policy 
of the manufacturer and the time to 
learn just what the distributor intends 
to give a manufacturer in the way of 
merchandising, is when the line is first 
taken on. In getting together it is 
necessary for the distributor to have a 
ready list of questions to be covered 
and it is equally important for the 
manufacturer to have a ready list of 
conditions to be covered. Some of the 
following questions have appeared on 
sales policy questionnaires of our joint 
industries: 


1. Distr.: Will we be the exclu 
sive distributor in this terri 
tory? Outline territory. 
Mfg.: Will you agree to carry 
adequate stock of our prod 
ucts to completely represent 
our line, and not just popular 
items? 

. Distr.: Is the line non-exclu 
sive, but restricted to not 
over two distributors? 

Mfg.: Will you agree to carry 
no other manufacturers com- 
petitive product? 

3. Distr.: Do you sell to an un 

limited number of distribu 
tors? 
Mfg.: No question needed 
here for manufacturer, as 
line is open—mutual interest 
is too minor to warrant dis 
cussion. 

. Distr: Do you credit dis 
tributors on direct sales? 
Mfg.: Will you promptly 
follow up all direct inquiries 
sent you and report fully to 
our factory? 

5. Distr.: What is the distribu 
tor’s gross margin of profit? 
Mfg.: Will your salesmen 
carry physical samples of our 
products to your customers 
for demonstration? 

. Distr.: What sales assistance 

do you provide? 
Mfg.: Will your salesmen 
work with our territory sales 
men, covering each area at 
90 day intervals? 

. Distr.: Will you provide fac- 
tory sales training for some 
of our salesmen?> 
Mfg.: Will you agree to al- 
low our factory to train at 
least one of your salesmen as 
a specialty salesman, this 








Paasche Equipment is sold to some of 
the largest Manufacturing Plants in the 
world. 

There are times when large installa- 
tions of this airpainting equipment are 
more easily figured with the assistance 
of a Paasche Engineer. This type of co- 
operation is available to you wherever 
you are located. 


A Paasche distributor is prepared 
to enter the industrial field with: 


. Equipment that has gained widespread 
approval. 

. The help of experienced engineers for 
large and involved installations. 

. Full cooperation of the Paasche Organ- 
ization. 


. The protection of the Paasche Distribu- 
tors Franchise. 

. The assurance of making good money 
on Paasche Equipment sales throughout 
the year. 

. A knowledge that the Paasche line is 
original and contains more exclusive 
features. 

. Equipment that fits the job. 

8. A complete line of finishing equipment, 
you need never lose a sale. 


Your Inquiry Is Invited 


PAASCHE AIRBRUSH COMPANY 
1915 W. DIVERSEY PARKWAY 
CHICAGO 14, ILLINOIS 
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STOCK...DISPLAY...SELL 


More Easily, Effectively, Profitably 
with the New CAMPBELL CHAIN 
CONTAINERS 


OPEL CHAIN (ome? 


CAMPBELL CHAIN “CAM-PAK” 


Made from fibre-board—will withstand 
the roughest handling. No wood to splin- 
ter, no nails to snag hands or clothing. 
Takes less storage room. Type and Work- 
ing Load Limit printed on label. For Proof 
Coil and BBB Coil chain only. 

SIZES: | QUANTITY: SIZES: | QUANTITY: 
3/16” 250 ft. 5/16" 100 ft. 

1/4” 150 ft. 3/8” 75 ft. 


CAMPBELL CHAIN Fibre Drums 


Replaces wooden barrels formerly used for shipments of 500 to 





700 pounds. Can be re-used, as lever-action metal head is 


easily replaced after opening. No more nails or splinters. 





~~ 


CAMPBELL CHAIN Gomsany 


(International Chain & Mfg. Co.) 
York, Penna. 
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man to devote part of his 
time to our line? 

. Distr.:. What inventory is 
necessary? 
Mfg.: For carrying adequate 
stock we will give you 100% 
protection in territory out- 
lined by mutual agreement. 

9. Distr.: Will your buyer ex 
change slow moving items 
for salable merchandise? 
Mfg.: Will your buyer ac 
cept the suggestions of our 
factory in balancing inven- 
tory? 


You can see from these questions 
that many of the problems encoun- 
tered are very much in common when 
they are clearly placed on paper, and 
the solution is near when we get to- 
gether and discuss them. 

Another subject: Should manufac- 
turers protect distributors on direct 
sales? The great majority of manu- 
facturers today protect some of their 
distributors all of the time, but very 
few protect all of their distributors 
all of the time. This situation can be 
corrected if the distributors offer some- 
thing in return. 

What can the distributor offer the 
manufacturer in exchange for protec- 
tion on direct sales? For one thing 
the distributor can stock items that 
ordinarily would not be justified due 
to slow turnover. Direct sales pro- 
tection credits could be partially con- 
verted to this purpose. Another idea 
is to use a certain percentage of this 
direct sale protection credit in offer- 
ing cash prizes to your salesmen by 
having sales contests on that particular 
line. Another idea is to use a percent- 
age of this direct sale protection credit 
on specialized advertising, mailing 
campaigns, or anything in the form of 
extra effort that will help create sales. 
In this way the manufacturer gets 
something back for his direct sales 
protection, 

Fortunately for the distributor, 
there are many manufacturers who not 
only follow a 100% distributor sales 
policy, but advertise this fact in 
minute detail. I quote from the ad- 
vertisement of a large cutting tool 
manufacturer which recently appeared 
in INpusrriAL DistriputTion: “Our 
sales policy . . . we will refer all in- 
quiries and orders received ‘direct, to 
our stocking distributors and will ad- 
vise all prospects and customers ac- 
cordingly.” 

I also quote from the advertisement 
of a large mechanical rubber products 
manufacturer which recently appeared 
in InpustriAL Distripution: “Our 
sales policy . . . we give our distribu 
tors freedom from competition from 
his source of supply, either direct or 
indirect.” I also quote from the ad 








“MARVEL” #as 


Always HAD the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 


With greater accuracy, higher production and lower cost per 1. High-Speed-Steel cut- 

cut, come the extra dividend of Safety, for MARVEL High- ting edge. 

Speed-Edge Hack Saw Blades are Positively Unbreakable— 

they will not shatter. 2 Tough unbreakable 
* alloy steel body with 


MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 


~_ — high -_ blades. MARVEL High-Speed-Edge 
oles Saws not only have the “edge” but the tough alloy steel 
bodies which give ‘Gon the extra strength poe ef deep . eee speed 7 
work on drill presses and lathes. MARVEL Band Saw Blades make all fast-cutting, 
come welded to size ready for use, packaged in individual long lasting composite 
boxes . . . these three lines of superior metal-cutting saws blade that is positively 
constitute the very finest blade service you can offer your unbreakable. 
customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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Cviples in Siam cee 








: 


Holding power is important in Siam, too! That’s why buyers in 
Bangkok send their orders for threaded fasteners half way around 
the world—to TRIPLEX! They have learned that TRIPLEX 
threaded fasteners are tough, accurate and thoroughly dependable. 
TRIPLEX products are also exported to 54 other nations through- 
out the world ... they must be good! 

You may obtain a copy of the complete TRIPLEX catalog or a 
handy wall chart of types and sizes by simply asking for them. 


“The TRIPLEX SCREW @. 


e CLEVELAND 5, OHIO 


Whey 











CARRIAGE BOLTS 


TOUGHNESS 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS 
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SEMI-FINISHED NUTS 


vertisement of a large bench tool man- 
ufacturer which recently appeared in 
InpustRIAL Distrripution: “Our sales 
policy . . . we refer to our distributors 
all inquiries from their territory, either 
from users or non stocking outlets. 
We do not make direct shipments 
from one distributor into the territory 
assigned another distributor.” And I 
could mention dozens more if time 
permitted. 

I believe the wisdom of a 100% 
distributor sales policy will be reflected 
in growth, prosperity and good will 
for the manufacturer using it. To give 
evidence of our appreciation to the 
manufacturers now protecting their 
distributors on direct sales, we dis- 
tributors should make up a complete 
list of our manufacturing sources giv 
ing this protection and place some real 
effort behind the sale of their prod- 
ucts. In this wav we will give other 
manufacturers a reason to want a “‘first 
class ticket’’ on the distributors band- 
wagon. 


Harold Johnson 


There’s a Reason!" 


By Harold Johnston, Sales Manager 
The Desmond-Stephan Mfg. Co. 


The industrial manufacturers of the 
United States can produce more top 
quality products than those of any 
other country in the world. We can 
make our products from the finest 
materials, fashion them with care, 
know-how and quality control; we 
can finish and package them in the 
best way, utilize the most successful 
merchandising policies; however, with- 
out somebody on the spot we could 
not cover today’s market properly. 

Today’s customers require more 
service and know-how than ever be- 
fore. If we wish to sell products to 
the industrial user, secure repeat sales, 
offer local sales representation and 
service, we must use good industrial 


* Digest of speech given at Central 
States Industrial Distributors’ Association 





THIS WATER HEATER CUTS COST 3 WAYS 


MORE HOT WATER FROM A SMALLER UNIT... SMALLER 
INSTALLATION COST...NO STORAGE TANK NEEDED 


Here's the economy way to provide large volumes 
of hot water! 


The “WU” Heater is equipped with a B & G 
Booster which pumps boiler water through the 
shell, greatly increasing thecapacity of the Heater. 
You'll be amazed at the volume of hot water de- 
livered by so small a unit. 


Connecting pipes and fittings are greatly re- 
duced in size because of pumped circulation... 
hence smaller material and installation costs. No 


nm te 
Ce racy 


expensive storage tank needed—the large heat- 
ing surface of the “WU” heats water as fast as 
drawn. Correct baffling assures maximum heat 
transfer. 


Positively controls service water temperature 
Whenever service water drops below the de- 
sired temperature, the Booster starts automati- 
cally, pumping boiler water through the Heater 
shell. When the correct temperature is restored 
the Booster stops. 


GET THE FACTS ON B&G CENTRIFUGAL PUMPS 


These pumps will meet your most critical appraisal. Made in a wide 
range of capacities with open and enclosed impellers. Series 1522 
and 1531 Pumps feature a Mechanical Seal which eliminates stuffing 
box drip. Send for engineering data—you'll appreciate the outstand- 
ing design and workmanship of B & G Centrifugal Pumps. 


ater Heaters 


1) Hydro-Fic PRODUCTS 


BELL & GOSSETT CO. - 
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Dept. BH-35, * Morton Grove, illinois 
*Reg. U.S. Pat. Off. 





WF secre 


Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 
24 HOME STREET 


LUBRICATOR CO., INC., 
ELMIRA, N. Y. 








rr GREATER PROFITS 
Stock and Sell 


CLIPPER 


Belt Lacing Products 





Sold ONLY 
Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 





distributors. We believe that the dis- 
tributor offers the most complete mar- 
ket coverage at a savings in compari- 
sou to other available means of dis- 
tribution. 

Closer teamwork is necessary be- 
tween the distributor and manufac- 
turer. We must constantly work to- 
gether to improve our products and 
services for the customer. The dis- 
tributor has brought about many 
changes in the manufacture and gen- 
eral merchandising of the products 
he sells. The distributor now has the 
trust of the industrial customer; we 
must never let this customer down. 


Manufacturers’ Responsibility 


To make it possible for the distrib- 
utor to offer the customer complete 
satisfaction with on the spot represen- 
tation of the products we are mutually 
interested in, manufacturers should 
(1) conduct better sales training for 
him, (2) produce improved tools for 
him to sell, (3) produce better sales 
tools for him to use in these sales, (4) 
back him up with more complete 
service, and (5) constantly remember 
that he is busy selling and that we 
must continue furnishing him with 
new ideas, new helps from day to day. 

Distributors sales meetings can do 
more than anything else to aid the 
salesmen in salesmanship and knowl- 
edge of products. To be effective, our 
meetings must be informative on 
product and market, and presented in 
a straightforward manner that does 
not last over an hour’s time if possible. 

Our meetings are developed around 
three main objectives: selection, ap- 
plication, and marketing. By this we 
mean the selection of the right tool 
and size for the job, proper applica- 
tion of the tool to obtain full eff- 
ciency and desired results, and advis- 
ing where the product is now used 
and how additional sales can be made 
to additional markets. 

Sufficient and proper type literature 
must be present and a workable fol- 
low-up plan agreed upon by the dis- 
tributor and manufacturer before the 
meeting. 


Value of Meetings Proved 

We keep a record of the distribu- 
tors sales six months before the meet- 
ing and for six months or more follow- 
ing the meeting. We therefore have 
proof of the value of distributor meet- 
ings. Most distributors have been very 
cooperative. The comfort of the men, 
the time of day and the follow-up are 
of prime importance to a successful 
meeting. We find that distributors are 
interested, and as our meetings im 
prove in quality and value the dis- 


tributors are constantly showing bet- 


“BELT LACING ter results after the meetings. 
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eee for over 80 years 
~, Chain for Every Use? 


eS 
™| 


Throughout the world, the name ROUND has stood for first 
quality chain for over 80 years. 

For greatest safety and dependability, specify ROUND Chain 
on jobs where strength and long life are essential. Five large 
plants manufacture chain of every type and size, guarantee 
prompt handling of your orders. A-2657 


Write for catalog, today! 


Proof Coil 


Liberty Coil 
Twist Link 





Sling Chain 
Available in any 
liberty Coil length. Single — 
Straight Link t double —3 way— 
4 way or in any 
desired pattern. 








~ 
ROUND Sling Chains are safest Liberty 
for hazardous lifting. Test Cer- 


Machine 
tificate furnished with each chain. Twist Link 
ROUND Magnet Chains resist 
wear, provide security in every 


Buckeye or 
Brown 
Pattern 


There’s a special ROUND chain for every purpose 
... precision manufactured .. . carefully tested... 
with security in every link. 


Round Associate Companies: The Bridgeport Chain & Mfg. 

Co., Bridgeport 1, Conn. ¢ The Cleveland Chain & Mfg. 
Co., Cleveland 5, Ohio * Round California Chain Co., 
So. San Francisco and Los Angeles 54, Cal. ¢ Seattle 
Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse 
Chain Works, Trenton 7, N. J. 


[he Cleveland Chain & Yfy Co. 
Cleveland 5, Ohio 
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FAST SELLING 
SEALING COMPOUNDS 








Se a en ee ee SS 


KEY GRAPHITE 
PASTE 


-..an excellent 
sealer for all lines 
carrying oil, gas- 
oline, kerosene 
and high-pressure 
steam. Lubricates 
as it seals. 


KEY-TITE 


... for sealing pipe 
joints on lines car- 
rying water, gas, 
low-pressure steam, 
compressed air. 
Does not affect 
taste or odor of 
potable liquids. 


Your Key to Added Profits 


KEY-TIT! 


wages 


Pipe joints sealed with Key Pipe Joint Sealing Compounds 
positively will not leak, yet are easily opened, for Key will 
not freeze in the joints. A profitable — item. Nationally 


advertised. Attractively packaged. 


MEY 


ompany 


mmediate d 


Inquire about available territories f 


2621 McCasland Ave., East St. 


elivery. 


lor distribu- 


tors...ask for free samples and full information. 


KEY COMPANY 


Lovis, til. 








not stock the best in 


Cap Screws Set Screws 


Milled Studs 


Coupling Bolts 
Your customers know 


WHO 


has been making the finest for 


over half a century. 
*WHO is... 
Wm. H. OTTEMILLER Co. 


YORK, PENNA. 
Ottemiller standard products are distributed 


through Mill Supply 
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In the past few months I have per- 
sonally had the opportunity of calling 
with distributors’ salesmen on more 
than sixty industrial customers 
throughout the county. I met the 
purchasing agents, general managers, 
superintendents, foremen and the 
men on the machines. I found that 
these men look to the distributor 
salesmen for an ever increasing 
amount of service and information. 
In fact, they are expected to give al- 
most as much information and service 
on the products as manufacturers’ 
men. They must be able to give at 
least some information relative to the 
selection and application of the prod- 
uct. 

Together we can furnish distributor 
salesmen with sales creative informa- 
tion and constantly better products 
for their job of on the spot represen- 
tation and creation of sales. 

Cooperative action between distrib- 
utors and manufacturers is already aid- 
ing them. Continued and more com- 
plete cooperation will assure all of us 
satisfaction in our business enterprises. 
These are the reasons we use distribu- 
tors to give us on the spot representa- 
tion. 


W. C. Stauble 


The Distributor 
As a Creative Force* 


By W. C. Stauble 
Executive Vice-President 
The Holo-Krome Screw Corp. 


The United States properly 
known as the greatest industrial na- 
tion in the world, and we must give 
credit to the distributor for the im- 
portant part he has played in its de- 
velopment. History shows that it was 
not only the manufacturer who sought 
the distributor, but it was also the 
distributor who sought the manufac- 
turer, regardless of his location, be- 
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cause the distributor knew there was a 
need for tools for industry. 

This seeking of products found for 
the manufacturer newer and broader 
and greater markets for his goods, re- 
sulting in the manufacturer’s being 
able to produce more and more prod- 
ucts in greater amounts. It also re- 
sulted in increased efficiency and lower 
costs to the producer and consumer. 

Let’s discuss fundamentals. Prod 
ucts are usually produced because the 
creator has reason to believe that there 
is a need by others for his ideas—his 
creations. In other words, he pro- 
duces something that has attraction 
either in additional service or in some 
other manner to others. 


How It Works 


Let’s take a hypothetical case— 
let’s say that a fellow in Vermont de- 
velops a newer and better device. He 
has proven, without question, that it 
has advantages over all other devices, 
that it will in some manner save the 
user costs, either in initial price or in 
longer life or faster service in use. 
Here is an article needed by others 
because it is better, but, regardless of 
its value, its use is restricted to its cre 
ator and it has done little good for 
the country as a whole. 

To acquaint the potential users with 
the tool’s value, to see that it is im- 
mediately available to the potential 
users, and to see that it reaches these 
users at a price attractive enough to 
make them want to possess it, would 
all be impossible of accomplishment 
by our hypothetical friend in Ver 
mont were he to attempt to do them 
himself. 

Here enters the age old story of the 
producer finding it necessary to seek 
an economical method of distribution. 
Our hypothetical friend finds that his 
answer to this problem is a distributor 
who sells the products of other pro 
ducers, and who will educate the po 
tential user to the advantages of his 
better tool, make it available to users 
in his immediate vicinity by carrving 
it in his inventory, and in all cases act 
and be the producer’s direct agent 
This represents the exertion of a cre 
ative force. 

So long as the distributor remains 
a creative force, so long will he flour 
ish. However, when distributors in 
dividually or collectively fail to so 
function, a withering away process 
begins and the end is as inevitable as 
death itself. To be in a position to 
exert creative force doesn’t necessaril\ 
imply that one does exert this force, 
and this is perhaps the meat of my dis 
cussion with you today. 


Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 4% to 5 tons. 


Industrial buyers and production executives listen when you talk 

CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 








Cf CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: %& to 1 ton. 


CH PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: %, 1%, 3 and 6 tons. 


you are not selling a satisfactory volume of chain and electric 
hoists, get posted on CM and open up some new business. 


CHISHOLM-MOORE 


_ HOIST CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 


SALES OFFICES! ‘New York: Chicage end Cleveland “© Distributors Everywher 
Position Reversed 


The urge to do, to create new 
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markets, to educate customers, to be 
the conveyors of information, as well 
as goods, was stifled through condi 
tions brought about by the war. The 
distributor's position was largely re- 
versed, and instead of seeking greater 


markets for a surplus of goods, he was 


INDUSTRIAL forced into a position of trying to se- 
cure goods for his established mar- 
BRUSHES d BR M ket. His efforts were redirected, and 
an his creative function was put in moth- 
balls, 
Get More Sales Now, we human beings are the 





products of habit, patterns of action 

d ° and thought which are hard to change, 

an Better Profit ind distributors are no exception. 

With the end of the war we found 

You can sell CAPITAL Brushes and Brooms to every manufacuring ourselves floundering a bit. This was 

and service industry. They are used by railroads, factories, manu- a perfectly natural and normal reac- 

facturers, hotels, textile mills, packing plants, schools, warehouses 

—in fact cleaning and maintenance is such a universal need that 

oo is no limit to your sales possibilities. CAPITAL Brushes and their function as a creative force, and 
rooms have given distributors substantial, profitable, continuing 3 : 

sales for nearly fifty years. We urge users to buy through their reestablished _ themselves quickly as 

distributors conveyors of new goods and new ideas. 

Unfortunately, this was not true of 

industrial distributors as a _ whole. 

Some have perhaps remained nothing 

but warehouses, depositories, as it 

were, for goods in transit by the pro 

ducer for the consumer. They will 


continue to exist for some time, but 
I N Dp 3 A N A Be o L z & ultimately face business death unless 
BRUSH AND BROOM MANUFACTURING co they become, before it is too late, cre- 


ative. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. The distributor. using is Snes 


broadly, was one of the prime creative 
forces responsible for civilization and 
the development of man, and in this 
country responsible for our industrial 
development. Obviously, while dis- 
tributors collectively throughout this 
long broad period of time were exert- 
ing this creative force, it does not 
follow that all individual distributors 
contributed. It does follow, however, 
that for continued success the distribu- 
tor must be and remain a creative 
rorce. 


tion to abnormal conditions. Some 
distributors were alert to this, realized 








ADVANCE SAFETY SPURS 
SPURS are the vital part of every 
Car Mover. Many Car Movers now 
in service are not fitted properly 

ADVANC 


cos sttetode”oct | CAR MOVERS and SPURS | You Can't Do Business 


in handy cartons of 6 and 12 units F E t W I* 
a oo Every side track is a potential sale for rom an mp y agon: 


BADGER Car Movers and Spurs. Fill 


your customers’ needs for light, heavy, or By W. C. Teare, President 
medium units with BADGER Car Movers— Mig _ ‘ mile 
easy to handle, safe to use, minimum Sterling Products Co., Chicago 
maintenance keeps them in first class 
POWER KING 
condition. Many Car Mover users never I am sure many people remember 
carry a replacement set of spurs so be bl ay 
ready when the need arises. BADGER the wagon jobber as he cal ed at the 
Car Movers and ADVANCE Safety Car country home to sell his wares. He 
Wrenches and Spurs are vital equipment was in every sense a merchandiser. 
for shippers and receivers of freight. He bought wisely the products he 
knew would interest his customers. 
NEVERSLIP 
His principal lines were items that 
could not be purchased locally, but 
his prices were always in line with 
ADVANCE the merchandise at the nearest general 
SLIPROOF SAFETY CAR WRENCH 


store 


ADVANCE CAR MOVER COMPANY Appteton, wisconsin lh Stee! 


t of sp “entral 
States Industrial Distributors’ Association 
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W. C. TEARE 


Of course, this man didn’t just walk 
out to his wagon on Monday and find 
it loaded with merchandise—he was 
a seven day worker and he purchased 
much of his wares from mercantile 
companies, who in the early days were 
open on Sundays and carried a great 
variety of miscellaneous products. 

He knew his territory and he cov- 
ered it regularly, and his greatest se- 
curity was the fact that he didn’t have 
a competing wagon coming down the 
opposite side of the street. His ex 
penses were meager as he had only 
himself and his horse to feed, and this 
detail was taken care of in most cases 
by his customers. 


Today It’s Different 


In contrast, let us see how many 
men we have seated along side out 
driver, the salesman, in today’s wagon. 
We must have a sales manager who se- 
lec’s the merchandise we carry, an ad- 
vertising man who produces an attrac- 
tive catalog displaying the tools of our 
various manufacturers, and the credit 
man who informs the driver where or 
where not he can sell his products for 
his own good, as well as the good of 
the manufacturers of the tools he is 
selling. 

In addition we must have on our 
wagon order writers, shipping clerks, 
order pickers, billers and many other 
workers, and still accomplish only one 
thing: we supply our customers with 
the merchandise he requires. The lit 
tle old wagon jobber did just that, 
but he was the complete organization 

Our wagon must have a steady reli 
able driver, as every time he turns a 
corner he passes a competitor's wagon 
Now, we have no trouble with our 
legitimiate competitors’ wagons, but 
we do get bumped and scratched up 
by another so called ‘jobber wagon”, 
the one who operates from his office 
with no stock to worry about, and who 
carries a few lines and insists that 
manufacturers allow him to pick up 
their products at non-stocking jobber’s 
prices. 


The SHELDON Line 


is lst for Industrial 
Distributors .. . 


TS56B 
11/4" Swing 


... eastest to sell and 


more profitable because; 


1. They are better machine tools of the 
right sizes and types for volume sales 
more quality per dollar; more actual to@l 
per dollar. 


They come fully assembled — ready to 
uncrate and operate. 


oe Se 3. The Sheldon Catalog—large full color 
e illustrations tied to individual sales fea- 
tures and specifications. The Sheldon 
Price List is complete—is arranged for 
fast and accurate reading and so worded 
that anyone can easily make a “profes- 
sional quotation.” 


Sheldon gives better factory co-operation 
and effective sales helps and supports 
you with continuous advertising. 


L44 
10-V" Swing Keep pushing SHELDON Tools, they are 
clean profitable units to sell. 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines © Shapere 
4232 N. KNOX AVENUE ¢ CHICAGO 413, ILLINOIS, «US. 4 
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For those who 
profit by selling 


TOP QUALITY! 
STRANDFLEX {7 


4-SPEED GEAR DRIVE 
\ FLEXIBLE SHAFT 
M  MACHINE 


High Speed Motor 
Gives You 
1700 RPM 7200. RPM 
3600 RPM 9000 RPM 


ee 
Standard Motor 
Gives You 


850 RPM 3600 RPM 
1800 RPM 4500 RPM 


| In the long run nothing 

i beats quality, for it pro- 

i vides customer satisfac- 

jtion and the good will 

jthat results in repeat business. 
}That’s why distributors are push- 
jing the sale of the new “STRAND- 
}FLEX” 4-Speed Gear Drive Flexible 
}Shaft ein. 

14 different RPM are provided, as 
|shown above, by an easy and quick 
shift method. Users get depend- 
able long-lived service . . . find the 
“STRANDFLEX” flexible shaft 
machine versatile and adaptable to 
a wide range of uses. 

Acquaint yourself with all features 
by sending for a descriptive folder. 
Be sure to display “STRAND- 
FLEX” on your sales floor ... it 
will help to sell itself. 


STRAND 


Flexible Shafts and Flexible Shaft Machines 
oe Shear» 


Dun and Bradstreet’s letter regard- 
ing the sales wagon states: hey x 
shelves create suspicion of fear; full 
stocks of fresh merchandise stimulate 
confidence.” Then they add, “Selec- 
tivity invites attenticn and action.” 
I don’t think the manufacturer whose 
products come under the “selectivity” 
class has any worry about the legiti- 
mate distributor carrying ample stock 
for his present day needs. 

In a recent issue of Business Out- 
look, published by the School of Busi- 
ness of the University of California, it 
was stated that “In field after field 
price cuts have become necessary to 
move goods. With some price de- 
clines under way and others in pros- 
pect, business has ceased the volun- 
tary accumulation of inventories and is 
trying instead to reduce them.” 

So there you have the opinions of 
two great American institutions, and 
we can all choose for ourselves which 
one is best to follow. Certainly we 
can’t consider the latter, as our wag- 
ons would soon form a procession to 
the poor house if we tried to build up 
volume by cutting prices. The manu- 
facturers who permit price cutting on 
their products could certainly assist 
us in this respect. My own opinion 
is that if we keep in stride with the 
business we know best and apply good 
common sense we'll get along all right. 


Flexibility An Advantage 


We are just retailers in every sense 
of the word, and to a great extent we 
are considered small business, which 
is greatly in our favor. This flexibility 
permits quicker management deci- 
sions, such as better inventory control 
better selection of products and better 
sales efforts by our salesmen. 

Selling is currently the most essen- 
tial factor in the operation of our 
national economy. This is the first 
post war year in which our economy 
has changed from a seller's market to 
a buyer’s market, and right now is the 
time to start changing it back again. 
And salesmen, good salesmen, backed 
by a good legitimate policy from his 
company can do more to make the 
change than any other person. 

Manufacturers should be strongly 
behind the distributor during these 
times. Those who still think it is nec 
essarv to take large orders direct, or 
handle large accounts direct, could 
help by correcting this condition. 

We say to those manufacturers, 
“Why not get on the wagon with us?” 
Let me ask that they assist us in keep 
ing our wagon moving smoothly along 
clean legitimate lines, and we in turn 
will promise to do a clean legitimate 
business for them, and in doing so 
1m sure they'll find a balanced inven 
tory on our shelves. 
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—because 
Blackmer 
Provides 


Capacities From 
5 to 1500 G.P.M. 


For Barrel, 

Underground 

Storage Capacities 
And Portable From 
Dispensing 10 To 25 
Units G.P.M. 


COMPLETE 
EZY- KLEEN 


“EZY- ’ = 
KLEEN" 

Sizes For 

Every 

Common 

Plant 

Requirement 


LOW INVENTORY— 
SIMPLIFIED PARTS SERVICE 





| 5 Of 


| 5 
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} iy 
i] 
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> ERE 
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Blackmer Pumps 


Can Easily Be a 
x 


Serviced By Any (i) 


x 
Mechanic Or | } 
Maintenance \Y F 
Man . 











Replacing Vanes 


MORE NET PROFIT WITH 
LOWER SALES COSTS 


Blackmer selection tables help sales- 
men sell THE RIGHT PUMP for every 
job. 

95% of all industrial plants are 
customers or prospects for Blackmer 
products—power pumps, hand pumps, 
strainers. Your salesmen are “among 
friends” with the Blackmer Line. 


Write for 


NEW CATALOG 


Complete up-to-date distributor's catalog 
provides easy index to more rotary 
sales to industry, petroleum handlers 
cal plants, bulk Iiquid handlers. Get 
guide to more sales 


CKMER PUMP COMPANY 
GRAND RAPIDS, MICHIGAN 


=e ees 


lasmenbiretie 





Osear Iber 


Conflicting Ideologies 
in Policies” 


By Oscar Iber, ‘Treasurer 
O. Iber Co., Chicago 


The November issue of our maga- 
zine, INDUSTRIAL DiIsTRIBUTION, con- 
tains a fine lot of advertisements. In 
an analysis of the sales policies of the 
concerns advertising in this magazine, 
we find quite a range in the methods 
of distribution. 

These differ all the way from 100% 
distributors policies to confusing poli- 
cies that neither Chicago, or even 
Philadelphia, can decipher or under- 
stand—much less explain. 

Let me explain what I mean by con- 
flicting ideologies in policies—the 
ideologies of manufacturers who have 
100% distributor policies versus the 
ideologies of manufacturers who have 
mixed policies of selling partly through 
distributors with direct selling, with 
no clearly defined course which a dis- 
tributor can know fully 

Manufacturers usually operate with- 
in a given industry. For the most 
part each industry has its own pattern 
of distributor sales policies. Each in- 
dustry has its own ideas or ideology. 
But the distributor has to cope with 
the combined ideas of all the lines he 
handles. It is a complex, but sweet, 
business. No one ever gets really rich 
in the industrial supply business, but 
there could be Heaven right here on 
earth for the distributor if it weren’t 
for the direct selling, the direct com- 
petition we get from a lot of our 
sources. 

I quote the title of an address given 
by J. Ward Keener, vice president of 
B. F. Goodrich Co., when he spoke 
recently before the annual conference 
of the “Society for the Advancement 
of Management”: “Sound Human 


* Digest of speech given at Central 
States Industrial Distributors’ Association 


No. 120 Hi-Speed No. 616 Soft Metal No. 118 Combination 
Steel Heat Treating Furnace Melting Furnace Bench Furnace 


STEADY SELLERS 


FROM THE HOT PROFIT LINE 


JOHNSON FURNACES+BURNERS-BLOWERS-TORCHES 


r 2 
@ No. 25 y 


Hand Torch 
No. 1202 Blower 


Bench Furnace 


GET your share of the 
profitable market for 
industrial gas burning j 


equipment. Sell your No. 33 Needle Flame 
Hand Blow Torch 


customers more heat 


for their dollar with 
JOHNSON .. . famous for 
efficiency and economy 


for 48 years. Help your cus- No. 60 BCE 
Concentric Ring Burner 


tomers with their heating 


problems by recommend- 
ing JOHNSON and you'll 
help yourself to added 
volume and added profits. 


No. 20X 
Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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MILLIONS OF ADVERTISING. 
MESSAGES HELP YOU SELL 
THE IDEAL PROFIT LINE 





Maa) 
"Wane; 


DUSTRY Dowrn 


INDUST 


@ Month after month, millions of times a year, 
your customers see IDEAL advertising . . . in the 
leading industrial magazines they read and through 
IDEAL’S huge direct mail program. They know 
IDEAL and how IDEAL products — them do a 


better job at lower cost. This hard- 


itting, con- 


tinuous campaign works for you two ways: It makes 
your selling job easier and faster. In addition, every 
order and inquiry received by IDEAL is channelled 
through IDEAL Distributors—and they add up to 
hundreds every month! . . . 1950 will be a banner 
profit year for IDEAL Distributors who cash in 
aggressively on the IDEAL sales that are theirs for 
the taking. Right now, determine to get your share 
of this liberal mark-up business. 


@ “WIRE-NUTS” ® 

and WIRING TOOLS 

“Wire-Nuts’” — the patent- 

ed*, solderless, tapeless 
wire connectors—have been the con- 
tractor’s and industry's standard for 
over 26 years. Wiring tools include: 
B-X cable cutters — voltage testers— 
fish tape, reels and pullers—fuse re- 
ducers—fuse clip clamps—test lites— 
fuse pullers—cable rippers—joist dor- 
ers—wire skinners. 
*Pat. No. 1,933,555 


@ THERMO-GRIPS ® 
Resistance heating prin- 
ciple soldering tools that 
make difficult soldering 
jobs in production or main- 
tenance easy. Sizes for 
every job 


@ WIRE STRIPPERS 
Production: Brush — foot- 
operated — bench—rotary 

* and lever types. Also fa- 

i mous “Stripmaster” hand 

| type. 


AA @ CLEANERS 
' Hand-type vacuum 
cleaner — sprayers — 
blowers — dryers — pop- 
corn blowers — curry 
combs. All-purpose 
tank-type cleaners for indus- 
trial cleaning, scrap-collec- 
tion, water pick-up. 


@ MOTOR MAINTENANCE 
EQUIPMENT 
Commutator and slip ring re- 
surfacers—commutator clean- 
ers—brush seaters— precision 
grinders — mica __undercutters 
— commutator saws — coil 
winder drives and heads—in- 
sulation testers—growlers. 


@ MACHINERY PRODUCTS 
Live centers to speed and im- 
prove lathe output — electric 
etchers — dust collectors — 
tachometers — demagnetizers. 


Sold Through America's 
Leading Distributors 





IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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Relations—The Only Way to be 
Competitive.” 

“Find the method of establishing 
and keeping sound human relations in 
American business and industries, and 
practice them,” he stated. 

This is an honest and forthright 
statement. Why cannot we, too, 
adopt such a method in the field of 
industrial distribution. Let’s look at 
some industries. 

The cutting tool industry is reason- 


| ably sound; it comes closer to ap- 


proaching perfection than most others. 

Another ray of sunshine broke re- 
cently when an industry sent out a 
questionnaire actually asking the dis- 
tributors their point of view on a 
question before adopting a course of 


| action. 


Distributors were overwhelmed by 
this new approach in human relations 
and replied to the questionnaire in 
goodly numbers. We _ distributors 
thank the hack saw blade manufac- 
turers for this thoughfulness and con- 
fidence! 

There are other industries, such as 
threaded products, where with a few 
adjustments a negative situation can 
quickly be made positive. 

Conflicting Ideologies in Policies is 
a broad and impressive title. My prin- 
cipal theme is that our industry is too 
small to hold both manufacturers who 
sell only through distributors, and 
manufacturers who sell both direct 
and through distributors. 

Sooner or later one system will 
prove its superiority and the other 
will perish. The system which can 
“deliver the goods quickly as well as 
economically” will survive 

Distributors like manufacturers vary 
times. Closer cooperation and well 
defined policies will be big steps in the 
right direction for a new Magna Carta 
for the distributors. 

Distributors like manufacturers very 
much as sources, but not as competi- 
tors. I believe that the better the dis- 
tributor policy with no direct selling, 
the sounder the human relations, and 
the more successful the manufacturer! 


Mangan Will Represent 


| Chicago Nipple Mfg. Co. 


Charles W. Mangan, 1259 Granger 
Avenue, Lakewood, Ohio, has been ap- 
pointed a representative for the Chi- 
cago Nipple Mfg. Co. He will repre 
sent the firm in the state of Ohio, with 
the exception of Toledo and the south- 
western quarter, as well as West Vir- 
ginia and the extreme western portion 
of Pennsylvania. 

The Chicago Nipple Mfg. Co. oper- 
ates plants in Chicago and Cicero, 
Ill.; Baltimore, Md.; and Houston, 
Texas. 








OBITUARIES 


Alvin G. Raddatz, 

Muskegon Firm Official 
Alvin G. Raddatz, vice president 

of the Lakeshore Machinery & Supply 


Co., Muskegon, Mich., died on No 
vember 2. 





Louis Starr Cragin, 
Cragin & Co. Founder 


Louis Starr Cragin, 71, founder of 
Cragin & Co. of Seattle, Wash., died 
on November 9. 

His company, dealing in machine- 
shop supplies, was one of the first in 
dustrial supply houses in Seattle, dat 
ing back to 191). 


Earl Reinhart, Head of 
Republic International 


Karl F. Reinhart of Michigan City, 
Ind., president of Republic interna- 
tional Co. of New York and long 
prominent in the tool and machinery 
business, died on October 20. 

Mr. Reinhart also served as vice- 
chairman and a director of Avildsen 
Tools and Machines, Inc., of Chicago 
and previously had been president of 
Republic Drill & Tool Co. from 1940 
to April 1949. He was a member of 
the War Production Board in 1942. 

His other affiliations included serv- 
ice with Haskell & Barker Car Co.; 
Pullman-Standard Car Mfg. Co.; and 
the United Drill & Tool Corp. of 
Detroit. 


F. Leon Spahr, 
R. A. Kelly Co. Executive 


I’. Leon Spahr, 63, secretary-treas- 
urer and general manager of the R. A. 
Kelly Co. in Xenia, Ohio, died on 
November 5th in that city. Mr. Spahr 
only recently had given up active par- 
ticipation in company affairs. 

He was a familiar figure in cordage 
circles having been with the Kelly Co. 
for nearly a third of a century. He 
rose to secretary-treasurer and con- 
tinued in that capacity after the Xenia 
firm became an associate of the Co- 
lumbian Rope Co. of Auburn, N. Y. 
in 1931. 

In addition to his cordage interests, 
Mr. Spahr found time to participate 
in civic affairs. He was elected to 
Xenia’s five member City Commis- 
sion in November, 1933 and served 
two 4-year terms. He was a member 
also of the Xenia National Bank’s 
board of directors. 


MANPOWER, TIME and MONEY- 
SAVING UNITS for your customers! 





N EW wean -~ WERNER 


HYDRAULIC 
UTILITY UNITS 


offer remotely controlled direct push 
or pull power for moving, bending, pressing, 
straightening, lifting, lowering operations 











@ Models of 4, 10, 20 tons capacity 

@ Attachments to handle hundreds of jobs 
@ Portable workshops with stand and press 
@ Economical, self-powered hydraulic units 


@ For maintenance or production applications 


ECONOMY IN PRICE, TOO! 


These new H-W Hydraulic Utility Units will 
poy for themselves in a few jobs. Prices 


e 
Meme 
start as low as $45. Hein-Werner also manu- 
factures a complete line of hydraulic jacks 
JA from 11/2 to 100 tons capacity. Write us for 
HYORAULI full details. 


HEIN-WERNER CORPORATION 
Waukesha, Wes. 
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Vow. 


. CONTROLLED BLADE PRESSURE 


FOR ANY MATERIAL, SHAPE OR THICKNESS 


THIN WALL 





OLD FAITHFUL 


OTHER KELLER 
POWER HACK SAW 
MODELS 


TUBING 


CHANNELS 


HEAVY 
BAR STOCK 


PRESSURES FROM O TO 125 LBS 


KELLER 


Power 


Special markers of a grade and 
quality to meet every industrial 
need, and for marking on all 
types of surfaces from glass and 
rubber to hottest metals. Old 
faithful markers are manufac- 
tured by Crayon ee to “fit 


No. |-HB Bench Model 
Capacity 5” x 5” MODEL 


No. 3 
HY DUTY 


the crayon to the need” 


FOR HIGH 
TEMPERATURE 
METAL 
Leaves a permanent, 

legible mark on 
blistering hot metal, 
without smoking or 
running. 





| FOR ANY 

SURFACE THAT 

| WILL TAKE 
PAINT 


The permanence of 


= ease of a pencil. 


ard or crusty. 


FOR MARKING 
RUBBER 


Paramark No. 766 
series is a hexagonal 
wax crayon, i 
larly adopted 
marking on rubber of 
all kinds. 


FOR HOT 
METAL 
marking 

up 


For 
metal to 800°. 
Retains its mark 
clearly after metal 
cools. 


hot 


paint, used with 
Tip does not get 


FOR 

MARKING 
LUMBER 

For green or dry lum- 
ber. Withstand sear- 
ing sun, snow, ice, 


Send for FREE Industrial Crayon Guide, 
giving details about the complete OLD 
FAITHFUL line of Industrial Markers 


Dept. ML-47. 


the 


—_.. 


-\MERICAN CRAYON 


rompony Wi } 


-C Wet Cu 
Saw yo 694" x May “ 


No. | Bench a 
Capacity 4” x 4 








HACK SAWS 


SPEEDS CUTTING of all material from thin wall 

stock to heavy bar stock 6$” x 63” by applying the 

right amount of blade pressure. 

CUTS COSTS by reducing cutting time per piece 
lowers power consumption and eliminates costly 

blade replacements. 

INVESTIGATE all outstanding fea- 

tures of the entire KELLER line... 

you'll find a model to fit your cus- 

tomer’s requirements, 


WRITE FOR THIS NEW 
ILLUSTRATED BULLETIN TODAY! 


2363 UNIVERSITY AVENUE 
ST PAUL 4, MINNESOTA 





Invitation to a BIG BLOWOUT! 


Plant operators: Celebrate 


departure of Dirt, Dust, 
Grit from your machinery and 
BLOW these 


equipment. 
trouble makers OUT of eve 
crack and crevice with a 
powerful CLEMENTS- 
CADILLAC combina- 
tion BLOWER - SUC- 
TION tool. Use it 
regularly to clean 

motors, genera- 

tors, switch- 

boards, wood- 

working ma- 

chinery, too! 

bins, 

bins, etc. 


TIME » MONEY 
_ PREVENT 

TO MACHIN 

WITH THE 


the swift 
and 


ADVERTISING 
LIKE THIS 
ry 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN DEMAND 
CLEANING TOOL 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGATINES 





IF YOU 
WANT A 


Made in 5 models 
with attachments for 
every cleaning job 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER: 


CLEMENTS MFG. CO? 


SELLER 
WRITE US 
FOR DETAILS 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL 
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NEW LINES 
taken on by 


DISTRIBUTORS 


7 Bae 
=> om OO One 


ox + 


Dills Supply Co. of Dayton, Ohio has 
been named a distributor for the 
merchandise products of the chain 

Selling safety— and transmission, Baldwin-Duck- 

worth, and conveyor and_ process 


low operating costs! equipment divisions of Chain Belt Where you sell them! 
[0 





-— oO om” om 


72 an oe 


That’s what you do every time you ql 
sell a portable ‘Budgit’ Electric Battey Machinery Co., Rome, Ga. It's the alan in need Gf a reliable 
Hoist in a warehouse, factory, has been appointed distributors for hoist for fpot lifting» around his 
plant, print shop, store, bakery, the Cutler-Hammer and the Dem garage, service station, repair shop, 
garage, service station; to the man ing pump lines farm, dairy, boatyard, or places not 
equipped with electti¢ity who's your 
Ryther & Pringle Co. of Carthage, prospective buyer 6t a portable, 
places where loads must be lifted N. Y. has been appointed distribu hand-opergted ‘Budgit’ Chitin Block. 
and handled with speed and safety. tors for products of the chain and + i) 
transmission, conveyor and process tanec so, once-you've explained 
equipment and Baldwin-Duckworth the superiér mechanical features of 
operate with its two brakes that divisions of Chats BelrCo. ‘Budgit’ Chain Bleck. How all shatts, 
not just the load. shaft, are sup- 
load should the power fail or the Van Kleeck-Wilson, Inc., of Buffalo, ported on pnti-friction bearings. How 


on the farm; and all the many 


Here’s a hoist that’s safe to 
automatically control and hold the 


conductor cord be pulled from the N. Y. has been named distributors the load ake-—~G complete sepa- 
for the produc ts of the Simonds rate unit e those employed in elec- 
\brasive Co. tric hoists +— operates in grease in a 
sealed housing as does the entire 
mechanism. Explain that the load 
freely on ball bearings and is free (riz. has been named distributors | chain ts voller type and will not 
to swing and turn in attaching for the products of the chain and stretch, stiffen, gor bind — that it 
loads that all make for safety for transmission, Baldwin - Duckworth may be lefgthened or shortened in 
and the*conveyor ‘and process equip the field with special tools. Ex- 


ment divisions of the Chain Belt ‘eatu: 
machine parts on production, Co oe ed . epee 


hooks and hew they operate, and all 
assembly, and inspection lines. } 


electric socket. Anti-friction bear- 
ings, safety upper stop and lower 


stops, a load hook that revolves \{cConkev-Docker Co., of Phoenix, 


the men handling machines and 


’ e ; an the other fer s of ‘Budgit’ Chain 
ee ee Reading Foundry @& Supply Co., Blocks that make them steady, reli- 


Reading, Pa. has been appointed able performers under all conditions. 
distributors for Yarway traps manu 
them to turn their energy into in- factured by Yarnall-Waring Co. The 


from the danger of injury, allows 


Then, too, there's all those places 
equipped with over-age chain blocks 
—chain blocks not possessing all 


creased production. That means distributor firm will serve Reading, 
Pottstown, Pottsville, and Lebanon, 


Pa. 


from compensation costs — big the hanical impro ts and 
modern design of ‘Budgit' Chain 
Blocks that offer you another market 
where you can sell ‘Budgit.’ 


lower operating costs, freedom 





factors in any kind of business ‘ A. Turner, Inc. Pittsburgh, Pa 


operation. recently was appointed distributo1 
for the Keller power hack saw line 


[ manufactured by the Sales Service 
If you need more i Machine Tool Co 


copies of Bulletin No 


as ; in If you need more copies of 

3s to help you in ‘ - . 

Barada S Sminkey © Haas, Chicago, III., has Bulletin No. 393, write us. 
,) 


WY been appointed distributor of taps, 


a : rs , —— special metal < ut a 
mn stag rl Sa it Nowe deen nei ‘BUDGIT’ 
— olsts ===" Chain Blocks 


MANNING,MAXWELL& L,INC I eS } 

cae ing pa OGRE ENC. [:lectric Tool & Supply Co., Los An MANNING,MAX WELL & MOORE, INC. 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load geles, now are distributors of the euitd ere es MICHIGAN 
Lifter aicte n ther tine c , " a 4 ] T I ; : ; ; 
of "A a sts and othe if Ss ioastanion Makers Keller power hack saw line manufac Lifter’ Hoists sad ether ition eee tiene 
° shcro Gauge a k’ Valves nsol ’ N , : 
dated’ Safety end’ Relief Valves, "American® tured by The Sales Service Machine of "Ashcroft Gauges, ‘Hancock’ Valves. ‘Consol- 
Industrial and ‘Microsen’ Electrical Instruments. | oO )] Co re 7 Sie oo il ee 

Industrial and ‘Microsen’ Electrical Instruments. 


your selling, write us 


mw 800K 9 
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Industrial safety is not 
automatic, but our 
Automatic Valves offer 
you the fruits of 25 


SAFETY 


By selecting Cash- 
Acme valves for im- 
portant jobs, you will 
be justifying your own 
deep sense of responsi- 
bility for human life 
and property in your 
plant. 





years’ sucessful expe- 
rience in designing and 
manufacturing valves. 


CASH-ACME 
Automatic Valves 


AW CASH VALVE 








EASY 70 Ly aa 


BECAUSE IT’S 


Here's the easiest to use, highest quality shim stock line 
on the market. The kind of product that brings in those 
automatic repeat orders. And we're doing everything 
we can to make our line just as perfect as possible from 
the distributor's viewpoint as well as the customer's. 


FREE ADVERTISING FOR YOU-— Your firm 
name is imprinted on each rack when they're ordered 
in quantities of 25 or more. It gets your name into the 
shop on an every-day basis —helps your other lines, too. 


FLEXIBILITY OF ASSORTMENTS — You fill 


the rack with any four gauges of brass or steel—the 
customer gets exactly what he wants. Eleven gauges, 
from .001" to .010", are available, each packed in 
sturdy, metal-edged carton. 


LARGER PROFITS—torger units of sale for you. 


You sell the rack and four cartons of shim stock at one time. 


@ SELL PACKAGES INSTEAD OF INCHES! 


No waste in stocking or using. 
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D-A-T-E-§ 
TO REMEMBER 





Jan. 12—JIndustrial Distribution 
Forum, Regional Meeting, Ameri- 
can and Southern Associations, 
Biloxi, Miss. 


Jan. 13—Southern Supply and Dis- 
tributors Association, Annual Mid 
Year Meeting, Biloxi, Miss. 


Jan. 16-19—Plant Maintenance Show, 
Auditorium, Cleveland, Ohio. 


Jan. 23-27—Southwest Air Condition 
ing Exposition, State Fair Park, 
Dallas, ‘Tex. 


Jan. 25—Annual Dinner of New Eng 
land Iron & Hardware Association, 
Copley Plaza, Boston. 


l'eb. 19-23—National Association of 
Ilome Builders, Congress and Ste 
vens Hotels, Chicago. 


Apr. 4-7—National Association — of 
Corrosion Engineers Conference 
and Exhibition, St. Louis, Mo. 


Apr. 10-14—Cost-Cutting Equipment 
& Methods Exposition of American 
Society of Tool Engineers, Conven 
tion Hall, Philadelphia, Pa 


May 8-12—Convention, Exhibition of 
the American Foundrymen’s Soci 
ety, Public Auditorium, Cleveland. 


May 8-12—American ‘Textile Machin 
ery Exhibition, Atlantic City. 


June 12-14—International Conven 
tion and “‘Inform-a-Show’”’, National 
Association of Purchasing Agents, 
Cleveland, Ohio. 


June 12-16—National Oil and Gas 
Power Division Conference and Ex 
hibit, Lord Baltimore Hotel, Balti 


more. 


Aug. 14-18—National Power Show of 
National Association of Power En 
gincers, St. Louis, Mo. 


Aug. 28-31—Metal Mining Conven 
tion and Exposition, Salt Lake City, 
Utah. 


Sept. 5-9—National Chemical E:xposi 
tion, Coliseum, Chicago 





Sept. 26-29—Iron & Steel Exposition, 
Public Auditorium, Cleveland. 
Oct. 23-27—1950 Convention of Na 
tional Metal Congress & Exposition, 

Chicago. 


SALES HELPS 


from 
MANUFACTURERS 


DISCS—A bullctim describing a new 
bonded disc wheel’ for rotary sanders 
is available. ‘The “bulletin describes 
the wheel as having the flexibility and 
resiliency necessary: for superior fin 
ishes, as well as possessing longer life, 
uniform cutting action, and greater 
safety. Copies mays-be obtained by 
writing the abrasive whiéel department 
for Bulletin No. 6901-A—Raybestos 
Manhattan, Inc., Passgic, N. ]. 


r) fg’ 

ELECTRIC TOOLS=+fhe new E-2 
catalog covers the yas, of elec 
tric portable power tools Aroduced by 
the manufacturer. The catalog gives 
complete data, including prices 6n all 
tools. Circular No. JE-1131 covermg 
the manufacturer’s 44” universal elec: 
tric belt sander is also available.—In 
dependent Pneumatic Tool Co., Au 


rora, Ill. 


FASTENING SPECIALTIES—A 28 
page manual features full descriptive 
and engineering data on the manufac 
turer's range of blind rivets, anchor 
nuts, panel fasteners, door retaining 
springs and various newly developed 
items. Applic itions are numerous 
throughout industry in fastening metal 
to metal, metal to plywood, and many 
other combinations.—South Chester 


Corp., Philadelphia. 


PACKAGING—A new metal capped 
tube replaces all 


the fibre-board boxes 
previously used to package the line of 
welding rods and electrodes. It is said 
that the tube will withstand more and 


uigher handling than boxes, and that 


WHICH OF THESE STATEMENTS IS CORRECT ? 


The BRIDGES Pipe Die means bigger profits and more satisfied cus- : 
tomers for you. It costs more than an ordinary die, but it gets more work ~ } 
done,more easily, in less time, and it’s much cheaper to maintain than any other 
type. It is the ONLY die designed for economy of chaser replacements,’ 
one set of BRIDGES chasers lasting longer than ten sets of ordinary chasers. 
Your customers will choose the BRIDGES Pipe Die, because it saves its’ 
initial cost during the first few months’ use. And they'll come back to you 
for more of these labour saving, money saving tools. 


The big selling feature of the BRIDGES Pipe Die is the tangential arrange- 
ment of the chasers. These are made of a special high speed steel, and are 
easily reground by hand on any grinding wheel to about one quarter of their 
original length. The chasers can be reground a hundred times, and at every 
regrind the die is as sharp as before, cutting perfect threads in one operation 
only (not two, as with old-fashioned die stocks). 


Your customers will like these other exclusive features of the BRIDGES 
Pipe Die: a gauge for accurate and easy reading of the pipe diameter, and 
a micrometer adjustment for possible variation in fittings. This double 
setting device ensures a perfect pipe joint, always. BRIDGES Pipe Dies are 
made from Hiduminium R.R. 53B, the super strength light alloy, and all 
models are ratchet-operated. Receder action through a train of gears is 
provided for cutting thread on pipes of 2” dia. and over. 


RATCHET-OPERATED, TANGENTIAL 
BRIDGES pire bie 


Manufactured by: § N. BRIDGES & CO. LTD., 


Parsons Green Lane, London, S.W.6., England 
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this durability makes the tube a con 
venient storage place for rod in the 
user's supply kit. Design of the tubc 
. \ includes complete instructions for use 

BALL ! . - printed on its outside. ‘The contents 

} ,. are identified on the end for the con- 

BEARING ' venience of the counterman and for 
: his further convenience the tubes pro 

vide standard packages of amounts as 
small as five pounds, which eliminates 
the frequent necessity of breaking 
packages.—AlL-State Welding Alloys 


z HEAVY-DUTY Co., Inc., White Plains, N. Y. 
VALLEY GRINDERS 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have 
been used by many of the country’s largest indus- 
trials, they have established fine records where 
accuracy and performance count. These grinders 
are all powered by Valley Motors and every unit is 
built to a single high standard of quality. This 


means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. s 
MERRILL BI PHERS 
PINE ORD FOR 2G ae 1866 
s 
“ 
Valley Electric Corp. Bam 


le cP ‘ fa ) ‘ 
4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. . \ = 














CAaTALon 











Ys DROP FORGINGS—The first com 


; plete catalogue since before the wat 
’ is now being distributed by the manu 
Standard cutting y facturer. ‘lhe catalogue contains es 
tools, in complete 
sential techmical information, com 


range of sizes 


TUNGSTEN CARBIDE Standard and spe- plete tables, drawings and _ photo 


cial tips. Tipped graphs of all products that will make 
— + er this an informative reference book for 
urnin ools. 

9 STAne Ate the designer, engineer, production 
manager and purchasing agent. ‘The 
30 page manual list type of forgings 
As America’s largest independent Solid tungsten car- produced, where and how to use 

Bide reowe rs drop forgings, turnbuckle dimensions, 

ipped reamers salad ' . 
sane cil ceded ih tae os Sao camenin Shall strengths, clevis nut data, drop forged 
quien: cuntenien Ot cad ws iid wills run shackles, and eye bolt types, sizes and 
ond> chet tails © qelun dimensions.—Merrill Brothers, Mas 
tools that meet the most exacting peth, New York. 
requirements of modern production Tipped twist drills iia ‘ sas 
intial Solid tungsten car- PAINT SPRAYER—-A bcoklet is 
bide drills. Tipped — available that is designed to hetp con 
core drills TIPPED sumers determine the type of equip 
WRITE FOR CATALOG DRILLS ment best suited to their requirements. 
"he 24 page manual provides tips on 
sprayers, Compressors, guns and noz 


producer of tungsten carbide metal 


A request on your business letter 
head brings you our latest catalog Solid tungsten car- 


zles. In addition, compressor opera 
—64 pages of illustrated informa bide router bits, tion is covered in a section on service 
broaches and end 


mills with a table of trouble shooting steps 
run gott® _— for Sagnosing common failures. 

cansiee Routes une special section shows common 

spraying faults and remedies, while a 


WILLEY ’ i Cc A R Bl ') E jnele) L oe) : three page chart shows common spray 


ee te cere dawns 8 a ey oneeagr The _ 
aS as Ls “" section provides tips on cleaning anc 

ighway Detroit 1, Michigan safety hints for the operator —Electric 
Spravit Co., Sheboygan, Wis 


tion that is valuable to every pro 
duction man and engineer 
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NYLON ROPE —A folder describing | 
a new nylon textile rope is available. | 
(he qualities of the manutacturer’s 
lines of filament nylon and spun ny- 
lon ropes are described in detail. A 
table gives the various diameters, 
circumferences, weight, breaking 
strength, and average ft./lb. Sugges- 
tions for uncoiling, sealing the ends, 
knotting and splicing, and storing the 
ropes are included.—Columbian Rope | 
Company, Auburn, N. Y. 


STEEL—A new catalogue has been 
issued by the distributor, covering all 
stock items and services offered in 98 
pages. The catalogue lists ordering in- 
formation together with information 
on strip steel, spring steel strip, stain- 
less strip and wire, tempered spring 
steel, brass and bronze strip, and tool 
room specialties. Also in the cata- 
logue are weight tables of strip steel 
and a glossary of trade terms.—Pre- 
cision Steel Warehouse, Inc., Chicago. 


BOTTLE HANDLING-A two color, 
eight page bulletin tells bottlers how 
to cut handling costs by means of the 
work truck and pallet system. The 
new bulletin gives six benefits achieved 
by this system and lists six functions 
performed by the fork trucks to 
ichieve these benefits. It then goes 
on, by means of a diagram showing | 
1 typical delivery truck loading oper- | 
ation, specifically to tell how the pal- 
let and fork truck system works.— 
Yale & Towne Mfg. Co., Philadel- 
phia 


eee 
Gbdbe 


STRAINERS-—Bulletin S-202 is a re- 
vised publication on the manufac- 
turer’s line of strainers. Pressure and 
screen data tables provide details that 
were not in the original issue. The 
bulletin outlines the need for strainers 
in steam traps, reducing valves, and 
other types of pipe line equipment, 
and lists the special features of the 
manufacturer's line. Cutaway dia- 
grams illustrate strainer applications. 
—Yarnall-Waring Company, Phila- 
delphia. 


| 


only : 
spray finishing equipment ¢ 
gives you these 


* 


a complete line 

When you sell the Binks line you can offer 
everything a customer needs for spray finishing . . . 
whether it’s a small portable compressor or 

a complete finishing department. 





correct pricing 

The Binks line, although second to none, is 
competitively priced. You don’t have to ask customers 
to pay a premium for this better product. 





tested performance 

For more than fifty years the name Binks has 
stood for a better product. Binks spray guns and 
equipment are found in 

leading manufacturing plants the world around. 





unlimited opportunity 

There are no sales restrictions on the Binks Line. 
You are free to solicit the business wherever you 
find it... even the large industrial installations .. . 
and Binks will help you do it. 





sales support 

Binks experienced engineering staff 
stands ready to help you close any sale 
that requires special handling. 





advertising support 

More than 3 million sales messages will reach your 
customers and prospects during 1950. . . through Binks 
concentrated magazine and direct mail advertising. 





investigate 
the advantages of being a Binks distributor. 
Write for full information today. 





Binks MANUFACTURING COMPANY” 


3128-30 Carroll Ave., West, Chicago 12, II. 


NEW YORK 
DALLAS 
ST. LOUIS 


ATLANTA BOSTON CLEVELAND 
PHILADELPHIA PITTSBURGH 
WINDSOR, ONTARIO, CANADA 


DETROIT 
MILWAUKEE 
SAN FRANCISCO 


LOS ANGELES 
NASHVILLE 
SEATTLE 
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BREAK production 
bottlenecks with 


SAWS AND FILES 


Metal, Wood, Plastics, Composition 


In hundreds of plants, Saw Guns are 
doing outstanding work in cutting costs 
and speeding production. This heavy- 
duty saw and file zips through jobs in 
places impossible to reach with ordinary 
tools. 


It’s ideal for pane! notching and slotting 
operations in all materials. Portable and 
easy-to-handle, Saw Gun goes to the job 

. @asy to use in any position: vertical, 


SAW GUN .. 


$ 75 
horizontal, overhead. 38 


Attach Saw Gun to an electric or pneu- 
matic drill or drive it with a flexible 
shaft depending upon preference, job 
conditions or available equipment. 


IDEAL FOR PLANT MAINTENANCE 


As a repair and maintenance tool, Saw 
Gun is indispensable. It’s the fastest tool 
for making openings in floors, ceilings 
and panels .. . cuts nails, conduit and 
pipe ... trims plywood and metal lami- 
nated boards and does many other jobs. 


See Your Jobber or Write Direct for Quick Delivery 


MID-STATES WELDER MFG. CO. 


6025 SOUTH ASHLAND AVENUE 








Now holes of various shapes and as large as 4” 
16 gauge steel—-also blank, 


punched in 
with the new DI-ACRO Punch. 
and production work. 


It is 


The precision ground triangular 


CHICAGO 36, ILLINOIS 


Available in two sizes, 
6” and 12” throat depth 


diameter can be 
draw, emboss, form—all 
ideal for both experimental 


ram of this double purpose 


press prevents punch head from turning, assuring perfect align- 
ment at all times for accuracy in duplicated parts. 


A Turret Stripper of exclusive DI- 


action develops 4-tor 
gauges assure exact 


pressure 
location of holes. 


Sead for “DIE-LESS dempepspnet Catalog 


Gives the full story of the DI-ACRO P 
Shears, Rod Parters tchers, well 
Powershear and Hs ira-Power Bender 
lealer informat 


with minimum effort. 


ACRO design automatically 
strips material from punches of all shapes. 


Roller Bearing cam 
Adjustable 


» DI-ACRO Benders 
DI-ACRO Var 


+10 page 


Brakes, 
O-Speed 


the new 
f complete 


atalog and 


DI-ACRO is pronounced "DIE-ACK-RO" 


ata. ONEIL-IRWIN mec. co. 


312 EIGHTH AVENUE ¢ 


“as eS 
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LAKE CITY, MINN. — 


1950 


CARBIDE TOOLS-kKits contauiing 
a set of six educational, discussion 
type slide films covering carbide single 
point tool meget are now available. 
The films are based on information 
contained in the manufacturer’s re 
cently released carbide manual, 
superseding and amplifying a set of 
files on similar subjects released durmng 
the war. Included in cach kit are six 
booklets which contain sections from 
the tool manual covering and supple 
menting material presented in_ the 
films. Besides permitting a more d¢ 
tailed study of the carbide material 
set forth in the films, these individual 
books are suited for reference in the 
shop.—Carboloy Company, Inc., De 
troit. 


tool 


RADIATION PYROMETER-—A new 
bulletin explaining the theory of radi 
ation pyrometry and the features of 
the manufacturer’s radiation unit 1s 
available. Included are photographs 
and diagrams illustrating accessones 
offered to adapt the unit for use with 
furnaces and kilns for indicating, re 
cording and controlling temperatut S 
up to 4000° F. Bulletin P1242 
The Bristol Company, Waterbur 
Conn. 


PACKAGING — A completely new 
package for the manufacturer’s com 
plete line of bearing balls is now in 
use. ‘The new package is a sealed 
canister of 32 gauge steel with tin 
plated ends, and will accommodate 
105,000 balls ss” in size and 340 
balls 3” in size. ‘The canister is lac 
quered inside for added protection. 
Ihe black plate body is lithographed 
in a rich blue on white, with the 
manufacturer’s trademark and slogan 
\ special panel is provided for hand 
stamping of size, quantity, grade and 
ball tolerance. Canisters are packed 
in a newly developed, reinforced card 
board carton for both domestic and 
foreign shipment.—Abbott Ball Com 
| pany, Hartford, Conn 











Frank J. Walton 


Chandler-Boyd Co. 
Elects Officers 


Frank J. Walton, former manage1 
of sales, has been elected to the board 
of directors of Chandler-Boyd Co., 
Pittsburgh distributor, and has also 
been appointed 
charge of sales. 

Byron B. Null, former assistant 
controller, has becn elected secretary 
controller of the company. Mr. Null 
will fill the vacancy left by the recent 
retirement of W. W. Wiggins. 


vice-president in 


Byron B. Null 


Kester engineers, with over 100,000 different 
types and sizes of solder available, will assist 
you and your customers in specifying the 
right flux-core solder that will give maximum 
efficiency to the job. 


asin to Use 


Using the most suitable solder for each oper- 
ation will enable solderers to work at top speed 
without sacrificing quality. Waste is eliminated 
and rejects are held to a minimum. 


Top Quality 


Kester Solders are made only from newly 
mined grade A tin and virgin lead. Fluxes — 
chemically and scientifically correct. 


KESTER SOLDER COMPANY 
4201 Wrightwood Ave. * Chicago 39, Illinois 


Newark, New Jersey * Brantford, Canada 


Send for free manual, 
“SOLDER and 
Soldering Technique.” 
KESTER 
SOLDER 


Standard for Industry since 1899 
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PATENT 
PENDING 


"> 7 . 


A. LAST! An iron so light, so well balanced its 
weight is hardly noticeable. When you pick it up, when 
you work with it, you'll know why HEXACON calls it 
FEATHER WEIGHT. It’s the perfect iron for long, 
delicate work where fatigue works against quality. It 


Mg 


i 

» HEXACON MODEL 30H. Weight 
5% oz. (less cord). 40, or 60 Watts. 
Both 4%” and %” tips furnished. 
Ask for literature on complete line 
of screw tip, plug tip and hatchet 
irons. 


HEXACON ELECTRIC CO, 


138 W. CLAY AVE., ROSELLE PARK, N. J. 


Trier 





can work for you—improv- 
ing and speeding production. 
More comfortable and prac- 
tical than a pencil iron. No 
transformer required. Price 
only $5.00. 











fig. 53 
QUIET ¥-BELT MOTOR DRIVEN UNIT 








For smooth, efficient han- 
dling of all types of clean 











liquids, there is a Viking pump built in the size and style 


to meet your needs. 


Viking pumps are especially built 


for either light or heavy liquids, 
pressures to 200 psi, capacities 


AN HONORED NAME 
_IN BUMPING 


from 24 to 1050 gpm. Ask for free 
bulletin 50S MM. 


Pume Company 


@=Yolol ae el | EM oh 'Ze) 
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A QUESTION on a customer's engi- 
neering problem gets a fast answer at 
Page, Steele & Flagg Co., New Haven, 
Conn. Here Nelson W. Flagg, Sr. 
answers the query put by Paul Flagg, 
both of the industrial sales depart- 
ment of the firm. 





Steel Warehouse Group 
Elects New Members 


Walter S. Doxsey, president, ‘The 
American Steel Warehouse Associa- 
tion, Inc., Cleveland, recently an- 
nounced the following firms were 
elected to active membership in the 
association: The Calvert Iron Works, 
Inc., Atlanta, Ga.; Clingan & Fortier, 
Inc., San Francisco and Fresno, Calif.; 
DeVan-Johnson Co., Aurora, IIL; 
Glendale Steel Corp., Glendale, N. 
Y.; Hays Supply Co., Memphis, Tenn.; 
Kritser Supply Co., Amarillo, ‘Texas; 
Missouri Valley Steel Co., Sioux City, 
Iowa; Neil LaVielle Supply Co., Louis- 
ville, Ky.; Horace ‘Tl’. Potts Co., Balti- 
more, Md.; Standard ‘linsmith & 
Roofer Supply, New York. 

The following firms were elected 
associate members of the association: 
Kidd Drawn Steel Co., Aliquippa, Pa.; 
Pittsburgh Tool Steel Wire Co., Mon- 
aca, Pa. 


Westveer Will Manage 
Bassick-Sack Division 


R. M. Westveer has been appointed 
general manager of the Bassick-Sack 
Division of The Bassick Co. at Win- 
ston-Salem, N. C., filling the vacancy 
created by the death on September 21 
of Ray M. Martin. The division pro- 
duces furniture hardware and other 
metal products. 

Mr. Westveer joined Bassick-Sack 
after two years with Chautauqua 
Hardware Co. of Jamestown, N. Y. 
He spent 25 years with the Keeler 
Brass Co., Grand Rapids, Mich., 
where he worked in various capacities, 
principally in sales and production. 











THE WHOLE ULMER SALES ORGANIZATION was on the job to plan and 


execute the recent four-day industrial show 
rheo. C. Ulmer In listributors 


ind open house held in Philadelphia, by 


of that cits 





NORTON COMPANY 





THIS LARGE GROUP OF MANUFACTURER'S MEN giv¢ 


number of exhibits feature t the Theo. ¢ 
the 4,000 plant men who attended 


iffair, a Marshall Seit 


Tonawanda Firm Formed 


\ business name has been filed 

the Erie County clerk’s office for ‘Too! 
& Machinery Sales Co., 373 Old Ni 
iwara Falls Blvd., North ‘Tonawanda 
N. Y., and 119 Harrison, T% 
Tonawanda, N. Y¥ Principals ar 


H. Norsen and Robert | 


wh ol 


Thomas 
Coleman 


Sales 


Ulm In 
Manag R 


Sales Engineers 
Named By Simonds 
has been ippoint 
the Chi 1 
ive ¢ Ph 
tho] . 


THOLOMNCW a l 


) area for 


ladelphia 


Bar i] 


INDUSTRIAL DISTRIBUTION © JANUARY, 1950 


NEW STAR 


motu blex BLADES 
OUTPERFORM 


ALL LEADING 
BRANDS! 





Average 
23.8% 
MORE METAL 
cur 


Laboratory tests 

pitted Clemson's new 

“Molyflex” blades against eight lead- 

ing competitive blades and although 

several were heavier, and none lighter, 

STAR “Molyflex” cut 23.8% more 

metal than the average of all other 
blades tested. 

Here at last is a hand blade that cuts 
like a genuine “Moly”, yet is so flexi- 
ble it cannot be broken when used in 
a frame. 

“Molyflex” blades are finished in all- 
over copper color and carry specifica- 
tion data clearly printed in green 
right on the blade. They are available 
in all sizes and pitches. 


STAR STEELRITE 
NiETAL MARKING CRAYONS 
Another profit-producing 
item in the STAR line. Mark 
hot, cold, damp or grimy 
metal. Marks withstand pick- 
ling but do not affect enamel applica- 
tion. Specially extruded genuine soap- 
stone insures uniform composition 
and strength. Attractively boxed and 
available in a variety of sizes. 


CLEMSO 


MIDDLETOWN, N. Y. 


Manufacturers of Hand and Power Hack 
Saw Blades, Frames, Metal Cutting Band Saw 
Blades and the Clemson Lawn Machines 


aM ada et aa w 


@ 5987 





BROS., 
INC. 


181 





LONGER USE | 
é 


Here is a hoist y 
forget idence and then 
con ae quality built to 
-. ou and to sell others. 
Safety, a] mechanical 
oe — factory a 
| © OVer-rated ¢; ac 
the Jong life, all movin, 
~ - are heat treated, Sealed 
» designed for the most 


continuous 
a 
usage. ssembly line 


backed ty 


ou Can sell 


\. BETTER SERVICE / 


ie 


Prompt, efficient Coffing 
service, with immediate 
shipment of replacement 
parts further assures cus- 
tomer satisfaction — further 
encourages repeat sales. 
Find out for yourself that 
the hoist business can be 
good business with... 


Write Dept. A-1 
COFFING HOIST 
COMPANY 
Danville, ILL. 


for information on the profit 5 
possibilities of handling this 5 
complete line of advanced 5 #5 
design hoists. ? 





Hoist-Jacks Ad Safety-Pull 
Ratchet Lever Hoists ® Mighty- 
Midget Pullers © Spur-Geared 
Hoists © Differential Chain 
Hoists @ Load Binders © 
I-Beam Trolleys 





THE SOLUTION TO 
ALL PROBLEMS IN 


SODERING ¢ WELDING 
BRAZING 


* Sodering Paste * Stainless Steel Polish 
* Sodering Sticks * Sodering Liquids 
* Sodering Oi © Sodering Syrup 
* Sodering Flux * Sodering Acid 
* Solid Sal Ammoniac 
SEND FOR FREE SODERING CHART 


LB. ALLEN CO., Inc. 
6731 BRYN MAWR AVE 
CHICAGO 31, ILL 

















EMBURY 


AIR PILOT 


LANTERNS 
a ss 
LIGHTING SERVICE 


Rising Cone Burner 


Automatic Standing 
Bail 


Balanced Air Con- 
trol for Windproof 
Light 


Double Seamed Base 


Double Strutted 
Lift Lug 


No. 2 AIR PILOT 
Lantern 
Streamlined design, quality construction 
and over forty years of dependable light- 
ing service are strong selling features of 
EMBURY lanterns. For more facts about 
AIR PILOT lanterns, write, 


EMBURY MANUFACTURING CO. 


270 Allen Street Warsaw, N. Y. 





FOR SALE: 
Set-up time! 


"YANKEE" 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
end true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 
series of jobs... hand work on the 
bench; for drilling, milling, grinding 
or sawing at the machine. 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 

Available in two sizes... 2” and 
234"’ jaw widths... with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 

Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 
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hOisiy. SCALES Thtichs 


~Saers. 


4 NEW SALES AND SERVICE CENTER recently erected by the Yale & Towne 
Mtg. Co., is designed to demonstrate new materials handling equipment and to repair 


and maintain the complete line of Yale hoists, 





PHE 
t IS pre 


G Tal 


KEY to Yale & 
sented to Arthur H 
Sales Manager, Yaec & 


Dobler 
Powne 


W. C. TEARE, president, Sterling 
Products Co., Chicago, is welcomed 
by F. A. Dewey, manager 
Yale & Towne hoisting equipment 
it a recent open house celebrating the 
opening of Yale & Towne’s new Chi 
129 sales 


regional 


ind service center 


Towne’s new materials handling 


scales and industrial trucks 


equipment sales and service 


regional manager, by Samuel W. Gibb 


Yale & 
A Chicago Regional Branch 


Towne Opens 


hifteen hundred guests attended the 
recent open house program at the 
new regional and 
quarters established by the Philadel 
phia Division of The Yale & ‘Towne 
Manufacturing Company, in a new 
2-story building 
pose it SIS N 

The 
duce a 
cally operat 
plied to 


sales service head 


erected for the pur 
LaSalle St., Chicago 

occasion also served to intro 
of new Yale hydrauli 
ed devices that can be ap 
standard industrial trucks 


SCTICS 


Ihe demonstration took place during 


a two weck open house program at 
which hourly 
held each afternoon 

The opening of the 
building in Chicago is 
midwest 


demonstrations were 
firm’s new 
a move to as 
sist industries in 
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reducing 


multiply 
socket 
screw 
sales... 


B-RIGHT-ON 


Quality and Service 
“THEY SELL FOR YOU" 


— 


When you fill socket screw orders with 
B-Right-On products, you're building repeat 
business. Unvarying top quality makes Brighton 
Screws tops with buyers . . . brings buyers back 
for more. Brighton service backs you up .. . 
helps you keep these contented customers. 


Some territories open to qualified repre- 


| sentatives. 


Write for full details. 


The Brighton Screw & Mfg. Co. 
1827 Reading Rd. Cincinnati 2, Ohie 


AN 





\ 


1950 





THE BELT HOOKS 
WITH THE 


DEMONSTRATING hoisting equip 
ment in their firm’s new Chicago build 
ing, J. I. Somers and J. M. McCollogh 
(Yale & Towne) played host to Bill 
Christie, Jim Christie and Earl O'Dan 
iel, Barrett-Christie Company, Chicago 


There is no substitute for Safety 
Belt-Lacing because the patented 
Safety binder bars not only hold 
each hook in perfect alignment 
(both before and after applica- 
tion) but also cover and protect 
belt ends, prevent fraying and 
assure long life. It's the all pur- 
pose beltdacing, too. It can be 
applied in factories and shops 
not only with shop lacers but also in the field with the pocket 
Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave., Chicago 30, U. S. A. 


Perfect Alignment not only 
before but after application. 








LEE EDWARDS, purchasing agent, 
the Charles A. Strelinger Co., Detroit 
was guest of Yale & ‘Towne’s regional 





managers, F. A. Dewey (hoisting equip 
ment), Arthur H. Dobler (materials 
handling), and Kay Nisslevy (Yale & 


Towne’s Detroit representative 


their operational “break-even” points 
\ complete stock of spare parts and 
repair service provides Chicago area 
industries th this type of rvice 
within the hour. 

lhe new Chicago center occupies a 





@® UNMATCHED 
PRIMING SPEED 


C r. St% oO > Tacto { a 

FLOAT SWITCH it in Maw Mivaeiinn of 4 
@ ASSURES unmatched self-prim- personnel under the direction of At 
ing speed. Advanced Centrifu ; : 7) @ NON—CORROSIVE thur R. Dobler, regional manager, 


gal Design. Exclusive CMC dual FLOAT AND STRAINER handles materials handling sales engi 
smcbaerih a ond Maca yinrg neering, repair maintenance and spare 
t : ; 

> hate ema pn nag “ @ FLOAT CONTROL parts services. Roy L. Wolter is 1 


EASILY ADJUSTABLE gional sales manager of industrial 
trucks and scales; Flovd A. Dewey 
tie banding hing garain de 4 @ SIMPLE TO CLEAN regional manager of hoists; Earl S 
pendable performance when ; JUST UNSCREW PIPE Thulin is manager of railroad depart 
ordinary centrifugal pumps f ment; and Richard A. Rieger is man 
become air bound 5 i ae @ AVAILABLE IN ager of the repair and spare parts ser 
@ YOUR BEST BUY! ” ; WIDE RANGE ice departments 


Easily installed. Readily port ’ . OF SIZES The new Yale & Towne building 
able. May be placedaway from 
pit. Suction lifts of at least 25 ft. 


@ GIVES top performance even 


under adverse conditions. Extra 








replaces the former sales offices at S80 
East Jackson Blvd 
Write for full details of CMC DUAL PRIME PUMPS 


Davis Joins Chain Belt 
ONSTRUCTION ACHINERY f he es a G. Davis 


Russcll is a new 
WATERLOO, VOWA, U.S.A. pointed sales executive of Chain 


Company of Milwaukee, Wis 
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your best vise value 
| by fer 


Non-pinching Handle: One- 
piece. No ends to loose. 


fe Stands mm ' Blows: Step milled 


k jaw inserts h houlder to take 
Longest Life: Excidsive Des- heaviest werticoll well as hori- 
mond-Simplex all-steel slide, tontal blows, ~~ replace when 
milled ‘‘from the sélid"’—guar- necessary. 
anteed* not to bredk or bend 
in service. 


Holds Larger Work Secure- 
ly: Stronger slidg permits 
creater jaw capatities—greater 
work holding capacity. 





Warren Ingersoll 


Ingersoll Named To Post 
At Lee Rubber & Tire Corp. 


Warren Ingersoll has been ap 
pointed assistant to the president of 
the Lee Rubber & ‘Tire Corp 

Until recently, Mr. Ingersoll had 
represented the corporation’s interests 2 
on the West Coast with headquarters ‘ Easier Lubrication: 
in San Francisco, and has been Phila : ‘ Screw retdiner is outside 
delphia district manager of Lee’s Mc 5 for ee 
chanical Rubber Division, the Repub-  ggtee-heavy addy Costing . re 
lic Rubber Division whose factory is js semi-steel. 4 a 


lash: New | 
in Youngstown, Ohio eagerness 


str@aiger main vise nut will last 
ind@finitely. 
Sumter Supply Co. Full 360 degree Swivel Base: 


Bought By Hyman Supply Extra heavy, Becks in any position, 


Ihe Hyman Supply Co. of Wil 
mington, N. C. has purchased the 
Sumter Supply Co. of Sumter, $. C . : 
he Sumter firm is one of the oldest workmanship or materials stands behind every 
dealers in industrial supplies, plumb = ae = 
ing and heating equipment and sup Desmond-Simplex Heavy Duty Vise. No other 
plies in the section of the state 

Sumter Supply was established by . : , , 
J. L. Alnutt 45 years ago and for gives you such a guarantee. No other vise gives 
nearly 40 years was known as the 
Sumter Railway & Mill Supply Co 
For more than 30 years, W. Percy | Simplex on your next vise orders (to leading in- 
Smith has been in charge , — - : 

iis Maia Tetatich ciniee velit te teh dustrial distributors) and you'll get the best. . . 
charge of Adair McCoy The Desmond-Stephan Mfg. Co., Urbana, Ohio 

Hyman Supply Company owners 
ilso have industrial supply firms in 
Wilmington and Favetteville, N. ¢ 


Timken Names Berndt Desmond 
Products Manager 
STEEL 
Carl E. Berndt has been appointed SIMPLEX VISES 
nanager of warehouse products at the SLIDE 


limken Roller Bearing Co. plant at 
Zanesville, Ohio 

Anthony J. Lombardi has been ap Ge ay Se GCDD 4 
pointed warehouse supervisor to re ® 


oul M B It JAMOND HAND TOOLS WHEEL TYPE SUMPLEX 
\ I erme “oeesteas curren tree Deessses AND NIBS DRESSERS  — STEEL-SLIDE VISES 


A life-time guarantee against defects due to faulty 


vise gives you all these features. No other vise 


you better long-run economy. Write Desmond- 








A 
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Pa 


IN 
“Ss 





pROFIT 
WINNER 


Harold D. Bates 


the MAGOR 
ARROW — 


B built to last... 
2 folate ME Y-1 1 
fast 








Russell S. Galloway 
= Fiberglass Names Managers 
Cast iron pulleys _ by ‘In N. Y., Chicago, Detroit 


Sprout-Waldron have long 
been an assurance of com- New branch managers recently were 
plete customer | satisfac- named to head the New York, Chi 
tion. This is why Indus 5 De le Siow f | 
trial Distributors every- : cago and etroit sales offices o 
where look to S-W today - | Owens-Corning Fiberglas Corp, New 
as a Pulley Head | York manufacturers. 
quarters 
. Harold D. Bates, formerly merchan 

a ges dising manager of Philip Carey Mfg. 

ee ae == Co., Cincinnati, Ohio from 1944 to 

materials handling — 
which demands the ulti- — ; . 
ate ta: balteavina ts = : A fast mover, this ARROW Brand 
tures or a simple — Scoop! It’s one of the comprehensive, 
of power transmission 


here is a wide selection 0 a SIMPLIFIED Magor line—designed to 
coe Pulley types pare the cost and time of your inventory 
application =e handling to the bone. They’re all tough, 

balanced, with non-split edges. Write 
re te Sis %.. today for illustrated price list on this 


dron & Co., 3 Waldron St., - y sales-building line. 
Muncy, Pa " 











| MAGOR 
i CAR CORPORATION 
Pony L SHOVEL DIVISION 


‘ 50 CHURCH ST., NEW YORK 7,N.Y. 
prout-Wruoron i RPMI S0cw0nst, ew 0 


BRANDS 


Manujacturing Engineers d 
MASTER +» POWER + DIGWELL - ARROW 
Ye Y i] % . 
rot « Ve BULL'S EYE + GOLD TARGET 
John J. Hartnett 
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been in sales, advertising and mer- 


chandising work in New York with 
Johns-Manville Corp. NET PRICE LIST 


Russell R. Galloway was appointed 


manager of the Chicago branch office. 
Formerly he was president of Smith of STANDARD 
Asbestos Co., and earlier was vice 


president of Certain-teed Products 
Corp. 

John J. Hartnett was named man 
ager of the Detroit branch office. Mr. 
Hartnett, formerly, was general sales 
manager of the Certain-teed Products 
Corp. and prior thereto he was a 
district and division manager of 
United States Gypsum Co 


1949, has been appointed to manage | 4 / /, 
the New York branch. He has diso | Ti RE, age 


Roenfeldt Opens Own Firm 


Harry P. Rosenfeldt, formerly vice- 
president, merchandise manager of the 
Mississippi Valley Hardware Co., has 
organized his own distributing com 
pany, to be known as Hardware & Tool 
Distributing Co. Previously he held 
the same position with Tieman Hard 


Gnesi HELPS YOUR BOOKKEEPING. 
wecenteremater IN DOLLARS and SENSE © 


We were sitting in a booth the other day eavesdropping on a couple 
of distributors who were discussing pricing. 





Walter Johnson has been appointed 
sales manager of the George K. Gar 


rett Co., Inc., of Philadelphia, Pa. “You know, Jack,” said the first guy, “I've been selling cutting tools 
for a long time and I'll be darned if I know how pricing got so 
fouled up.” 


Mr. Jolnson’s experience in the 
metal industry is extensive and in 
cludes an association with the Pitts- “Like what in particular, Pete?’ asked Jack. 


burgh Steel Co. in the sales division “Like consumer discounts, frinstance,” said Pete. “Take a standard 
He came to the Garrett Co. in 194] three-eights high speed hand tap. So if it's Cut Thread you knock off 
and has since held various positions 15%. If it's commercial ground you add 5%. Precision ground you 
working in cooperation with sales, pro add 10%. And when you get one five-eighths, your Cut Thread dis- 
duction and procurement divisions. count is plus 5%. Who ever heard of a PLUS DISCOUNT? It don't 
make sense, and I haven't got time to study calculus every time I 
make a sale. It's screwy, I tell ya, and it must drive my customers 
even screwier.” 





With a loud clearing of the throat, we turned around and introduced 
ourselves. Then we asked the boys how they would like a Threadwell 
table of Net Prices of Standard Taps, all worked out in dollars and 
cents, no brush, no lather, no rub-in. 

“Fine, fine,” they wailed, “but we don't handle Threadwell!”’ 

Quite a handicap we agreed, but not fatal in this case. Threadwell 
is supplying it to its own distributors anyway, and will be glad to 
supply it to anyone else who will make use of it . . . and there’s no 
hook in it. The boys clapped us on the back and for the first time in 
ages, somebody picked up our check. 

- a, If you would like a free copy of 
att! as" \ Threadwell’s net price list of 
standard taps just write us for 
it. We'll be glad to supply you 
with extra copies, too. No obli- 

gation of course. 


ORDER CHECKING, according to 


R. L. Mann, sales manager of Miller . 
& Stern Supply Co., San Francisco, is pee SOWELL 1mt 8 CAE COMPANY 
. ; © Dr . terbores © Kk y r 


1 pleasant task 
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A $1,000,000 
HOSE INVENTORY 
COSTS ONLY 3¢ 


We know you don’t stock $1,000,- 
000 worth of flexible metal hose. 
Nobody does! Because a 3¢ stamp 
activates a million dollars worth 


Sales Tips 


td 


SE ee ee a 


Sell Deming Self-Prim- 
ing Centrifugal Pumps 


AN AXE TO GRIND, Ken Schmelig, 
The Black & Decker Mfg. Co.) dem 


onstrates how easy it is at the Couch & 


of Atlantic production and order 
filling services that are tops for 


efficiency. And if you have design 
problems, we have many broad 
engineering shoulders to handle 
them. Order ATLANTIC when or- 
ders say HOSE and CUSTOMERS 
will order from YOU! 


ATLANTIC METAL HOSE 


is best for 
® chemicals ® steam 
*oils © tars © asphalt 


@ alkalis © gases 


Heyle products show. 


for general industrial 
use, sump or bilge 
pumping, irrigation or 
dewatering service. 
These pumps prime and 
reprime automatically. 


Sell Deming Vertical 
Sump Pumps for regu- 
lar sump service; for 
pumping heavy viscous 
or high temperature 
liquids from pits; for 
draining boiler rooms, 
tunnels, elevator pits 


and similar uses. 


PRECISION SALESMEN Bob Hause 
and Bob Norwalk, (L. S. Starrett Co 
vere actively engaged demonstrating 


precision tools to Couch & Hevle show 


® light solids 


® refrigerants 


® gasoline 


ATLANTIC METAL HOSE 


® absorbs vibration 
® corrects misalignment 
© provides mobile service 


* eliminates thermal ex- 
pansion strains 

Bronze, steel or stainless steel 
depending on application . 
Ve" - 36” 1.D. inclusive 
Standard or special couplings, 
flanges, nipples, fittings . 
With or without braid or armor 


Write for Complete Catalogues 


ATLANTIC 
METAL HOSE CO., INC 


104 West 64th St., New York 23, N. Y. 





visitors 


CHUCK FULL of enthusiasm over hi 
new lath vuck, Bud Barlow, 

Jacobs Mfg. Co.) explains the mi 
letails to J. F. Bennett, president 


I 


Couch & He 


Couch & Heyle, Inc. 
Holds Products Show 


\pproximately 4,000 loca 
| 
cutives and nginccr ( 


1 three day products 


sored by Couch & Hevk 


The show, held once every two vears 


firm, had represented close 
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Sell Deming Condensa- 
tion Return Units and 
Boiler Feed Pumps for 
returning the conden- 
sate from steam coils, 
radiators or steam 
operated equipment 
,~ back to boilers. The 
complete 
line meets 
all demands 
for this type 
of pump. 


For more information 
on the three types of 
Deming Pumps men- 
tioned above, write for 
Bulletins 3300-A, 3304, 
4607 and CR-1-A. 


@eeeeeoees @ 


THE DEMING COMPANY 


511 BROADWAY ®@ SALEM, OHIO 





HAND MADE with a hand grinder, 
Lee Augustine, (The Dumore Co.) dis- 
plays his handiwork to a Couch & 
Heyle products show visitor 


100 manufacturer suppliers to Couch 
& Heyle. Display booths, set up on all 
three floors of the firm’s building pro 
vided guests with continuous demon 
strations of the latest in industrial sup 
plies, tools and equipment. Booths 
were manned by factory representa 
tives. 

Door prizes were awarded. Refresh 
ments were served from buffet accom 
modations located in the warehouse 


Niles Named To Office 
By Yale & Towne Mfg. Co. 


Philip B. Niles has been elected a 
vice-president of The Yale & Towne 
Mfg. Co., and will devote his atten 
tion to marketing and to the develop 


ment of executive personnel through 
out the company. 

He has been public relations direc 
tor for the Owens Illinois Glass Co.., 
Toledo, Ohio, since early in 1948, and 
previously had been vice-president of 
the American Water Works Co. 





THE NEW MANAGER of sales of 
the Ransome Construction Equipment 
Sales Division of Worthington Pump 
& Machinery Corp. is John S. Bach 
man. He will report to C. E. Wilson, 


vice-president 


TAYLOR vy 


HT TES 


oe 


Taylor Chain manufactures many grades and sizes 
of chain and chain attachments—each for a defi- 
nite pulling, binding or lifting job. Only false 
economy — needless chain wear and costly acci- 
dents—can result when incorrect chain is used for 
a variety of jobs. A few of the popular grades of 
chain are described below. For specifications on 
the complete line see the Taylor Chain Catalog! 


a tele) mse is 


Manufactured from C-1008 steel having an approximate 
tensile strength of 5,000 P.S. 1. Formed and butt welded 
into short links. 


:}-)- ell 


Manufactured from the same analysis steel as Proof Coil 
Chain. Formed and butt welded into shorter links for flex- 
ibility and greater distribution of load among more links. 


HI-TEST 


Manufactured from C-1017 steel having an approximate 
tensile strength of 85,000 P. S. |. Formed, butt welded and 
heat-treated. It is tougher and has greater resistance to 
wear than BBB or Proof Coil Chain. 


Manufactured from the same analysis steel as Hi-Test Chain. 
After welding it is heat-treated to produce a chain which 
will stretch at Jower locds than Hi-Test Chain. High qual- 
ity chain with a visible ‘actor of safety 


S. G. TAYLOR CHAIN CO. 


tains data on all types of Chain. 


75 141st Street, Hammond, Indiona g f 7 
Send for free copy of new catalog! Con- &y ~ 


ba 


A GREAT NAME 


Tayior Mape— 


e 
SINCE 1873 
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ARMSTRONG-BRAY 


BELT HOOKS—BELT PLATES—BELT LACING 


WIREGRIP precision made Belt Hooks come 
with extra (patented) blue aligning cards— 
are held more rigid, assuring perfect align- 
ment of hooks—less hook loss from handling 

a better job when applied with any make 
6 sizes 


PLATEGRIP Fasteners for Conveyor 
belts. Make strong dust-tight joints in belts, 


lacing machine 


f any width Spread tension uniformly 
1¢r¢ belt, allow natural troughing of belt 
und operate smoothly over flat, crowned or 
take-up pulleys. Sizes for belts from V4" t 
1¥2" thick 

STEELGRIP Flexible Lacing, applied with a 
hammer, clinches over and protects end of 
belt. Makes strong, flexible joints. Boxed 
with 2-piece hinged rocker pins or can be 


btained in long lengths for conveyor belt 


Buy all belt needs from this 
one reliable source. 


ARMSTRONG-BRAY&CO. 


“THE BELT LACING PEOPLE” 
5356 NORTHWEST HIGHWAY 
CHICAGO, ILL. 

















CALDER... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout . . . tool \\ 
steel cutters . . . Right and Left hand Threaded Bushings \\ 


for Automatic Vigmtaning. \ ki Fig \ e 
\ Ay 


EASY TO HOLD— pier , 
\ Weight well distributed \ 


for smooth handling. 


\\Y IW MAAR \ 
‘Also. CALDER Fine Diamond Dressing els ae 
Caw \ \ § Yk ACR aOR GES NCAA NNN e' 
SSOU0 ONLY THROUGH DISTRIBUTORS \N 
MQ QQQRRDRD)D]ADDDRR,A 


CALDER MANUFACTURING CO. 


2049 North Prince Street . 


\ 


\ 


Lancaster, Pennsylvania 
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NEW ADDITIONS to members of 
the firm of the Reading Machiner 
and Tool Co., Reading, Pa., are Wil 
liam S. Kaufman as vice president and 
Albert J. Fiori, secretary. Mr. Kaufman 
is the son of William E.. Kaufman, pres 
ident of the Reading firm 





Hobelmann Will Represent 
Westcott Chuck Co. 


Herman H. Hobelmann, 744 Har- 
rison Street, San Francisco, has been 
appointed district representative for 
the W estcott Chuck Co., Oneida, 


Hobelmann will represent 
Westcott in California, Oregon and 
Washington, and in the Reno district 
of Nevada 


Roebling Division 


Names Two Sales Managers 


J. F. Berger has been appointed 
manager of sales for industrial wire 
products, and Samuel K. Hornor has 
been made manager of sales for hard 
ware products of the Woven Wire 
Fabrics Division of John A. Roebling’s 
Sons Co., Trenton, N. J. The pro 


J. F. Berger 


poe 
a 


cee enceemermager = 


Ss See eo 


pore tee 





Samuel K. Hornor 


motions are in line with the division’s 
new merchandisinig plan of complete 
service In two operations 

Mr. Berger has been associated with 
Roebling for more than 35 years. His 

ntire tenure has been spent in the 
woven wire fabrics field. 

Mr. Hornor has served the company 
in various sales capacities for twelve 
vears and has had a wealth of experi 
ence in handling hardware products 





Lyon Metal Products 
Buys Owens Yacht Co. 


Lyon Metal Products has purchased 
the York, Pa., plant of the Owens 
Yacht Co., to serve its Atlantic sea- 
board markets. Manufacturing at the 
York plant will start some time during 


<— pag a has plants in A Complete Line and a Service 


Aurora and Chicago Heights, Ill. and : = ’ 
manufactures a diversified line of steel : for ALL Customers Needs 


products. 





The ‘Jefferson’ line includes straight through unions. 
Union Tées and 45° and 90° Union Elbows. They are 
available in all-female and male-female types. Jefferson 
also offers a complete line of Flange Unions. Thus All 
your customers’ needs can be met. Furthermore, avail- 
ability of Jefferson Specialty Unions in all types makes 





it possible for your customers to greatly simplify piping 
installations. 


Sales Features 


An important exclusive feature of all Jef- ment in the event pipe ends are screwed 
ferson Unions is the Recessed Brass Seat in too far. All Jefferson Unions are made 
which assures free flow through the fitting, of air refined malleable iron having a 
drop tightness, easy set-up without jam- tensile strength of 55,000 lbs. per sq. in. 
ming and full protection against dislodg- and are air-tested before shipment. 


Write for full details of the Jefferson line 


JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y 
9 Green St Lockport, N.Y 
WRITING up order is Leroy C. Quell, 49 Fletcher Ave Lexington 73, Mass 
ounter salesman for the Reading, Pa., 
ywranch of the Hajoca Corporation, 
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BELT FASTENERS 
FOR HEAVY CONVEYOR ano RIP PLATES 


AND ELEVATOR BELTS OF 
ANY WIDTH 


FLEXCO Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

FLEXCO Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 





Harry Emerson Sloan 


FLEXIBLE STEEL LACING COMPANY © 4633 Lexington St., Chicago 44, Illinois 


y | | Sloan Marks 50 Years 
HH] With Cushman Chuck Co. 


i} 





/ Harry Emerson Sloan, president and 
treasurer of the Cushman Chuck Co., 
Hartford, Conn., recently celebrated 
the 50th anniversary of his business 
. life with the company. 
Strong, Smooth, Readily Troughing His activities began in the manufac 
Order From Your Supply House turing department and have progressed 
through engineering and executive 
phases of the business. Mr. Sloan has 
obtained many patents for pioneering 
steps, both in manufacturing — proc 
. is esses, product design and for develop 
D b - 4S TA = Cc Oo ’ ; . ment of new equipment to meet mod- 
' | ern machine tool needs. 

Today, in years of service, Harry 
Emerson Sloan is the oldest executive 
in chuck manufacturing actively en 
gaged in plant administration, togethe1 
with his son, Harry E. Sloan, Jr., vice 
president, secretary and third of the 
Sloan generation in the compan 
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ae al Display carton avail- 
* able containing ten 
boxes of feeler stock 
in most popular sizes. 


Demanded by name for years, by machinists and mechan- 
ics in all phases of close tolerance work. Your stock is in- 
complete without a good supply of these convenient 
precision packages. Fourteen standard thicknesses from 
'.0015 thru .015. Available in 12” strips, ¥2" wide, each iden- 
tified by thickness and encased in moisture-proof cello- 
phane envelope, 12 pieces each thickness to a box. Coil is 
25’, thickness indicated every 12", packed in clear plastic 
case. Write for price sheet and stocking distributors’ dis- 
count plan. 


ep 


See our advertisements under “Arbor Spacers” and “Shim Stock.” 


DETROIT STAMPING COMPANY —_ 5 
332 Midland Avenue Detroit 3, Mich. awit Goes 


m cuse, N. Y., picks up some sales pot 
from Ralph Case, Browning Mfg. Co 
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“Recalibrater i 


It pays to push 
the preferred 
MARSH line 


The preference that Marsh quality has 
won is being further heightened by a 
broader advertising campaign reach- 
ing your customers in every field 
where Marsh products are sold. 
Pleased customers and repeat or- 
ders reward your efforts when you 
push the highly acceptable Marsh line 
of pressure gauges, dial thermometers, 
steam traps, vents, packless valves and 
other specialties. Recently the Marsh 
line has been further broadened by 
the acquisition of the respected Elec- 
trimatic line of automatic refrigera- 
tion controls and solenoid valves. Ask 
for the latest catalog and price data 


MARSH INSTRUMENT CO. 


Sales Affiliate of 


JAS. P. MARSH CORPORATION 


DEPT. C, SKOKIE, ILL. 


the gauge 
with the - 
HRECALIBRATOR 


d 

librator quickes! Rove 
ecalibra + has be 

ee a govge “ 

to : 

pre of adjustme 

petiative Gov9® 


nt—the f 
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Wayne H. Hunter 


Republic Rubber Division 
Transfers Wayne Hunter 


Wayne H. Hunter has been trans 
ferred to St. Louis as territory repre 
sentative for the Republic Rubber 
Division, Kee Rubber & Tire Corp. 

Mr. Hunter joined Republic after 
three years of Army service in the 
American and European theaters. He 
attended North Georgia College and 
is a graduate of Ohio State University. 


Herman Nelson Corp. 
Advances Murray, Roulston 


W..N. Murray has been appointed 
New York regional sales manager 
supervising sales activities covering 
Herman Nelson heating and products 
including portable heaters and venti- 
lators in the Boston, New York, Syra 
cuse, Buffalo and Philadelphia terri 
tories. He will maintain headquarters 
in Boston. 

Robert K. Roulston is the new man 
ager of the Boston branch office of the 


W. N. Murray 
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HOISTING NEEDS 


from 


3 to 20 TONS 


Timken 
Equipped 








....are met....with 
PHILADELPHIA 
CHAIN Hoists 


Distributors are meeting the industrial 
hoisting requirements of their custom- 
ers effectively, satisfactorily and prof- 
itably with Philadelphia Chain Hoists 

the sturdy, modern, safe and 
economica! line which includes Spur 
Gear Hoists, Screw Gear Hoists and 
Differential Hoists 


Here is a source of supply that can 
be depended on. Design features are 
easily demonstrated sales points such 
as: hollow load sheave shaft of 
bronze-bushed malleable iron; solid 
one-piece driving pinion shaft, heat 
trated and ground; fully enclosed 
bearings, etc . all contributing to 
low cost, long-lived service. 


Let Philadelphia Widen Your 
Market. Increase Sales and 
Profits. 

Send for 18-page fully illustrated cata 


log 4-A covering the complete ‘Phila 
delphia’ line 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts. 
PHILADELPHIA 22, PA. 














Alert distributors, everywhere, 
have found from experience that 
selling VICTOR’S complete line of 
hand and power hack saw blades is 
the sure way to greater profits. 
VICTOR’S high-quality, fast-cut- 
ting and time-saving blades mean 
more satisfied customers who order 
again and again because they know 
that all VICTOR blades give them 
longer wearing and cutting 
qualities. 


VICTOR'S STEELRITE 
METAL MARKING CRAYONS 


Here is another NEW Victor 

profit-making item. Available 

in a variety of sizes and at- 

tractively boxed, these crayons 

are a natural for off-the-coun- 

ter sales. Special extrusion 
process insures uniform strength and 
composition. Markings can be made on 
hot, cold, damp or grimy metals and 
withstand pickling, yet do not affect 
enamel application. 


SAW WORKS, INC. 
Middletown, N.Y., U.S.A. 


the "Metal Cutting” Booklet 

saw blades for workshop, ty 

line belps to safeguard Xy 
ler 


R. K. Roulston 


Herman Nelson Corp. of Moline, Il. 
He has had many years experience in 
the heating and ventilating industry, 
having been associated with the B. F. 
Sturtevant company prior to the war. 

Associated with Mr. Roulston in 
the Boston office will be Richard M. 
Burbank, as well as Philip A. Boulton, 
who maintains the Springfield, Mass. 
office. 

The staff of the Washington, D. C. 
branch office has been increased by 
the addition of two product applica- 
tion engineers, William G. Maynard, 
in charge of the Baltimore, Md. office, 
and Richard Gochnauer, who will 
work with James M. Osborne, man- 
ager, in the Washington office 

James W. Heck has joined the staff 
of the Cincinnati office as product 
application engineer, working with 
W. J. Killian, manager of that office. 


Dwight Service Award 
Honors Stuart Russell 


Stuart A. Russell, president of J. 
Russell & Co., Inc., of Holyoke was 
the 1949 recipient of the William G. 
Dwight distinguished service to Hol- 
voke award. ‘The award was estab- 
lished by the Transcript-Telegram as 
a memorial to its late editor and pub 
lisher, William G. Dwight and honors 
that personality who has rendered dis 
tinguished service to Holyoke over a 
period of years, rather than for a 
single contribution to the civic life of 
the community. 

Mr. Russell’s outstanding contribu 
tions included, most recently, his suc- 
cessful leadership in the $1,600,000 
solicitation for funds for a new Hol 
yoke Memorial hospital, the greatest 
public subscription ever undertaken in 
that city. In 1944 he directed the 





Selling 
reliability 
plus... 


Tell the man haressed with heavy 
load-handling problems about the 
‘Load Lifter’ — how this heavy- 
duty electric hoist lifts capacity and 
near-capacity loads many times an 
hour, every hour in the day. Tell 
him how he'll always get this sort 
of service from a ‘Load Lifter.’ Tell 
him how the ‘Load Lifter’ gives 
this constant service but demands 
but little servicing in return. 


Give him the reasons why — 
one-point lubrication which means 
but one place to oil about every 
six months. Tell him about two- 
gear reduction drive, interchange- 
able suspension, self-contained 
motor isolated from the mechan- 
ism, fool-proof upper stop, safety 
lower block. You'll soon convince 
him that the ‘load Lifter’ is the 
hoist for the job — no matter how 
tough, how gruelling it is; how 
many times in an hour the ‘Load 
Lifter’ must lift capacity loads nor 
how many hours a day it must lift 
them. 


He'll soon see that your selling 
him reliability — plus — when 
you sell him a ‘Load Lifter’ Electric 
Hoist. 


Need more copies of Catalog 
Ne. 215 to help you soll? 


Write us, if you do. 
MaKweit 


wm? LOAD LIFTER 
IMI: Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, "Budgit’ and ‘Load 





Don’t forget to order your supply of VICTOR'S 
free selling aids... the famous W all Chart, and 
... ready reference on the se- 
lection, use and care of back 
pocket or tool kit. Remem- ee 
ber...stocking the VICTOR “=a5 
your PROFITS. 
- j 
@® 5993 _— 
Makers of Hand and Power Hack Saw 
Blades, Frames and Band Saw Blades 


pe < Lifter’ Hoists and other lifting specialties, Makers 
$350,000 drive for Holyoke’s new of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 


| ? ‘/ : . te » idated’ Safety and Relief Valves, ‘American’ 
| YMCA, just completed and opened. sulccniel anit ‘SiewuenY tumicat bala. 
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A NEW Standard for 


LOAD-BINDERS 


Weight—only 13 lbs. Barrel length—10 inches 
Ratchet-Type Load Binder 
Operates Safely-Easily 


This NEW standard for Load Binders pro- 
vides the maximum amount of safety for 
the operator—no kick-backs, no exerting 
thrusts over an eccentric. It operates easily 
by one man in a matter of seconds. Full 
8-inch take-up by the ratcheting principle 
allows load to be tightened or loosened 
any degree without having to readjust 
the load 

Light in weight, easily maneuvered, this 
low-cost Load Binder helps prevent shifting 
loads and provides greater safety for the 
traveling public. 

Don't fail to stock this ratchet type load 
binder. For information on choice distribut- 
ing territories, write direct 


WUO/AACAAY FORGE AND MANUFACTURING CO. 
812B Shore Avenue Pittsburgh12,Pa 





NON-FREEZING 


YARD 
HYDRANT 


SHUT-OFF BELOW FROST LINE 


Ourpoor wate ser- 
vice the year around with- 
ovt danger of freezing or 
bursting pipes. Shut-off 
vaive is below frost line. All 
brass and copper ... lasts a 
lifetime. Anyone can install. 


NON-FREEZING 


WALL HYDRANT 


SHUT-OFF INSIDE WALL 
ELIMINATES NEED for drain- 
ing pipes. Standard valve 
washers... easy to replace. 


JOBBER Write for bulletin 403. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 


Eugene P. Berg 


Berg and Moyer 
Promoted By Link-Belt 


Eugene P. Berg, formerly general 
superintendent, has been appointed to 
the newly created position of assistant 
general manager of the Link-Belt 
Pershing Road plant in Chicago; and 
Richard Moyer, formerly —superin 
tendent of the steel shop, has been 
appointed general superintendent, 
manufacturing department. 

Mr. Berg began his career by work- 
ing in the Pershing Road shop during 
vacations from 1929 to 1937. He has 
successively served as supervisor of the 
methods department at Pershing Road; 
general foreman of the structural steel 
shop; works manager at the company’s 
Philadelphia plant; and general super 
intendent at Road since 
1947. 

Other appointments at the Pershing 
Road plant include Stanley F. Zale as 
superintendent of the steel shop; Ray 
Witt, supervisor of time study and 
methods department; Harold Hart 
man, chief inspector 


Pershing 


Richard Moyer 
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ROPER 


Kola ty Fimps 


my 


FOR HYDRAULIC POWER 


Motor driven unit for general use... 
transfer, pressure, lubrication, hy- 
draulic actuation, and various other 
applications. Sizes 44 to 300 g.p.m. 


Pressures up to 300 P.S.1. 


mee. 


USED BY OIL INDUSTRY 
For transferring gasoline and oils at 
refineries, bulk stations, tank ter- 
minals, and industrial plants. 
Sizes 40 to 200 G.P.M., 
pressures up to 60 P.S.1. 


FOR WIDE 
RANGE OF 
JOBS 
Pump Head 
with mechani- 
cal seal. Sizes 


% to 50 G.P.M.; pressures up to 150 
Ibs. P.S.I.; 1800 R.P.M. Supplied with 
flange or foot brackets. Packed box 
also available. Self-priming, operates 
in either direction, handles total suc- 
tion lifts up to 25 feet. 


» 
USED AS 
INTEGRAL 


PART 
Flange mount- 
ing pump head 
with mechani- 
cal seal. For installation as integral 
part of original equipment. 
Sizes 1 to 300 G.P.M., 
pressures up to 300 P.S.1. 


Send for Catalog Today. 


Complete information on the 
entire line of Roper Rotary 
Pumps. 


Ask about Roper direct field 
sales assistance. 


GEO. D. ROPER CORP 
342 Blackhawk Park Avenue 
ROCKFORD, ILLINOIS 





Sherman Makes 


BETTER 
BARREL 
FAUCETS 





Ground key. lock lever faucet of 
extra large capacity. 


Spring keeps key in perfect adjust- 
ment. 


Self-closing, lock lever faucet. Closes 
with the pressure. 


Special approved, renewable flat 
washer. 











HEAVY CAST BRASS—Smooth, 
sand-blasted finish. Solid brass 
handles. 


LARGER CAPACITY—Than other 


faucets of same size rating. 


LONG, FULL TAPER THREAD 
With wide hex nut, Screws tight 
in worn barrel thread. 


LEAK-PROOF—High quality, pre- 
cision construction insures posi- 
tive, drip-free shut-off. 


SECURE—Liquids positively can- 
not be drained through facuet 
when padlocked, assuring pro- 
tection against pilfering. 


WRITE —for Industrial 
Brass Goods Catalog. 


H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 


YOUR COLUMBIAN 





STRENGTH ACCURACY 





To see it is 
to NEED it 


That’s why we 
need Selling Agents 
in the US. for 
these superb 
British 
PULLEY 
BLOCKS 
Totally Enclosed 
Triple Spur geared 
Light weight 
Easy to operate 
Hardwearing 
Competitive in price 


Any of the four sizes 
i, |, 2. or 3 tons 
can be shipped in 
a few days from 


the 


CRANE COMPANY 
LTD 
MANCHESTER 12 ENGLAND 


Full particulars and prices on request 





DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIVMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. 


the Worldi Largest Mahers of Vises 


Originators 
of the 
packaged vise 


. Cleveland 4, Ohio 





WORKMANSHIP DEPENDABILITY 


COLLIS 


SLEEVES 
SOCKETS 


We have the proper unit 
in a wide variety of 
types and sizes...... 


COLLET 
EQUIPMENT 


NR Santa 


Help your customers to fill today’s im- 
portant production needs . . . supply the 
proper unit from the complete COLLIS 
line. COLLIS equipment is made by men 
skilled in making taper products and 
long service is assured by the very per- 
fection of their manufacture. We give 
prompt attention to all orders. 


THE COLLIS company 


CLINTON, IOWA 
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END OF SHELF STORAGE for 
Haven 


filling 


yanch put them quickly 


White Supply's 


within the r 


utting tool st 
ich of inside salesmet 


White Supply Opens Modern New Haven Branch 


The White Supply Co. of Water 
bury, Conn. recently opened a branch 
warchouse and office at 67 Whitney 
Avenuc, New Haven, Conn. Custom 
ers in the southern part of Connecticut 
will be serviced from New Haven. 
Joseph Blinn, Manager, and Norman 
Solhem, Salesman, have been 
with The White Supply Company fot 
a go many \ directing the 


who 


ars are 


PFHE GEAR STOCK is 


irranged so that the heavier types are 


New Haven branch. 

Both White Supply Company's new 
warchouse at 297 ‘Thomaston Avenuc, 
Waterbury and the New Haven branch 
have been designed for an easy flow of 
paper work and materials to cut down 
handling costs. 

Cutting 


under cover, 


stocks are stored 
in metal drawers which 


are in many cases divided to fit the 


tool 


oF a wel thi. 
a ask soo a Lat 


SF Hae wittin MILL 


, 
| always stored at waist 


ee ROOF rFM2ZZFrIO 


ROOrFrFmMZZrIro© 


Ms et ee ee ee ee 
PLIERS... You aced 
CHANNELLOCK 


ZReOorrmzzrzro 


No matter \ 
what your \® 
work... a 
plumbing, \ 
electrical, \ 
automotive, 
aviation, 
battery or 
ignition —there 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers .. . you need 
Channellock. 


The exclusive tonque and groove 
joint gives you these ‘‘plus’’ features: 
Greater Strength, Longer Wearing, 
Self-Cleaning, Closely Spaced Ad- 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


Nh 


send for Catalog C-5 today 


HAMPION DEARMENT TOOL CO 
MEADVILLE + PA. 


© ROOFrFMZZPrPIO 


ZQOOCOrrFmMaZaZrIO 


Only 
Champion DeArment makes 


|, the lighter, smaller types on the higher shelves, but all available from the floor 
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GO-GETTERS ON ANY SALES STAFF---- - 


WHITNEY 
MORGAN PUNCHES 


@ All WHITNEY Punches carry our 
SEMI-STEEL guarantee for good construction and 
high quality product. The depth of 


throat on this No. 92 is 10’—weight 
165 lbs.—capacity same as No. 91. A 
valuable accessory is a notching 
punch and die that will notch angles 


up to 14 x 1% x 4%” and cut a 90 

notch. Good returns on this necessary 

@ Machinists Bench @ Woodworking tool. Immediate attention to orders. 

© Combination Pipe © Quick Action 

®@ Sheet Metal @ Solid Nut 
Workers Continuous Screw 


You're ready for any competition when you 
have the MORGAN line of Vises on your sales 
staff. Nationally known — nationally adver- 
tised — 56 years of manufacturing and sell- 
ing experience. These are some of the things 
that make selling easy. There is a type for 


| 

| 

| 

| Lever Type 
| 

| 

| 

| 

| P each individual job and industry gives its 
l 

| 

| 

| 

| 

| 

| 

n 


Uses same 
punches, 
dies, and 
working 
parts as 


No. 91 
approval to them in great numbers. Prompt 


deliveries . . . we urge users to buy thru their 
local distributor. 





MORGAN VISE COMPANY i3'2.%2"s""7 ||| W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


BELT ~\ 

















WAX | Biatowa ( The New 


ATLAS 


PERFECT 
Car Mover 








Pat. & Pats 
Pending 








“HALLOWELL” Solid Steel Collars, func- PERFECT PERFECT 
tionally proportioned throughout . . . pre- SHARP | g TEMPERED 
nie to ta cision-machined so faces run perfectly true EDGES STEEL 
thru their . . . are beautifully polished all over . . . yet 
lecal distrib they cost less than common cast iron collars 
utor 3” bore and smaller are made from Solid 
Bar Stock. To make sure the collar won't SPURS are the 7 — —- = per. 
. . . fect operation o ar overs. S Perfect 
shift on the shaft, they are fitted with the SPURS can be used—not only on all ATLAS Car 
Sell CANTOL famous UNBRAKO Knurled Point Self- Movers—but on other makes as well. They are man- 
WAX to your Locking Socket Set Screw—the set screw that ufactured to withstand the tremendous strain placed 
ceeaaievate won't shake loose when once tightened. on them and can be turned regularly to make use 
= | “HALLOWELL” be buy word” in shaft of all four edges, thereby giving much longer wear. 
use flat belt collars available in a full range of Let us send you all facts on ATLAS Car Mevers 
sizes for IMMEDIATE DELIVERY and ATLAS SPURS. We urge users to buy through 
their local distributors 


« We urge 


drives, for bet 


ter coer Z q Write for name and address of your nearest 
and longer g “HALLOWELL” and “UNBRAKO” Industrial 


belt lite : sie mentee APPLETON-ATLAS CAR MOVER CORP. 


1421-25 SO. SECOND ST. 
CANTOL WAX 
PRODUCTS CO STANDARD PRESSED STEEL CO. MILWAUKEE 4, WISC. 
Bloomington, indiana JENKINTOWN, PENNSYLVANIA, Box 519 
Chicago * Detroit St. Louis San Francisco 











198 INDUSTRIAL DISTRIBUTION © JANUARY, 1950 





ye Peel 
poem. Mop tader 





THE BRONZE 


ndexed from the 


BUSHING STOCK, 
numbering 


size and shape of the tool. All prod 
ucts are kept in alphabetical nines cal 
order and in the case of a large gear o1 
iny other item that will not fit in the 
ilphabetical-numerical sequence, 
is an indicator as to the 
the larger unit 

Special 42” long shelving was pur 
chased for the new warehouses so that 
cases of screws, bolts, etc. could be put 
directly onto the shelf saving the labor 
of handling the numerous packages in 
This stock is backed up with 
illocated space in the warehouses so 
that all materials carried by ‘The 
White Supply Company are put down 
in a specified location 

A perpetual inventory is kept of all 


there 
location of 


a CaSC 


vested es Be Oe, 
ae OOS ramuty istev td ville 
onl ieee pene 
=a walt Mes) pti al ~ 


about as 
largest down to the smallest size, and follows the 


o' 
yates AL) 


Mm 
| 


oe we ee 
eS go ge 
ie 
Aly oo. iy 
bh TET 
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card- 
manufacturer's 


complete as it can be made, is 


cards are 
maximum 
can ht into 


sales and the inventory 
marked indicating — the 
amount of material that 
the alloc ited 


R. C. Neal Co., Ine. 
Advances H. E. 


Horace E. Putnam has been pro 
moted to the position of office man 
ager of the Elmira office of the com 
pany R. C. Neal Co., Inc. of Buffalo, 
N. Y. 

Mr. Putnam joined the company 
in 1937 and has been in charge of 
the order and quotation department 
in the Buffalo office for the past seven 
years. 


space. 


Putnam 





EXECUTIVES of Industrial Supply Corp., 
Left to right: Svend A. Canariis, chief engineer; 


B. Weissman, vice-president and 


general manager, and 


a conference 
Jack 


president 


gather for 
Tgan, Inanager; 
Sam Gardner 


Tampa, Fla 
ohn Mo 


Sales 
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Guts Maintenance 
Costs in Factory 
or Shop 


multi-purpose portable 
CUTTING TOOL 


Not a gadget, but a sturdy precision 
tool, designed to save maintenance 
men and tradesmen valuable time and 
effort. Check these sales features: 


@ It's portable—goes along to the job. 
@ Makes its own starting hole. No 
extra tools required. 
Cuts all wood and composition ma- 
terials up to 1” thick. 
Blade makes close 1/4” 
intricate shapes. 
Fast cutting power — 3250 blade 
strokes per minute. 
Light in weight (only 3-1/2 Ibs.). 
Easy to handle. 
Operates on A.C. or D.C. 115 volts 
— 60 cycles. 
Many saws in one — rip, crosscut, 
scroll, coping, keyhole, band or jig. 
Easily converted to table saw with 
sturdy Whiz-Saw all metal table. 
1/10 H.P. full ball bearing, oil 
sealed heavy duty motor. 


turns, cuts 


Whiz-Saw is packaged one to a carton, 
comes complete with 3 blades, screw- 
driver and instructions. Price $49.00 
each, less customary tool discount. 
Order today. Forsberg Manufacturing 
Company, Dept. LD. P. O. Box 431, 
Bridgeport 1, Connecticut. 


ANOTHER PRODUCT BY 


‘orsberg 


Makers of the Famous Whale & a Tools 


199 








PARTICULAR 
CUSTOMERS 
Always Demand 


SALES STRATEGY is being discussed t C Oo N '@]) MY 
of Calif., 


it The Republic Supply Co., 


by David Lloyd, salesman; R. L. 
Temple, industrial sales manager, and 
I. D. Watkins, salesman. 
. © Plant managers want to keep pro- 
bi new duction flowing smoothly and to do 
g, this they must get Screw Machine 
1 Products that have proved a 
. nm service . . . ECONOMY Screw Ma- 
market . More Sell, Less Prophecy ae Products meet these standards 
y They have “holding power’. Supply 
Besly Head Urges Hollow Set Screws, Socket Head Cap 
‘ Screws, and Headless Set Screws from 





the complete ECONOMY line. Send for 


Nore real sales effort, without un- Ginette clecuior 


There's o Big, mgw market waiting for duc attention to “forecasts” of either 


you — a market where sales grow! the optimistic or pessimistic variety, ECONOMY MACHINE PRODUCTS CO. 


The Product? Our new ‘Tugit’ Hoist — ” urged by FE. K. W elles, president 5217 Lawrence Ave. Chicago 30 
‘ ' of Charles H. Besly & Co., Chicago, 
@ portableitooly built like a hoist — is a steady but sure-fre formula for 


that lifts, gulls, tightens. improved business 
: Mr. Welles recently set forth his ar 
: F guments at a sales and executive meet 
‘Tugit’ Hoists are ideal for install- ing which had for its agenda discus 


ing hingry (dnd A 2 he aitite sion of further expansion plans to fol 


is low those already set in motion by 
and factories. ‘Perfect for contracting Besly 

















jobs. A nexessity for pulling power, ‘It takes real sales power to halt 
" falling sales,”” Mr. Wells averred. ‘“Too 
often sales executives feel that this 
laying underground conduit, water means a ‘pep talk’ or some other 


mains, cobles. “it will lift coupling into equally — short-lived — stimulant It 
nc doesn’t. It does mean the develop CRAPERS 
place op paiela cers, journal boxes ment of added selling force through 
into fram@s;handy for other railroad the addition of new products or im- 
xrovements in those already estab 
repair yhen jobs. Road crews need Fhe qa” INGALLS 
it for pulling road guard cables taut. ENGINEERS’ 


Farmers for stretching fence, repair- . FAVORITES 


ELLIPTICS 


ABRAMS 
Where could you find a market : . FINE WIRE & 
promising greater profit from sales : ‘ f SPIRAL BRUSHES 


then this market for ‘Tugit' Hoists? ) La } ae | TUBE BLOWERS 


Write us fora supply of Gauge Glass 
Bulletin No, 388. It helps you 
} 


sell ‘Tugit's 


telephone, and guy wires taut; for 








ing farm equipment. Truck body manu- ieeai 


facturers for squaring door frames. ALLL 





Complete Stocks — Im- 
mediate Delivery — Ask 

. us about attractive 
MAxwel 


[li ‘TUG Th ' oe . ne 


. 
MANUFACTURER 


MANNING,MAXWELL & MOORE, INC, LOOKING OVER STOCK before go 
ea pesama 2000 ooxixe over srock oc, MAA ES CTT A 
Builders of ‘Shaw-Box' Cranes; ‘Budgit’ and ‘Load i * wit? ’ 
fter’ Hoists and other lifting specialties, Makers sales ammunition, according to Harvey 
f Fae ag Gauges, a = Va ~, Cons R. Sigler, salesman for Machinists 
Jated’ Safety and Relief Valve mericar 1 ’ . . 
industrial jad "Microsen’ Electrical Instrument lool & Supply Co Los Angeles 





6 ASHLAND ST., EVERETT 49, MASS. 
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(Profit With ) 


This MAUSER- 
TYPE Precision 


Vernier Caliper 





famous precis 


positive action 
steel throughout 
000 of an inet 
t tool for s 


Retail list $15.00 
uy ms 








ce] Reley NUR. aiclom 


1912 BIRCHWOOD AVENUE 
CHICAGO 26. iLL. 





For SCALE-FREE 
Heat Treating & 
Annealing of Steels 


SPR APRS AG LIAS 


% Selective Distribution—Generous Discount 

% Advertised in the magazines your customers 
r 

American Machinist 

Tool & Die Journal 

Modern Machine Shop Manufactured by: 

Distributors: For complete 

information write —The 

PARKER Stamp Works, 

Inc., 560 Franklin Ave., 

Hartford, Conn. 





Established 187) 





Walter W. Kemphert 


Walter W. Kemphert 
Joins Maurey Mfg. Corp. 
Walter W Kemphert has 


ippointed vice-president in charge of 
sales of Maurey Mfg. Corp., Chicago 
Mr. Kemphert has assumed direction 
of all sales and distribution of Maurey 
Power ‘Transmission Equipment. 
Formerly, Mr. Kemphert was with 
Worthington Pump & Machinery 
Corp. of New Jersey, as manager of 
Later he 
it Skilsaw 


been 


the merchandising division 
was vice-president of sales 
Inc., Chicago 


McQuillan Heads Branch 
Of Morse Chain Co. 


William J. McQuillan has been 
promoted to the position of branch 
manager, Pittsburgh office, Morsc 
Chain Co., division of Borg-Warner 
Corp. 

Prior to joining the sales staff of 
Morse Chain in 1948, Mr. McQuillan 
was associated with the sales depart 
ment of H. H. Robertson Co., of 
Pittsburgh, after having spent several 
vears in the engincering depat ment 


of Blaw-Knox Co 


International C. of C. 
Names Taber Director 


Norman S. ‘Taber has been named 
managing director of the United 
States Council of the International 
Chamber 

Alvin | 


XCCUTIVG 


of Commerce 

Dodd has resigned as 
of the United States 
il. He will take up new 
tional and work with the 
American Management Association, 
f which he is Honorary President 


chief 
Coun 
organiza 
idvisory 
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Leadership 


through Craftsmanship 
for 
sixty years 


AMERICA’S 
NUMBER I 
FIREPOT 


Only one can be first, and there's 
good reason why that one ts 
C&L. Unhurried craftsmen, sure 
of their skill, build C&L Firepots 
of only the finest materials, Build 
into them the day in and day 
out dependability, the year in and 
year out service that you d expect 
from Ame rica S finest heat tools 


the wise buy for over 60 years 


Choose from lob Engineered 
models at your jobber's or 


write for catalog 


CLAYTON & LAMBERT MFG. CO. 


1700 Dixie Highway @ Lowisville 10, Ky. 


(4S, pone 
GREAT HEAT TOOLS 

















, 


| It’s no stretch of the imagination, rather, robust realism to call our past half 
century a Miracle—U.S.A. 

America has set an amazing record of progress in 50 years — but a moment in 
the history of civilization. A record unequalled by any other political or economic 
system. 

Merely by broad brush strokes, we can all visualize this miracle. Remember the 
crystal set, the hand-cranked car, the biplane? A far cry from our FM radio, tele- 
vision, hydro-matic drive and supersonic planes. 

And here’s another phase of the miracle that went hand-in-hand with these and 
the myriad of intertwined technological advances — ranging from the radio telephone 
and Bakelite to the X-ray tube and teletype . . . and to atomic energy and its un- 
told potentialities. 





-© Since 1900 we have increased our supply of machine power 4% times. 


* Since 1900 we have more than doubled the output each of us produces for 
every hour we work. 

Since 1900 we have increased our annual income from less than $2400 per 
household to about $4000 (in dollars of the same purchasing power), yet... 


ae 


a 


, a , 
* Since 1900 we have cut 18 hours from our average work week—equivalent to 


two present average workdays. 
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How did we do it? The basic cause for this composite miracle has been the 
release of human energy through FREEDOM, COMPETITION and OPPORTU- 
NITY. And one of the most important results is the fact that more people are able 
to enjoy the products of this free energy than in any other system the world has 


ever known. 
THIS IS THE MIRACLE OF AMERICA . .. it’s only beginning to unfold. 


Published in the public interest by: 


McGraw-Hill Publications 
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There’s no cause for concern about keeping 
up with the great variety of fastenings demanded 
by your customers — not when you offer them the 
Bethlehem line of fastenings. For this line is really 
complete -— it includes just about every type and 
size of fastening customers can ask for. 

And what about Bethlehem fastenings? 
They’re smooth-fitting. rugged, neat in appear- 
ance ... everything that good fastenings should 
be. Stock them and see! 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 
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DETROIT PLANT 760) CENTRAL AVEN 
TELEPHONE TEXAS 4 2000 


DETROIT 8. MICH November 11, 1949 


Mr. T. W. Van Winkle 

Factory Management and Maintenance 
2980 Penobscot Building 

Detroit 26, Michigan 


Dear Mr. Van Winkle: 


For 22 years, Morse Chain Company has used Factory Management and 
Maintenance to tell top plant operators and maintenance men the 
facts about Morse Power Transmission products. 


We advertise in Factory because its readership is composed of 

plant operating personnel of every industry -- the same men who 
buy and use the powertransmission products which MOrse manufac- 
tures, Roller and Silent Chain Drives, Clutches and Couplings. 


Morse advertisements in Factory have proved to be of value not 
only to Morse Chain directly, but also to our nation-wide distri- 
butor organization. 


Our current double-page advertising campaign currently running | Z 
in Factory, emphasizing our slogan M=PT (Morse means Power me 
Transmission), will result in definite benefits for our thous- 
ands of readers among plant operating personnel and for Morse 
Chain Company. 


Yours very truly, 
MORSE In Co. 
Ctten_ 


jk R.°J. Howison 
RJH/rif General Sales Mgr. 
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FACTORY of value... 


... to Morse Chain directly 
... t0 our nation-wide distributor organization” 


From coast to coast there are more than 100 offices, representatives and 
distributors of Morse Power Transmission Products — products backed by a 
Sl-year record of specialization in precision engineering and mechanical 
craftsmanship. To insure continuing, steady growth, however, the Morse 

7 Chain Company has not and does not today rely solely on field offices, sales 
representatives and distributors, nor rest on its half-century record of 
achievement. 

Each month Morse Chain makes more than 52,000 worthwhile contacts 
among plant operating personnel who are vitally concerned with specifying 
and purchasing plant equipment, supplies and services. According to R. J. 
Howison, General Sales Manager: 


“For 22 years, Morse Chain Company has used FAcTtory MANAGEMENT AND 
MAINTENANCE to tell top plant operators and maintenance men the facts 
about Morse Power Transmission products. 


“We advertise in Factory because its readership is composed of the plant 
operating personnel of every industry — the same men who bty and use 
the power transmission products which Morse manufactures, Roller and 
Silent Chain Drives, Clutches and Couplings.” 


Distributors do benefit substantially from the effective sales help that ad- 
vertising in FActory provides: 


® making contact among plant operating men 
® arousing interest among plant operating men 
@ creating preference among plant operating men 


Timely reporting and editing make Factory a highly useful guide to action 
in the many manufacturing problems which demand intelligent planning and 
prompt solution. That's why more plant operating men pay to read Factory 

XN than pay to read any other industrial magazine. 

If you'd like to find out for yourself why so many of your customers use 
Factory, send for your copy of “Let These Factory-Minded Men Tell You Why 
They Read Factory.” 
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MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, © 330 West 42nd Street, New York 18 WN Y 
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Here’s How One Man 
Can Handle 1500 Lbs. 


Suffalo 
ONE-MAN 
BARREL 


TRUCK 


Moving heavy drums and barrels used to 
be a time-consuming job requiring 2 men. 
Now one man can do the job faster with 
this One-Man Barrel Truck. 16’ pneumatic 
tired wheels are designed for easy rolling 
on rough surfaces. Set sliding hook in rim 
of barrel, hold truck with foot and pull 
back. That's all there is to it. 


BUFFALO CASTER & WHEEL CORP. 
187 Breckenridge, Buffalo 13, New York 
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Combination 


DISPLAY 


Featuring 


V-BELTS and 
PU LLEYS 


e sells for 
enalen fast. Services over 90% of 
all small ind hi farm 
equipment and home workshops. All 
100 popular A and B groove pulleys 
are individually packaged in handsome 
3-color boxes, with colors matching the 
sleeves on the V-Belts. 








Congress pulleys are precision cast 
from high-grade zinc-copper alloys. 
accurately d, di bored 
and individually tested for true run- 
ning. Congress V-Belts have maximum 
strength, minimum stretch and a tough, 
close-woven cover for long wear. 





The strong, cadmium plated display 
occupies floor space of only 17"x41", 
and insures fast turnover and fast prof- 
its. Shipping weight 100 lbs. 


(This display also available without V- 
Belts). 


VARIABLE SPEED 
PULLEYS 


Better stock these, 
too. The ideal pulley 
for blower replace- 
ment and air condi- 
tioning installations. 
Permits 30% speed 
variations. O.D.’s 
from 3%" to 4%". 
Diamond bored, bal- 
anced and tested. 


WRITE for CATALOGS 


Complete information on all types 
and sizes of ngress Pulleys, V 
Belts, Q-D Sheaves, Clutches, etc. 


See Us in Dallas 
We'll be at the Southwest Air Con 


ditioning Exposition in Dallas in 
January. 


CONGRESS *:::"’ DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH 
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HAPPY NEW YEAR 


Here's wishing you a grand New Year — one that will 
top all the others in happiness, health and prosperity. 


‘There are plenty of reasons to be optimistic about the 
year ahead. Of course I’m a born optimist. Being that 
way you don’t get ulcers when old man trouble peeks 
around the corner. You thumb your nose at him, yell 
bo-o and go about your business — business of not 


looking for the old pest to bob up again. 


It wasn’t too hard to find Mr. Trouble this past year, if 
you went looking for him. Those who didn’t, had to 
work hard at mending some fences, replacing washers 
to stop leaks and doing some brushing up on the serv- 
ice of meeting problems ip competitive business. 


Funny how many found it stimulating and at the same 
time profitable. ‘These people didn’t find 1949 nearly 
as bad as it started out to be. 


Their greatest gain is in the fact that they are ready to 
take advantage of the much better business prospects 
that are immediately ahead. 


\ lot of people went conservative. Being conservative 
or going that way, is not to be sneered at — except when 





it’s a cover for panic, ignorance or laziness; panic 
through lack of planning, ignorance of the overall busi 
ness situation and being too lazy to fight the problems 
with a determination to lick them. 


You will find many in this group scrambling to catch 
the boat in 1950. Some will miss it with only a shiny 
pair of pants as a memento. 


On the plus side of the “outlook ahead” is the employ- 
ment situation — a total of 59.5 millions in November. 
The stock market has joined the optimists. Steel opera- 
tions are the highest since last spring. Business men, 
generally, are optimistic and figure on 1950 being a 
good year. Distributors’ business has jumped twenty- 
five percent from its 1949 low point and some fifteen 
percent above September levels. 


You take it from there. The minus side depends on 
the kind and color of the peekers you wear, and the 
dreams that our fair dealers consider necessary for your 
security and their continual mephitis. 


My peckers are rose-colored. The same must be true 
with many of our manufacturers because I can’t recall 
any year when so many of them have come up with 
such far-seeing and basically sound sales plans. You 
will find plenty of evidence of this in the advertising 
pages of this issue. Others will start in the next issue. 
If you consider this a plug for the advertising pages 
you are right. 


There is a lot of confidence and plenty of sales help in 
the advertising messages of our manufacturer-suppliers 
in this issue. The same will be true in issues to follow. 


Remember, advertisers in INDUSTRIAL DISTRIBU- 
TION believe in the distributor. They are your co- 
partners in the job of making 1950 a bang-up year 
for YOU! 


ARCH MORRIS 
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YOUR BEST BET 
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SATIN CHROME FINISH. Pioneered by Starrett. Now 
on thimble and sleeve of all micrometers — on the frame 
of all full finish models. Non-reflecting, eliminates glare, 
markings stand out sharp and clear, resists rust and 
stains, increases speed and accuracy. 


TAPERED FRAME. Easier to measure in narrow slots 
and tight places, Standard on all full finish outside 
micrometers. 


HI-MICRO FINISH on contact faces of anvils and 
spindles for more accurate measurements. This mirror- 
like finish insures better parallelism of contacts with 
longer life and less wear. 


HARDENED THREADS. Micrometer screw hardened, 
stabilized and threads ground ‘rom the solid for lasting 
accuracy. 


ONE PIECE SPINDLE. Insures long, accurate life. 


QUICK READING FIGURES. Every graduation on the 


thimble numbered for quick, error-proof reading. 


THE L.S. STARRETT CO. . 





THE FASTEST SELLING LINE — BOUGHT 
AND USED BY CRAFTSMEN IN EVERY TRADE 


DECIMAL EQUIVALENTS of 8ths, 16ths, 32nds and 
64ths conveniently marked on frame or thimble. 


SLEEVE ADJUSTMENT. Simple adjustment of sleeve 
maintains Starrett accuracy at all times. 


FRICTION THIMBLE. Friction stop mechanism in the 
thimble “right under your thumb” ovailable if desired. 
Also available with ratchet stop at end of thimble. 


PRECISION BUILT by the World's Greatest Tool- 
makers, 


TYPES FOR EVERY NEED. Sizes from 1” to 168” — 
oll types including tubular frame, black frame, stainless 
steel, ball anvil, screw thread, crankshaft, sheet metal, 
tube and paper gage micrometers. Also micrometer 
heads, inside micrometers and inside micrometer calipers. 


EASY TO SELL. Better than ever before with new 
refinements and new selling features. The world’s lead- 
ing line of precision micrometers. 


STOCK AND SELL THE COMPLETE LINE 
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Dial Indicators « Steel Tapes + Precision Ground Flat Steck 
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a) sling hooks, grab hooks, shackles 
fags of one kind or another— 
for granted... 


Here at American Chain we take them 
seriously. Look at this Acco Sling Hook, 
for example. The details of its design, 
proportions and dimensions—the contour 
of its section at every point—the analyses 
of steel which go into it—the range of ap- 
plications for which each analysis is rec- 
ommended—all these call for a high type 
of engineering, plus years of experience. 


The designers, metallurgists and other 

engineers responsible for the quality of 
American Chain products are proud of the 
results of their work. To them that hook is 
“‘a handsome hunk of steel’’—designed to 
do a job and do it well—made for safety as 
well as efficiency. 


When you think of welded or weldless chain 
or chain fittings, think of AMERICAN— ‘‘the 
Nation's chain maker.’’ When you sell 
chain, sell AMERICAN, the complete chain line. 


Cc. A. GOLDSTROHM 
= American Chain man 
. since February, 1924. 
a Now Southern District 


»> Sales Manager. 


; ; , Conn. 
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Ds AMERICAN CHAIN DIVISION 
we AMERICAN CHAIN & CABLE 
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